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Mark Top Output Half; 
2nd Quarter Also Peak 


Truck Boosts 


Car Production Sur 
d Strai 
By Martin L. Whitmy 
Staff L. Whigmy * 


ee | auto production 
hampered in recent weeks by 
abor troubles, parts shortages and 
(general cutbacks at Chrysler p. 
and the Little Three, the a to n- 
justry will record the secon {pi h- 
ist new-car total in history ps 
ihe second quarter. 

In addition, new quarterly 
marks for U. S. car-truck produc- - 
tion and U. S.-Canada car-truck 
output, plus new six-month rec- 
-ords for both U. S: car ‘and car- 
truck output, will be established. 


Entering the last four days of 
June, the industry had completed 
4,132,604 cars and 620,844 trucks, or 
wpproximately 38 percent more ve- 


GM, Ford Hiking 
Capacity; Buick 
Heads for Million 


ENERAL MOTORS last week 

unveiled a new $500 million ex- 
pansion program as Ford Motor Co. 
tushed several projects which are 
part of its own $625 million growth 
plan. 

The GM program, said Presi- 
dent Harlow H. Curtice, is in- 
tended to provide “additional ca- 
pacity for our automotive divi- 
sions to meet the needs of an 
expanding market.” 

Much of that expanded capacity 
will be reserved for Buick, Oldsmo- 
bile and Fisher Body. 

* * * 
eran L. WILES, Buick general 

- manager, said his division would 
get enough of the funds to hike 
its capacity by 33 percent—from 
750,000 cars a year at present to a 
total of 1,000,000 units annually. 

Oldsmobile’s share of the pro- 
gram will involve the greatest ex- 
pansion in that division’s history, 
said J. F. Wolfram, general man- 
ager, and will boost engine pro- 
duction capacity 50 percent. 
Fisher Body’s part of the overall 

(Continued on Page 4, Col. 1) 








Top Cars 


New-car registrations for four 
months plus 16 states for May: 


1955 Pos. Make 1954 Pos. 
1—487,186 Ford 431,423— 2 
2—469,126 Chev. 436,197— 1 
38—252,737 Buick 164,748— 3 
4—228,470 Plymouth 142,274— 4 
5—192,757 Olds. 116,104— 6 
6—175,159 Pontiac 119,336— 5 

' 7—113,482 Mercury 103,704— 7 
8— 99,061 Dodge 52,869— 8 
9— 58,030 Chrysler 39,198— 9 

10— 51,717 Cadillac 33,282—11 
ll— 42,367 DeSoto 28,639—12 
12— 35,812 Stude. 33,681—10 
13— 28,439 Nash 28,488—13 
14— 16,946 Packard 17,1389—14 
15— 15,195 Hudson 11,377—16 
16— 9,780 Lincoln 13,169—15 
17— 3,208 Willys 6,332—17 
662 Kaiser 3,111—18 
13,178 Misc. 8,724 
Total All Makes 


1,790,295 


elp sag Vehicle Record of 1950; 


ses 2.1 Million Total 
3-Month Period 


| hicles than were produced the first 
six months of 1954. 
* + * 


108,000 cars and 20,800 trucks 
for the remaining work days of 
June, the industry should complete 


truck assemblies behind it. 

That would be a-new record for 
combined car-truck output for any 
six-month period, exceeding the old 
high of 4,245,199 cars,and trucks 
produced: during the second half of 
1950. 

Although truck production has 
made brisk strides after a slow 
first quarter, car output is the 
big factor in pushing the manu- 
facturers to new six-month highs. 

Car production for the first half 
of 1955 will reach approximately 
4,240,600 units, or nearly 20 percent 
greater than the former high of 
3,559,026 cars erected during the 
second half of the record produc- 
tion year of 1950. 

It also would be nearly 44 percent 
ahead of last year’s output of 1,282,- 
085 cars during the first half. 

* * aa 





T WAS the truck makers’ in- 
creased output during the second 
quarter, however, that helped the 
industry to establish new car-truck 


Lincoln Halts ’55 Run, 


Enters Changeover 


DETROIT.—Lincoln’s 1955 
model run ended officially Satur- 
day (June 25). 

Automotive News’ estimates 
show Lincoln produced 21,675 
units since Jan. 1. Date for the 
start of production of ’56 models 
has not been anounced. 








records for the April- May-June 
period. 

Car production during the sec- 
ond quarter will total an estimated 
2,111,094 units, second to the record 
2,129,510 cars built during the first 
quarter of this year. 

Adding in production of an es- 
timated 377,963 trucks during the 
second quarter will give the in- 
dustry a total of 2,489,057 vehi- 
cles completed during the quar- 
ter. That would be 95,767 units 
higher than the record 2,393,290 
vehicles built during the first 
quarter of this year. 

Combined U. S.-Canada car-truck 
output is expected to wind up at 

(Continued on Page 45, Col. 3) 





DDING to this an estimated 


‘the first half with 4,882,248 car-| 
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Dealers Back ‘Operation Alert'— 


Eleven cars, supplied by the Columbus (O.) Automobile Dealers Assn., line up in 
front of St. Raphael's Rest Home in a mock evacuation of guests during ‘Operation 


Alert,” 


Civil Defense test. The dealers have offered up to 5,000 vehicles and 3,000 


employes to local Civil Defense authorities for the evacuation of some 80 rest homes, 
orphanages and other institutions. Story on Page 6. 


Dealers Polled on Plan 
To Junk Unsafe Vehicles 


WASHINGTON.—Dealer reac- 
tion is being sought to a proposed 
program to remove unsafe vehicles 
from the road. 

NADA’s Industry Relations 
Committee has the plan under 
consideration. It would involve 
NADA, the Automobile Manu- 
facturers’ Assn. and the Inter- 
Industry Highway Safety Com- 
mittee. 

However, to accomplish the pur- 
pose of the plan it was said that 
it would require cooperation of all 
new-car dealers, that all safe- 


Inside 
Standouts 


@ Thorough analysis will 
bring you up to date on 
drastically changed market 
for seat covers. Page 4. 


Fate of factory-dealer li- 


censing laws up to courts 
in two states. Page 3. 


Washington scene clarified 
a bit with concise rundown 
on automotive develop- 
ments. Page 2. 


Engineering highlights, Page 17. New- 
car, truck registrations and new- 
car prices, Page 36. Used-car 
auctions, Pages 6, 31. Pro- 
duction by makes, 

Page 45. 








guards be taken to eliminate any 
abuses in the program and that the 
Inter-Industry Highway Safety 
Committee be responsible for the 
nationwide publicity. 

Under the proposal—all new-car 
dealers and manufacturers would 
enter into the following agreement: 


1. The dealer would authorize the 
manufacturer to add a $10 charge 
on each car invoiced for contribu- 
tion to the junking fund. 


2. Each manufacturer would 
match this amount of $10 on each 
new car shipped to a dealer. 

3. These funds would be held for 
the individual use of the partici- 
pating dealer. 

4. The dealer agrees to break 
cylinder block, radiator, glass in 
the car, etc., to render it impos- 
sible for resale. 

5. Dealer agrees to mark the state 
title for the vehicle “Junk” -and 
mail to the state motor vehicle de- 
partment. 

6. Factory representatives would 
inspect the car and approve the 
certification of the dealer that the 
car had been rendered useless, at 
which time the dealer would be 
paid $100 by the manufacturer. 

7. Dealers under this plan may 
junk any year automobile, regard- 
less of age, provided that it had 
been traded in on a new car or 
another used car. 

8. This plan would remain in 
effect for not less than three years. 
9. If a dealer discontinued busi- 
ness for any reason the manufac- 
turer agrees to reimburse dealer 
for the amount of his contribution 
only to the fund. 
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Used-Car Sales 
Rise 16 Percent, 
Stocks Fall Off 


Inventory Drop Put 
At 4 Percent; Clean 
Offerings Scarce 


By Robert M. Lienert 
Associate Editor 
UNE has been a scorcher for 
used-car sales—and for the first 
time in several months, complaints 
can be heard regarding thin stocks 
and the scarcity of clean pieces. 
Unofficial but reliable reports 
show June used-car sales run- 
ning 16 percent ahead of May, an 
increase about five times as great 
as that reported from the field 
for new units. 

Furthermore, while new-car 
stocks continue to bulge ever 
larger, used-car inventories were 
reduced 4 percent in the most re- 
cent 10-day period for which fig- 
ures are available. 

* * * 


NE Midwest volume dealer in a 

Big Three line complained last 
week that his new-car operation 
did not begin to supply enough 
tradeins to keep his used-car oper- 
ation afloat. 

“We’re buying all the time,” he 
said, “and we’re finding good 
ones mighty scarce.” 

A big-city operator said his used- 
car buyers also had been out look- 
ing. 

“We're finding the suburbs a 
good spot to pick up used cars,” he 
said. “A lot of people didn’t trade 
in the old heap when they bought a 
new car. Since then they’ve found 
that two-car ownership isn’t al- 
ways a good deal. We find we often 















(Continued on Page 4, Col. 5) 





“You better be nice to me— 
Y’know I used to be the wildest 
dealer in town, too!” 


Dealers Urged to Sell More ‘Me,’ Less Hoozis 8 


By L. H. Houck 
Staff Correspondent 
EFFERSON CITY, Mo.—John Q. 
P. Anonymous, who has had 
4,000 years’ experience in selling 
man, the genus homo that Carlyle 
called a “two-legged animal with- 
out feathers,” was called back for 
consultation on problems affecting 
the retailer of “carriages without 
horses that go and fill the world 
with woe.” 


His eyes blinded by a long ab- 


“Automobile selling ‘today is like 
what W. C. Fields once said 
about sex: ‘There may be things 
better and there may be things 
worse but there’s nothing quite 
like it.” With that he proceeded 
to read the riot act. 

The first thing he remembered 
was that the executives and sales- 
men of the retail establishments 
turn in their ulcers and get into 
the ME business. 


He ventured that the colors, | 


not contributed to greater volume, nized the next time you meet them 


but only to complicate dealer 
stocks and finance papers. 

He claimed they had not put 
more automobiles under the rear- 
ends of. the customers, but only 
headaches under the hats of the 
retailers. 

- * oJ 
E SAID to sell more Me and 
Me’s store instead of the Hoozis 
8. Get some customers and sit up 
at night to learn their first names 


—whether it be on the golf course 
or down Menhadden Alley. 

He asked a dealer specializing 
in “no downs and balloons” how 
he could sell to his friends, and 
the dealer replied, “I don’t sell 
my friends. I only sell to strang- 
ers.” 

Old Anonymous said: “Get de- 

cent working hours. Close up on 
Sunday and go to church, The vol- 


+ 


ume will hold and the net is hardly 
(Continued on Page 44, Col. 1) 


2,298,262 
Further details on Page 36. sence from the merry whirl, 


gadgets and gimmicks of both |and some of their principal char- 


manufacturers and retailers have! acteristics so they can be recog- 
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Chrysler, UAW Meet Today... 


Inditstrywide Talks 
Advocated by Ford 


By Joseph M. Callahan 
Staff Writer 


— FORD II last week be- | 


came the first auto company 
leader to come out publicly for in- 
dustrywide bargain- 
ing in the auto in- 
dustry. 

But his proposal 
was greeted by a 
stony silence from 
the other auto makers and a de- 
nunciation by the UAW. 

Eprror’s Note: Shortly after the 
war, there was talk of the auto 
makers putting up a united front 
against the UAW, which, just 
freed of Governmental wage 
stabilization, had announced goals 
that appeared impractical to an 
industry still under price ceil- 








Automotive News 
Ups Wemhoff, 
Finlay, Webber 


DETROIT.—Coincident with the 
retirement of B. B. Crighton on 
July 1, Mrs. George M. Slocum, 

board chairman 
ee of Slocum Pub- 
lishing Co., an- 
nounces that the 
following promo- 
tions will become 
effective: 

Pete Wembhoff, 
editor of AvuTo- 
Motive News, will 
take on the addi- 
tional duties of 
general manager 
of the _ publica- 
tion; Richard L. Webber, Michigan 
advertising manager since 1949, 
will become business Manager; 
Robert M. Finlay, managing editor, 
will be moved up to editorial di- 
rector. 

In January, Wemhoff was elected 
director, vice-president and treas- 





Wemhoff 





R. M. Finlay R. L. Webber 





urer of Slocum Publishing Co. and 
put in charge of all Automotive 
News operations. 

Webber has been acting business 
manager since January when ill- 
ness forced Miss Crighton to take a 
leave of absence. He joined Avuto- 
MoTIvE News in 1945 as an adver- 
tising salesman. 

Finlay has been managing editor 
since 1944. He joined Automotive 
News in 1943 after many years at 
the Detroit Free Press. 

Miss Crighton started work on 
AvuTomoTive News when it was 
founded in 1925. When Slocum 
Publishing Co. was formed in 1933 
and the publication moved to De- 
troit, she was named business man- 
ager. She has been a director of 
_ Associated Business Publica- 
ions. 





Auto Production — 186,070 cars, 
trucks in week vs. 133,896 year ago. 

Business Failures — 214 in week 
vs. 207 year ago. 

Department Store Sales—Up 3 
percent in week from year before. 

Electricity Output—10,041,000,- 
000 kilowatt-hours, up 16 percent from 
year before. 

Freight Loadings — 786,707 cars, 
up 89,124 from year ago. 

New-Car Sales—2,293,262 in 
1955 to date vs. 1,790,295 year before. 

New-Truck Sales—278,010 in 
1955 to date vs. 283,917 year earlier. 

Softcoal Output—9,350,000 tons 
in week vs. 7,571,000 year before. 











Business Barometer 
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ings. However, the makers were 
dissuaded from industrywide bar- | 
gaining at that time on the plea 
of one auto leader that it would | 
lead in the direction of cartels 
and stifle competition. 

Suggesting that industrywide 
bargaining would prevent the UAW 
from playing one manufacturer 
against the other, the president of 
Ford Motor Co. said the guaran- 
teed wage principle “was forced 
upon ug by the competitive situa- 
tion in the industry.” 

Pointing out that such a proce- 
dure is now used in the steel, glass, 
electrical and rubber industries, 
he asserted, “I’m very much 
in favor of industrywide bargain- 
ing. I can’t say right now how it 
would turn out in the auto in- 
dustry, but I would like to see it.” 

Meanwhile, Chrysler Corp. and 
the UAW prepared to open new 
contract negotiations in Detroit to- 
day, some two months before the 
Chrysler contract expires. 

* * + 


Plan Opposed 
ORD said that indications are 





that General Motors is against 
industrywide bargaining and that 
Chrysler Corp. might be in favor 
of it. He added that he had infor- 
mally talked to executives of other 
companies about the plan. 

He said that it would be neces- 
sary for all firms to participate— 
not just three or four. 

Ford continued, 
“We felt the un- 
ion wanted to 
knock us off if 
anybody was go- 
ing to be knocked 
off. I personally 
felt that there 
would not be a 
strike at General 
Motors if there 
was one at Ford.” 

Conceding that pee TT 
he was against Henry Ford 
the GAW at first, Ford said he 
changed his mind when he became 
convinced that his company would 
have faced a crippling strike and 
that GM would not have been 
struck. 

“There would have been no 
point in having a strike,” he said. 
“Our competitive situation would 
have been affected greatly. It 
would have delayed introduction 
of the 1956 models and would 
have had an effect even more 
serious on the 1957 and 1958 
models.” 

He said he saw no reason why 
the economic issues in the indus- | 
try couldn’t be handled on a na- 

(Continued on Page 8, Col. 1) 











Signing Up to Sell Continental li— 


Four Northwest dealers meet with R. E. 
sales manager, left, to sign sales contracts for the Continental Mark Il, Ford Motor 
Co.'s luxury car. From left are Ray Ridge, Tacoma, Wash.; C. E. Francis, Portland, 
Ore.; Carl Huffman, Aberdeen, Wash., and Lee Moran, Seattle. 


From the Engineering Section . . . 
Future Selling Slants 





Lo do isocyanates, urethanes 
and vacuum - melted metals 
have to do with selling cars? 

One of the fascinating things 
about the auto industry is that 
what sounds like technological 
gobbledegook today may lead the 
way to better cars tomorrow. 
Behind the showrooms are the 
auto engineers, constantly challeng- 
ing new bottlenecks, new techno- 
logical processes and seeking new 


Ff materials to make tomorrow’s car 
#'|/more salable for the dealers and 
;|the men with the order books. 

* 


* * 


a. the new vacuum melting 
furnace that General] Electric’s 
Carboloy department has placed in 
operation. 

It maf well bridge the gap be- 
tween the engineer’s dream and 





L-M Tiein to Continue, 


Dealer Council Told 


DETROIT.—Despite separation 
of the Lincoln and Mercury oper- 
ations at the factory, there are 
no immediate plans to divorce 
retail sales at the dealer level, 
dealer delegates were told last 
week. 

Francis C. Reith, general man- 
ager of Mercury, and B. D. Mills, 
general manager of Lincoln, 
made the statement before 23 
members of the national dealer 
council, representing 2,400 Lin- 
coln and Mercury dealers. 








Miles Heads Up Dodge Dealer Conference | 


COLORADO SPRINGS, Colo. — 
Ferris Miles, of Redwood City, 
Calif., was elected chairman of the 
Dodge Dealer Advisory Conference 
at the group’s 10th annual meeting 
here. 

Cooperation between Dodge deal- 
ers and factory was lauded by R.C. 
Somerville, sales vice - president, 
who said continued teamwork could 
assure Dodge “one of its greatest 
sales years.” 





Steel Output—97.4 percent of ca- 
pacity estimated vs. 72.1 year ago. 

Used-Car Prices — $810 in June 
to date vs. $827 in May. 

Wholesale Prices—110.2 of 1947- 
49 index vs. 110.3 week earlier. 










Common Stocks 


June June 1955 
22 15 High 


Am. Motors 10 10 13% 
Chrysler 81 78 82% 







Low 
9% 
66% 




















GM 1085 102% 109% 89% || 
Kaiser 4 4% $5 2% 
S-P 10% 10% 15% 10 
Average 42.82 40.95 | 


Other Dodge dealers elected to 


office were: John H. Lander, At- 


lanta, vice-chairman; H. E. John- 
son, Youngstown, O., recording sec- 
retary, and C. B. Smith, Austin, 
Tex., public relations chairman. 

Leading factory officials reviewed 
dealer suggestions at the two-day 
sessions. W. C. Newberg, division 
president, and Byron J. Nichols, 
general sales manager, addressed 
the group. 

Other factory officials present in- 
cluded: C. L. Jacobson, Chrysler 
Corp. sales vice-president; Jack W. 
Minor, Dodge director of advertis- 
ing and merchandising; L. J. Oue- 
lette, director of the Dealer Confer- 





Price Increase on ’56s 


Forecast by Somerville 
NEW YORK.—A general price 
rise on 1956-model cars is inevita- 
ble, in the opinion of R. C. Som- 
erville, sales vice-president of 
Dodge. 
Noting that wages and the 


| costs of materials were rising, 


Somerville said: “I don’t see how 
any of us can hold the line on 
prices.” 











Henderson, Seattle Lincoln-Mercury district 


reality, for it opens the way to 
entirely new alloys from low-cost 
materials. 

The gas-turbine engine, so highly 
touted as a power plant for future 
cars, is impractical today, even if 
all the design problems had been 
licked, because it requires critical 
materials which just aren’t avail- 
able in quantities needed by the 
mass-production car industry. 

That vacuum furnace may play 
a role in providing low-cost mate- 
rials. You will find a description of 
it in the Engineering Section, start- 
ing on page 17. 

* * * 
AKE a look at some of the 
other engineering features. In 
Martinsville, W. Va., Mobay Chem- 
ical Co. is building a plant for full- 
scale production of isocyanate 
chemicals. Sounds difficult, but in 
Europe they are doing amazing 
things with urethane foam. And 
urethanes come from a combina- 
tion of isocyanate and polyester 
resins. 

Before too long auto salesmen 
may be selling urethanes in the 
form of lush auto seating to pros- 
pects. 

* * x 
HEN there is a new automatic 
drive that is made possible by 
the use of dual magnetic clutches. 

You’ve been hearing a lot about 
dry batteries for cars. John Bene- 
dict, engineering editor, explores 
this subject thoroughly on page 17. 


ence; K. C. Deacon, truck general 
manager, and W. S. Woolsey, truck 
general sales manager. 

* + * 
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House Is Prodded 
On NADA Bills 


Monroney Quizzers 
Still Mum on Hearings 


By William Ullman 
Washington Correspondent 


With Congress getting vacation 
fever, Dr. Rowland Kirks, legis- 
lative counsel for NADA, is press- 
ing Chairman J. Percy Priest, of 
the House Interstate Commerce 

Committee, to hold hearings on 
the Hinshaw, Williams and Steed 
bills. 

Kirks says he is hopeful of suc- 
cess on these measures, which, in 
the order named, are the NADA- 
sponsored phantom freight, anti- 
bootlegging and territory security 
bills. 

* * a 
ee Monroney’s auto in- 
vestigation—NADA reports it is 
still tabulating returns from _ its 
survey of dealers on auto prac- 
tices. No general release of this 
material is planned. ; 

Results, if they are revealed at 
all, will come out piecemeal as 
they pertain to testimony. 

When will the hearings start? 
Latest word from those in charge: 
“We honestly don’t know.” 

x + a 

T= Department of Justice and 

the Federal Trade Commission 
remain silent about their auto in- 
vestigations until some congres- 
sional committee chairman goes to 
work on one of their representa- 
tives. 

The other day, Chairman Eman- 
uel Celler had Edward Howrey, 
chairman of the FTC, before his 
House Judiciary subcommittee for 
a@ report on the agency. 

After listening to the report, Rep. 
Celler told Howrey that he hadn’t 
heard so much self-praise in a long 
time, and then began to ask a lot 
of pointed questions. 

In reply to one, Howrey said 
that to preserve competition, the 
country probably would be better 
off with 20 or 30 separate auto 

(Continued on Page 4, Col. 3) 


Doss to Retire 


From AMC 


DETROIT. — H. C. Doss, veteran 
auto sales executive, will retire 
July 1 as consultant to American 
Motors. He was 
Nash sales vice- 
president for 11 
years before be- 
ing named con- 
sultant in No- 
vember, 1954. 

Doss joined 

Nash in 1944 
after 27 years 
with Ford, includ- 
ing five years as 
7 general] sales 
H. C. Doss manager. Doss 
said he had no immediate plans, 
except to take a long vacation. 








Dodge Dealers Elect Miles— 


In the shadow of Pike's Peak, Colorado Springs, Colo., members of the Dodge 
Dealer Advisory Conference National Committee gather for the group's 10th annual 
meeting. Congratulating Ferris Miles, newly elected committee chairman, second 
from right, are, from left, William C. Newberg, Dodge president; R. C. Somerville, 


Ferris Miles, Inc., Redwood City, Calif. 


| sales vice-president, and Byron J. Nichols, general sales manager. Miles is owner of 


; ASHINGTON. — Here’s a run- 
down on Washington develop- 
ments of interest to the auto in- 
dustry: 
NADA’s legislative program— 
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LSEWHERE in these columns | 


appears a series entitled, 
“Teamwork in the Dealer Shop.” I 
have given this series sincere 
thought and it will give me great 
satisfaction if you find these mes- 
sages helpful in elevating the re- 
spect the public has for your 
business and in developing the 
enthusiasm of your workers to 
meet the growing challenges the 
trade faces. 


Every day I am more and more 
convinced of the necessity of giv- 
ing public relationship more and 
more attention. I am more con- 
vinced, too, with each passing day 
that good public relationship must 
start with your internal organiza- 
tion including salesmen, office and 
mechanical staff. 

Just the other day I was talk- 
ing to a friend who purchased a 
car a year ago. The salesman on 
the deal told him he could allow 
more for the customer’s used car 
because his firm sold used cars 
for more money. 

After the deal was completed my 
friend began to think about it. He 
is a merchandiser himself and he 
started to check up the statement 
of the salesman by reading the 
prices in the classified ads and 
found to his surprise that the 
salesman’s claim was untrue. The 
dealer in question was advertising 


Dealers Fare Well 
In Md. Assembly, 


Association Says 


ANNAPOLIS, Md.—Auto dealers 
fared well during the 90-day ses- 
sion of Maryland’s 1955 General 
Assembly, according to a report 
prepared by the Automobile Trade 
Assn. of Maryland. The following 
action was taken: 

1. Support was given to a bill 
which delayed for one year an in- 
crease in auto registration fees. 

2. The association helped defeat 
a bill that would have prohibited 
dealers from selling insurance on 
finance deals. 

3. The association helped defeat 
a bill that placed educational and 
apprenticeship requirements on 
salesmen selling insurance. 

4. A bill was supported and en- 
acted that requires dealers to trans- 
fer titles to purchasers within 10 
days to break up a _ repossession 
racket. | 

5. The association helped to de- 
feat a bill that would have estab- 
lished a minimum wage of 75 cents 
an hour and time and a half pay 
after 40 hours. 

6. A bill requiring motor ‘vehicle 
inspections was supported by the 
association, although defeated by 
the Assembly. 


His Gas Buggy a Bust 


RIPLEY, O.—Nell Rudder, of 
Tollesboro, Ky., was injured last 
week in an explosion of bottled 
butane gas which he was using as 
fuel for his car. 
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Dealers tell me 


By John 0. Munn 
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used cars at as low or lower prices 
than competitors. 
* ad + 


He’ll Never Come Back 


EF IS needless to say that, since 
this revelation, my friend could 
not be satisfied in the dealer’s serv- 
ice department. He thought the 
whole gang was dishonest. I pre- 
sume during the year he has made 
many unfavorable comments to 
others about the dealer. It is cer- 
tain that he will never buy another 
car there. 

I know the dealer in question. 
He has been in business a long 
time and has an enviable record 
but he must, like all dealers, de- 
pend upon his staff to represent 
him to the public. This is the 
reason why it takes constant lead- 
ership and inspiration to make sure 
that the members of your team 
work unitedly together to promote 
your interests with each individual 
customer. ; 

So, a wise dealer must work 
every day at the job of improv- 
ing the relationship of his staff 
members one to another and with 
the public. 

To do this a dealer must have 
a genuine interest in and a keen 
desire to help the members of his 
staff. One way to do this to use 
the same qualities and talents in 
relation to his workers that have 
made him a leader at home, at 
church or any of his community 
activities. 

A dealer, much more than other 
business men, must depend upon 
members of his staff to represent 
him in contacts with the public. 

* * * 


A Sincere Interest 


E MUST remember that the 

lowliest individual member of 
the staff has some influence in the 
community. Therefore, a wise em- 
ployer, one who wants to get the 
greatest returns from his invest- 
ment in payroll must always sin- 
cerely be interested in his workers. 
It’s a sure way to run a sound and 
profitable business. 


He must be concerned, too, 
with the private welfare of those 
who work for him. He must exer- 
cise fairness without favoritism 
or special consideration; other- 
wise he would generate resent- 
ment. 

A leader must be sensitive to the 
thoughts and feelings of his co- 
workers. Of course he must be 
forceful enough to get the work 
done. Too much sternness is fatal 
but too much familiarity renders 
forcefulness null and void. 


He should ask rather than order. 
He should not request things that 
are beyond the capacity of a given 
worker. He should stick to orders 
once they are made unless they 
are officially changed. Workers 
must understand there can be no 
uncertainties. When attention is 
called to mistakes it should be in 
@ manner not only to correct them 
but to benefit the worker. 

A real leader shows respect for 
his co-workers. He exercises self- 
control, never losing his temper. He 
always keeps his promises. He 
avoids snap judgments. He does 
not betray confidential information 
given to him by a worker. 


Good employe relationships 
cannot be bought any more than 
friendships can be bought, but 
they are always profitable be- 
cause they help all members of 
the staff to reach the goal of 
making their own job security 
and opportunity for advance- 
ment. Workers who are encour- 
aged to share responsibility and 
effort contribute importantly to 
make the business continuously 
profitable. 

In these messages it is my ardent 
hope to help you generate team 
spirit in your organization so that 


a small individual enterprise, such 
as an automobile dealership, can 


set so good an example in human 
relationships as to set a national 
pattern of employe satisfaction and 


security. 





As North Carolina Joins Ranks .. . 





Licensing Law Fate in Courts 


By Maynard M. Gordon 
News Editor 
PPONENTS of factory - dealer 
licensing laws are carrying 
their fight into the courtroom, hop- 
ing to checkmate a trend which 
will corral its 13th state this week. 
At stake in the pending court 
tests of the Arkansas and Rhode 
Island statutes will be the en- 
forceability of the licensing laws. 
A Ford dealer is contesting the 
Arkansas law and Ford Motor 


Co., the Rhode Island regulation. 
North Carolina, meanwhile, will 
put its new licensing law into for- 
mal operation Friday (July 1). The 
North Carolina law, one of the 
most comprehensive of any yet 
adopted, forbids factory coercion in 
installment sales as well as dealer 
relations. 
aa + + 
ONE of the pioneering states in 
the licensing field—Wisconsin— 
even has broadened the scope of its 
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Washington Dealers Plan 


Show— 





A committee of Washington dealers meets to plan the 27th annual Auto Show 
in the National Capital. From left (seated) are Merle L. Creel, Creek Brothers, Inc., 
and Jack J. Blank, Arcade Pontiac Co. Standing are Martin P. Joyce, East-West Motors, 
Inc.; Joseph E. Bowman, Bowman Motor Sales, Inc., and Maurice J. Murphy, show 
manager. The event will be staged Jan. 7-15. 


Colorado Sunday Sales Ban 


Survives First 


DENVER. Colorado’s newly | 
enacted law banning sales of mo-| 
tor vehicles on Sunday has sur- 
vived its first court test. 

The action was brought by Max 
and Aaron Mosko and Jack Palmer 
in the district court of Judge Mar- 
tin P. Miller, Golden, Colo. The 
judge ruled that the act “is not 
violative of the state or U. S. Con- 
stitutions.” 

He also upheld the penalties of 
six months’ jail sentence or a fine 
of $1,000 for violators. It was hailed 
as a victory by the Colorado Au- 
tomobile Dealers Assn. 

“It was bitterly fought,” said 
Tom Braden, manager, “and was 





Seattle Dealers 
Reelect Dunn; 


Frame Ad Code 


SEATTLE. — The Seattle Auto- 
mobile Dealers Assn. has reelected 
Robert B. Dunn (Pontiac) as presi- 
dent and is in the process of fram- 
ing a new constitution and bylaws, 
including a new advertising code. 

Other officers are S. L. Savidge 
jr. (Dodge- Plymouth), vice-presi- 
dent; Frank L. Hawkins (Buick), 
secretary, and Thomas S. Hender- 
son (foreign makes), treasurer. Ex- 
ecutive secretary is C. Carey Don- 
worth, replacing Thomas Gilson 
who has joined Totem Pontiac as 
assistant sales manager. 

The four elected officers are also 
trustees. Other trustees are Gene 
Fiedler (Chevrolet), George R. 
Sparling (Cadillac), Lee Moran 
(Lincoln - Mercury), Richard A. 
Smith (Ford), Deane D. Howard 
(Ford), Gordon Powell (Chrysler- 
Plymouth) and Laurent Belcourt 
(Studebaker). 








Interest-Free Car Terms 


Offered to N. J. Schools 


NEWARK, N. J.—The New 
Jersey Automotive Trade Assn. 
has announced that one of its 
members in the finance field has 
offered to finance—free of carry- 
ing charges—any auto used in the 
state’s school systems for driver 
training. 








Court Test 


twice lost during the (legislative) 
session—in fact, at one point our 
opponents gave a victory dinner 
for the Legislature, the press and 
friends.” 

Other accomplishments by the 
association, listed by Braden, in- 
clude: 

1. Elimination of merchandise 
taxes on used cars in dealer stocks. 
It was estimated this will save the 
average dealer $1,200 per year. 

2. A law placing car makers on 
the same basis as dealers, as to 


rules and regulations. Braden said | 


it is similar to the Oklahoma and 
Arkansas laws. 

3. The retail auto industry is 
free of labor-dealer problems. 

4. The 1955 auto show was a suc- 
cess “in spite of the legislative ses- 
sion and the. show coming so closely 
together.” 

5. The Denver speedometer ordi- 
nance was repealed by the City 
Council. 

S. M. Marcus (DeSoto-Plymouth) 
is president of the state associa- 
tion. 





powers to include appointments of 
“stimulator” dealers. A measure re- 
cently approved by Wisconsin law- 
makers would protect established 
dealers providing “adequate repre- 
sentation” from territorial inva- 
sions by dealers in the same lines. 


All of the legislative effort in- 
vested by state dealer associations 
in obtaining licensing votes, how- 
ever, may go for naught if the 
courts hold the measures unen- 
forceable and void. 


Apprised of the wording of the 
Ford challenge in Rhode Island, 
attorneys told Automotive News 
that the plaintiff (Ford) might 
be setting the stage for a Fed- 
eral court appeal if it loses in the 
state supreme court. 

Under the Rhode Island law, four 
Lincoln-Mercury represent- 
atives were deprived of their state 
licenses by the Rhode Island regis- 
trar of motor vehicles. 


The factory appeal to the state 
high tribunal charged that the reg- 
istrar, Laure B. Lussier, acted ille- 
gally and in so doing violated the 
14th amendment of the Federal 
Constitution — the due process 
amendment. 

* * t 
ATTORNEYS interpreted the un- 
constitutionality argument of 
Ford as ground on which a U. S. 
Supreme Court appeal could be 
based in the event that the Rhode 
Island Supreme Court upholds Lus- 


| sier’s suspension of the Lincoln- 
| Mercury factory representatives. 


In Arkansas, a court suit 
against that state’s new licensing 
law was filed by Rebsamen Mo- 
tors (Ford), of Little Rock. Ray- 
mond Rebsamen, dealership 
owner, openly fought the new 
law from the day it was intro- 
duced in the State Legislature 
under the auspices of the Arkan- 
sas Automobile Dealers Assn. 

The Rebsamen suit asks Pulaski 
County Chancery Court to impound 
dealers’ and salesmen’s license fees, 
payable July 1, until the case is de- 
cided. All seven dealer members of 
the Arkansas Motor Vehicle Com- 


|mission are named ag defendants. 


Observers of the licensing law 
situation are agreed that without 
the power to rescind or deny li- 
censes, measures of the Arkansas- 
North Carolina-Rhode Island type 
would be useful to dealers only 
from a public relations standpoint. 
The “teeth” would be pulled from 
the laws if vehicle commissions 

(Continued on Page 43, Col. 2) 





Dealer Licensing Bill 
In Alabama Hopper 


MONTGOMERY, Ala.—The Ala- 
bama House of Representatives is 
considering a bill that would pro- 
vide for the licensing of motor ve- 
hicle dealers, salesmen, manufac- 
turers, distributors and factory 
representatives. 





On the House .. . 


On the basis of a factory tipoff to government 
Officials, new-car retail prices will probably go up 
from $50 to $100 as a result of recent wage boosts. 
Last week the Senate agreed to raise the limit 
on Federal auto purchases to $1,400; in the past 
nine months the cost of “Fords, Chevrolets and 


Plymouths” averaged $1,278 .. . 


Appointment of 


Wilber M. Brucker, former Michigan governor, as 
Secretary of the Army gives Defense Secretary C. 
E. Wilson three top Wolverine aides, since both 
Asst. Secretary Roderick and General Counsel Mil- 
lard are also from Michigan ... 


Wemhoff 


NADA reveals that all funds contributed by 


about 1,800 dealers to the Automobile Retailing In- 
stitute, which contemplated a nationwide advertising program to 
build dealer goodwill, have been returned although Executive Vice 


President Fred Bell believes . . 
still exists.” . 


. “the need for such a program 
.. Peter DeMidowitz (GMC) has been elected exclu- 


sive truck dealer representative on New Jersey association’s indus- 


try relations committee . . . 


North Dakota association, closing the season in the black, finan- 
cially, sees the need for another 50 members to raise its total to 425 


and eliminate the free riders . . 


. E. Gardner Goldsmith succeeds 


Fred Berndt as Buick director in the Milwaukee association . 
Illinois legislature is considering a bill requiring all new vehir 
to be equipped with safety belt hooks after June 30, 1956. 


—Pete Wemuorr, E 
Automotive 
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Buick to Raise Capacity .. . 





GM, Ford Announce 
New Plans to Expand 


«Continued from Page 1) 


operation entails both expansion 
and modernization, said James E. 
Goodman, general manager. 
+ * * 

bens newly revealed portions of 

the Ford program involve in- 
creased engine, transmission and 
stamping capacity. 

Curtice said GM’s new program 
will be substantially completed by 
the end of 1956 and will bring to 
$4 billion the amount GM will have 
spent in the U. S. and Canada for 
capital investment since the end of 
World War II. 

Ford capital expenditures in 
the same period have amounted 
to $2.8 billion, but a Ford spokes- 
man emphasized that all of this 
amount has been for domestic 
expansion exclusively. 

These capital outlays for both 
firms in the postwar period have 
been in addition to substantial ex- 
penditures for special tools. 

Curtice said the major portion of 
the newly earmarked expansion 
funds would go for new machine 
tools, presses and other facilities, 
although it would include construc- 
tion of approximately 6,300,000 
square feet of additional floor 
space. 

The bulk of the additional floor 
space — 4,500,000 square feet — will 
be added to Fisher Body plants, 
Goodman said. Included are two 
new stamping plants. One will be 
at Mansfield, O. Site for the other 
has not yet been selected, Goodman 
said. 

Each of the new plants will con- 
tain 1,776,000 square feet. Another 
970,000 square feet of new con- 
struction will be added to seven ex- 
isting plants. The Fisher Body pro- 
gram also calls for extensive new 





Rice Sells 355 Fords, 


Chevrolet 4 to Detroit 

DETROIT. — Floyd Rice, De- 
troit Ford dealer, was low bidder 
on 355 cars for the City fleet on 
a quotation of $397,456. 

The Common Council also ap- 
proved a bid submitted by Chev- 
rolet division for $5,076 for four 
cars. 








tooling and modernization of facil- 
ities. 
* * t 
ES, in his announcement of 
Buick’s expansion plans, said 
little of the program involved new 
construction. 

Most of the money, he said, 
would be spent to buy new ma- 
chines and tools. The only con- 
struction contemplated, he said, 
is an enlargement of the V-8 en- 
gine plant to provide room for a 
third process line and an addition 
to the main office building in 
Flint. 

Wiles noted that when new fa- 
cilities are available, Buick could 
build “more than 1,000,000” cars a 
year by working overtime shifts. 

+ + * 

HE multimillion-dollar Oldsmo- 

bile expansion, said Wolfram, 
will involve hundreds of new-ma- 
chines and productive equipment 
for the engine, pressed metal, axle 
and forge plants. 

“Work on the new projects and 
ordering of machinery will start 
immediately,” Wolfram said. 

In order to hike engine capac- 
ity 50 percent, he said, 185 new 
machines will be installed in the 
engine plant alone. Some will oc- 
cupy an area recently devoted to 

the production of bazooka rockets. 

Oldsmobile also will expand heat, 
light, steam and power facilities 
and add receiving docks and mate- 
rial handling equipment. Three 
more railroad spurs will be built. 

* * a 


> of the Fisher Body pro- 
gram calls for conversion of the 
tank plant at Grand Blanc, Mich., 
to a stamping plant. 

Plant No. 21 in Detroit, for- 
merly devoted to process devel- 
opment activities, will be con- 
verted to an assembly plant for 
special body lines. 

Plants scheduled to receive new 
construction and modernization are 
located in Atlanta; Baltimore; Los 
Angeles; Norwood, O.; St. Louis; 
Lansing, and Grand Blanc. 

Plants to be modernized are in 
Oakland, Calif.; Tarrytown, N. Y.; 
Detroit, and Pontiac. 

Announcement of the GM expan- 
sion program came 10 days after 
the corporation reached a new 

(Continued on Page 45, Col. 1) 
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Hudson Turns Sign into Real 3-D— 


1955 


_AUTOMOTIVE NEWS, JUNE 27, 
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Dobson Ltd., los Angeles, distributor of Vogue tires, believes in realistic signs. 
So, to display tires on a billboard, Dobson ‘mounted’ a Hudson Hornet Hollywood 


hardtop on the sign, courtesy of California Hudson Co. The billboard is located on | 


“Miracle Mile,’ Wilshire Blvd. 


House Pressed 


for Action 


On NADA’s Program 


(Continued from Page 2) 


makers, but that it “would be a 
serious mistake to try to break 
up the Big Three.” 

With the attendant problems of 
such a move, Howrey said, such a 
step might “wreck the industry.” 


* * * 


ADA’s movie, “Escape Route,” 

is a crackerjack car and serv- 
ice selling idea. It may well be 
compared to the efforts of the car 
makers to promote the first Fed- 
eral aid road act in the early days. 

The value of good cars and 
good highways were well illus- 
trated here the other day when 
Operation Alert was sounded and 
15,000 key Government employes 
were moved out of Washington 
promptly and safely during a 
theoretical bombing of the Capi- 
tal. 


Incidentally, two members of the 
automotive division of the Business 
and Defense Services Administra- 
tion moved with that caravan, 
armed with a 1955 AUTOMOTIVE 
News AtMANac and other items. 


The success of Operation Alert 
may be viewed as a reason why, de- 
spite the political wrangling, we 
are going to have a big, new high- 


- Seat Coverers Eye Used Cars 


By Joseph M. Callahan 
Staff Writer 
ITH the accent on colorful as 
well as durable new-car interi- 
ors, the seat-cover industry is eye- 
ing used cars two to seven years 
old as the big market these days. 

The once-popular idea of put- 
ting seat covers on new cars has 
been in a tailspin for the last 
two years and some believe it is 
dead. 

On the other hand, a survey pre- 
pared for Chicopee Mills, which 
manufactures seat-cover fabrics, 
shows that 12 million sets of seat 
covers were sold in 1954 for an 
average price of $20.50. 

It was predicted that a half-mil- 
lion more sets would be sold in 
1955 than in 1954. 

. * * 

Slump Began in °53 
PUTER VIEWS with dealer parts 

managers, seat-cover managers, 
store managers and car factory 
Officials indicated that the big slide 
on new-car seat covers came in 
1953. 

Said a Chevrolet parts manager, 
“Most people feel that the new 
vinyl plastic upholstery is so dura- 
ble, so pretty and so easy to clean 
that it’s foolish to spend good 
money to cover it up.” 

An important effect of this de- 
clining market is that seat-cover 
prices have become very competi- 
tive. . 

The production of the average 
, Seat-cover manufacturer is usually 


equally divided—half to auto fac- 
tories and half to retail stores. The 
market decline has hit both out- 
lets, with the factory market de- 
clining most. 

Said a small manufacturer, “We 
used to sell to five car factories. 





Father Franchises Son— 


Robert C. Greenlease, Cadillac distribu- 
tor for much of Kansas and Missouri, signs 
the franchise papers setting up his son, 
Paul, in business as a Kansas City Cad- 
illac dealer. Looking on, from left, are 
the younger Greenlease; Charles E. 
| Clarke, wholesale manager for Green- 
lease Motor Car Co., and Stewart M. 
Johnson, general manager. The son's 
firm will be called Paul Greenlease Cad- 





illac, Inc. 


Now, only Oldsmobile has a seat- 
cover program.” 
* * * 


Bank on U. C. Market 


Wass conceding a serious de- 
cline in their business in the 
last two years, most seat-cover rep- 
resentatives refuse to admit that 
their industry is dying. They say a 
big future for their product lies in 
the reconditioning of used cars. 

They obviously are counting on 
the deterioration of the plastic up- 
holsteries now being used. How- 
ever, many motorists feel that their 
upholstery is standing up better 
than any other part of their cars. 

These companies also are di- 
verting their production facilities 
to related articles, such as par- 
tial covers for seats, convertible 
tops, auto floor mats and other 
items. 

Many feel that a good future lies 
in the production of clear plastic 
seat covers which (1) maintain the 
original beauty of the upholstery, 
(2) provide a smooth surface for 
sliding across and (3) supply a sur- 
face that is not cold in winter and 


warm in summer. 
* + . 


‘Porosity’ Key Quality 
A BIG factor in the suitability 
of an automobile seat is its 
porosity, or its “ability to breathe,” 
which helps it to cool off in the 
summertime, warm up in the win- 
tertime and maintain a relatively 
dry surface at all times. 
How worthwhile seat covers are 


(Continued on Page 43, Col. 1) 


way program underway shortly, 
and also a good reason why Con- 
gress doesn’t want to tamper to 
any extent with the auto industry. 
It is too important to the country 
to be subjected to discriminatory 
legislation. 
* * * 

|. Government already has a 

fairly well-oiled and integrated 
defense-production system, and it 
has a standby nucleus which can 
be quickly summoned to Washing- 
ton to set up the major production 
and operation controls so vita] in 
time of war. 

That is also a reason why the 
Defense Production Act will cer- 
tainly be renewed when it ex- 
pires June 30. If the Frear and 
Capehart bills to extend the act 
for two years are not voted by 
the expiration date, it will be be- 
cause of the press of other mat- 
ters and not because of objections 
to the legislation. 

Very likely—perhaps by the time 
these words appear—both houses 
of Congress will vote a temporary 
extension until both Senate and 
House have had an opportunity to 
consider offered amendments and 
to debate the matter of standby 
economic controls. 


Principal concern of the act is to 
keep a tight rein on critical mate- 
rials such as steel, copper, alum- 
inum, nickel and other metals. 

™ + > 
| i! THE struggle to raise funds 
for the highway program, it ap- 
pears now that there will be a one- 
cent increase in the Federal gaso- 
line tax and probably further levies 
on tires and tubes. 

While the Korean War automo- 

tive excise taxes may be continued 








Used-Car Sales 
Rise 16 Percent 


June Uplift Reduces 
Inventories Slightly 
(Continued from Page 1) 


can buy their old car pretty rea- 
sonably.” 


* * * 


DETROIT dealer said his used- 

car operation was cramped 

for lack of good offerings, but 
added: 

“They are really desperate for 
cars in the South, according to 
what wholesale buyers tell me. 

“I’ve dealt with the same bunch 
for years, and when a man comes 


| in crying for a couple of cars, I 





|creampuff which he 


|good as she looks, 
| $375.” 


| sure don’t like to turn him down, 


particularly if he’s bought off of 
me when I had cars running out 
my ears. 

“For a couple of weeks, now, 
though, it’s been tough to take care 
of them.” 

Another Detroit dealer last week 
told of taking in an eight-year-old 
intended to 
retail-price at $250. A wholesale 
buyer from Florida walked in, 
however, and said, “If she runs as 
I'll give you 


* * * 


| Wy BoLaaALe auction operators, 


meanwhile, reported “brisk ac- 
tion,” “steady prices” and “strong 
bidding.” One auctioneer in the 
Upper Midwest termed last week’s 
sale “the hottest in a long time.” 

These reports were borne out 
by Automotive News’ index of 
prices attained by used cars sold 
at wholesale auctions. The over- 
all price last week was unchanged 
from the previous week at $810. 
This apparently leveled off an 
upward trend in prices which 
had been noted in the two pre- 
vious weeks. 

Remarkable steadiness in price 
was noted throughout the index, 
with four models showing small 
gains and four suffering moderate 
setbacks. 

Upward adjustments were as fol- 
lows: ’54s, up $10 to $1,367; ’49s, up 
$7 to $245; 48s, up $2 to $180, and 
’53s, up $1 to $1,002. 

Declines were these: ’51s, down 
$1 to $488; ’50s, down $2 to $364; 
52s, down $8 to $682, and ’55s, down 
$13 to $2,149. 


Nash Outlining 
59 Sales Plans 


DETROIT. —Nash is outlining 
its sales plans for the remainder of 
1955 at three sessions for division 
managers, zone and assistant man- 
agers, district managers and car 
distributors. 

Western sales division personnel 
met June 25 in Los Angeles. The 
Central division will meet today 
(June 27) in Chicago, and the East- 
ern division June 29 in New York. 

Conducting the meetings are Roy 
Abernethy, Nash sales vice - presi- 
dent; John W. Raisbeck, assistant 
general sales manager; Fred W. 
Adams, advertising and merchan- 


through fiscal 1956, it is unlikely | dising director, and Harold G. Pax- 


they will be increased. 


ton, distribution manager. 











# 





Heap Big Thunderbird Parade— 


Boy Scouts of Metropolitan Washington, in cooperation with the Washington Ford 
| District Sales Office, stage a Thunderbird parade to call attention to their Scout 
Circus at Griffith Stadium. The district sales office rounded up several Thunderbirds 
for a specific car is largely deter-| and filled out the parade line with Ford convertibles. The Scouts war-whooped their 
| way through downtown Washington and the suburban areas. 


| 
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Cautious prospect? 
USE THIS PROVED SALES CLINCHER! 


He’s hesitant about his down payment and monthly installments. He’s concerned about such a large obligation. 
Put his mind at ease and you’ll keep the deal coming your way. Here’s how. 
Tell him how he’s fully protected with Associates’ Insured Payment Plan . . . how it lets him buy 
without fear. Tell him how it makes his payments should illness or injury strike, and keeps on 
paying until he’s back on his feet again . . . how it pays off his contract in full in case of permanent 
disability or death . . . how it provides non-cancellable life, accident and health insurance 
without examination, immediate coverage without red tape. 
Your prospect will listen. He’ll be receptive to your deal once he’s rid of financial fear. That’s why 
you'll sell more, profit more with Associates Insured Payment Plan—one of the greatest sales clinchers ‘ 


in automobile financing. Phone or write for full information today. 


Th Hd Ste Ate... 


“| like the prospect who’s cautious .. . 


ssociates 


because he’s the one | can help the most.” 





(The Old Sage is a composite of all the A ° i Cc 
successful dealers we've known in over associates Investment ory 


a third of a century in the field.) Associates Discount Corporation 


Emmco Insurance Company 
South Bend, Indiana 
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Senators Told of ‘Aggressive’ Merchandising oe 
Ford Denies Dealer Sales Coercion 


By William Ullman 
Washington Correspondent 
ASHINGTON.—Top executives 
of Ford Motor Co. denied last 
week before a Senate Judiciary 
subcommittee studying antitrust 
and monopoly that Ford dealers 
are on a quota selling system or 
are forced to take into inventory 
automobiles they don’t want. 
Walker Williams, company 
sales vice-president testified that 
the factory does not ship cars 
without a “firm order” from the 
dealer based on his estimate of 
future sales. He added, however, 
that Ford does encourage sales 
aggressiveness, saying: 

“We shoot for volume and try to 
train our dealers to do the same.” 
He said this type of merchandising 
brings increased profit to the 
dealer. 

* + + 

_ told Senator Harley 

M. Kilgore, subcommittee 
chairman, that Ford’s sales con- 
tracts with its retailers don’t stip- 
ulate sales minimums but that the 
company does outline the sales ob- 
jectives of a dealer in line with the 
market potential of his area of 
primary sales responsibility. 

It was emphasized by the Ford 
witnesses—w hich included L. D. 
Crusoe, executive vice-president of 
the Ford car and truck divisions, 


Chrysler Names 
Briggs, O’Donnell 


Vice-Presidents 


DETROIT. — In line with Chrys- 
ler division’s executive expansion 
program, two new vice-presidents 





M. T. O’ Donnell Cc. E. Briggs 
have been elected, according to 
E. C. Quinn, division president. 

Clare E. Briggs was named divi- 
sion sales vice-president and M. T. 
O'Donnell, vice-president. 

Briggs has been assistant to the 
president in charge of sales since 
March, when he joined Chrysler 
from Packard. He will assume full 
responsibility for all division sales 
activities and will work with Chrys- 
ler dealers in retail sales promo- 
tion, Quinn stated. 

O’Donnell will continue to admin- 
ister the development work he be- 
gan for the division last year, 
Quinn said. Since December, 1954, 
O’Donnell has been special assist- 
ant to the president in charge of 
manufacturing and organization di- 
visionalization. 


Studebaker Picks 


Kouns as Aide 


SOUTH BEND. — Appointment 
of Leavitt T. Kouns as Studebaker 
assistant general sales manager has 
been announced 
by William A. 
Keller, general 
manager of Stu- 
debaker. 

The appoint- 
ment of Kouns is 
a step in the de- 
velopment of the 
new Studebaker 
sales manage- 
ment team, Keller 
said. 

L. T. Kouns Kouns, whose 
headquarters will be at the home 
offices in South Bend, has resigned 
as western division sales manager 
for Nash. On the West Coast, he 
set up a factory zone operation 
and established the western divi- 
sion sales manager's office. 

Previously, Kouns spent most of 
his business career with Ford in 
manufacturing, sales and service 
positions and» was an area sales 
manager for Lincoln-Mercury. 





and William T. Gossett, company 
vice-president and general counsel, 
that the area of “primary sales 


responsibility” in no way delimits | 


the dealer in the breadth of his 
operations, that he can sell to retail 
customers where he finds them. 


This point was apparently made 
to avoid misconceptions about 
the company practicing territory 
security, a touchy subject since 
introduction of the House bill 
that would clearly legalize ex- 
clusive area marketing. 


Williams said that the current 
automobile supply-on-hand of Ford 
dealers is only 16 days. This indi- 
cates, he said, that the company is 
not forcing stock on unwilling 
dealers, with resulting inflated in- 
ventories. He said the figure com- 
pares with an industrywide norm 
of 30 days. 


In answer to a question, Gossett 
said the company had no contrac- 
tual provisions banning an author- 
ized Ford dealer from handling 
other makes. Williams here inter- 
posed that he knew of a number 
of Ford, Mercury and Lincoln deal- 
ers who sold other cars but said 
he didn’t have knowledge of just 
how many there are all together. 

7 * * 


Ge passing reference was 

made to the problem of boot- 
legging during the hearing. Gossett 
said he was concerned over com- 
pany cars falling into the hands of 
used-car dealers who are “irrespon- 
sible” in terms of being able to 
service the units properly or to 
supply proper replacement parts 
for the benefit of the motorist. The 
term “bootlegging” was not spe- 
cifically mentioned. 


Crusoe’s prepared statement to 
the committee opposed any Gov- 
ernment controls over auto indus- 
try growth. 

Answering a question by Kilgore 
as to whether automotive excise 
taxes penalize the public, Gossett 
replied that it is “unfortunate that 
automobiles are taxed on the same 
basis as liquor, jewelry, furs and 
tobacco.” He called present excise 
schedules—10 percent on new cars 
and 8 percent on trucks, parts and 
accessories—a “clear discrimina- 
tion against the automobile indus- 
try that should be corrected.” 

Kilgore questioned whether 
present-day patents held by the 

various auto manufacturers have 
a “significant effect” on competi- 
tion in the industry. Gossett re- 
plied that he didn’t think patent 
interchange was a problem, that 

the manufacturers have been 








willing to license their patents 
for use by competitors on a rea- 
sonable basis — in some cases 
without any royalty provisions. 


However, he added that “some 
| intervention by Congress” might be 
| justified if in the future companies 
tried to withhold new develop- 
ments from competitors. 


Gossett said his only complaint 
on the matter at the moment might 
relate to the administration of the 
patent laws by the U. S. Patent Of- 
fice. He mentioned a case where 
the office took 22 years before 
granting a patent application on a 
carburetor to General Motors. 

* * * 


Crusoe said that industry stag- 
nation and poorer products would 
result if the Government placed a 
ceiling on the growth of auto man- 
ufacturers. 


Pointing out that rivalry in the 
automobile industry bears little 
resemblance to that in other 
businesses, he asserted that “keen 
and constant” price competition 
exists among the manufacturers 
and dealers. 


Unlike cement or coal, where the 
product is standardized and has 
fixed grades, Crusoe said, the auto- 
mobile industry must always con- 
form to the consumers’ demand 
for a minimum form of vehicle 
within a range of prices that will 
attract the largest number of cus- 
tomers. 

He went on to deny that monop- 
oly has been increasing in the auto 
industry. 

“As long as I can remember,” he 
said, “the bulk of the cars have 
been made by a very few compa- 
nies. In fact, at all times since 
World War I, a fourth of the com- 
panies have produced 90 percent 
of the cars made.” 

Crusoe attributed this fact to the 





nature of the product, saying that | 


no other massed-produced article 
sells in such volume and at such a 
high unit price as the automobile. 





Houston Ford Dealers Among Top 10— 


Three Houston Ford dealers receive plaques showing them to be among the “top 
10” Ford dealers in the country on the basis of 1954 sales. C. E. Bowier, Ford assist- 
ant general sales manager, second from left, presents the awards to, from left, Earl 


T. McMillian, second in truck sales, first in 


DETROIT. Organization of 
“Car-A-Vans” to take displays of 
all Packard models to smal] towns 
throughout the nation has been 
announced by Dan O’Madigan, gen- 
eral sales manager. 

Packard plans to parade the 
“Car-A-Vans” through more than 
| 200 cities of less than 25,000 popu- 
lation during the next seven weeks. 
The new cars will be accompanied 
|by bands and baton-twirling drum 
majorettes, it was said. 

“All the cities on the tour 
schedule,” O’Madigan said, “are 
typical of market areas where 
Packard has established more 
than 700 dealerships over the 
past eight months and where 
Packard had no sales or service 








Offer Cars for Evacuation .. . 


CD Exercise 


Dealers Join 


COLUMBUS, O. — Dealers here 
have successfully participated in 
“Operation Alert,” the nationwide 
Civil Defense test. They “evacu- 
ated” residents of three rest homes 
and an orphange to a designated 
care center in a test exercise. 





Used-Car Bulletin from Detroit . . . 


Latest Auction Prices 


(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. 


June 22 
(Sale very fast. 193 cars entered. 
Sold 74 percent.) 
BUICK—’54 RM coupe, $2,115* (ps). 
’53 Super 4-dr., $1,220, $1,210*; Spe- 


cial conv., $1,350*%; 4-dr., $1,000, 
$990. '52 RM 2-dr., $825*, $800°; 4- 
dr., $700*; Special 4-dr., $760*. °51 


Super Riviera coupe, $765*; $690*; 
4-dr., $630*. '50 Special 2-dr., $340*, 
$275; 4-dr., $285°*. 

CADILLAC — '52 (62) 4-dr., 
’51 (62) 4-dr., $1,100*. 


$1,500°. 


CHEVROLET—’'54 Bel Air conv., $1,- 
320; 4-dr., $1,310*; One-fifty station 
wagon, $1,240; 2-dr., $975, $960, 
$950; Two-ten 2-dr., $1,050; 4-dr., 
$1,010. °53 Bel Air conv., $1,140; 
sport coupe, $1,120*%, $985; 2-dr., 
$975; Two-ten conv., $955; 4-dr., 


$850*, $840, $825*; 2-dr., $835, 3 at 
$825; One-fifty 4-dr., $775, $765, 
$750; 2-dr., 2 at $715; %-ton pickup, 
$570. ’°52 SL Deluxe Bel Air, $750; 
SL Special 2-dr., $500. '51 SL De- 
luxe Bel Air, $595, $540; 2-dr., $455; 


4-dr., $410, $360. °50 SL Deluxe Bel 
Air, $370*. 

DeSOTO — '52 Fire Dome (8) 4-dr., 
$670* (ps). 


DODGE—’53 Meadowbrook station 


wagon, $950; 4-dr., $525. '52 Coro- 
net 4-dr., $580*%; conv., $520*; 2- 
dr., $490*; club coupe, $460*. ‘50 
Wayfarer Business coupe, $250. '49 


Coronet 4-dr., $200. 
FORD—’55 Custom (6) 2-dr., $1,560. 
’54 Crest (8) conv., $1,485*, $1,480*; 


Victoria, $1,410*. ‘53 Main (8) 
Ranch Wagon, $1,150, $1,120; (6) 
Ranch Wagon, $960; 4-dr., $680, 


$480; Custom (6) 2-dr., $900*; conv., 
$900*; Delivery sedan, $525. ’52 Main 
(6) 2-dr., $490. ‘51 Custom (8) 
conv., $495; 4-dr., $490; 2-dr., $400*, 


Sale every Wednesday.) 


| $390*. '50 Custom (8) 2-dr., $355; 
Deluxe (6) 2-dr., $190. 
HUDSON—’53 Hornet 4-dr., $900*. 


KAISER—’51 4-dr., $225. 

LINCOLN—’51 4-dr., $475*. 

MERCURY—’'54 Monterey conv., $1,875* 
(ps); Custom sport coupe, $1,530. ’53 
Monterey 4-dr., $1,030*. °52 Monte- 
rey conv., $810*. ’51 4-dr., $320. °50 
club coupe, $370, $365, $305, $210. 
’49 club coupe, $210. 

NASH—’54 Rambler 4-dr., 
Statesman 4-dr., $960; 
dr., $785. '52 Statesman 4-dr., 

i $600; 2-dr., $585; Rambler 
coupe, $525. ’50 4-dr., $175. 

OLDSMOBILE—’54 (98) 4-dr., $2,180* 
(ps); (88) Holiday, $2,010*. 53 (88) 
Holiday, $1,585* (ps); 4-dr., $1,355*. 
"52 (88) 4-dr., $700*. '51 (98) Holi- 
day, $700*; (88) conv., $555*. 

PACKARD—’52 club coupe, $565. 

PLYMOUTH—’54 Belvedere station 
wagon, $1,215*; Plaza 2-dr., $930. 
’53 Cambridge station wagon, $1,025; 
club coupe, $580; Cranbrook Belve- 
dere, $875; 2-dr., $690. 52 Cambridge 
4-dr., $510, $480. '51 Concord coupe, 
$290; Cambridge 4-dr., $375, $315, 
$170. ’49 4-dr., $145. 

PONTIAC—’54 Chieftain (8) 2-dr., $1,- 
350*. ’53 Chieftain (8) Catalina, $1,- 
275*; 2-dr., $1,115* (ps), $1,040*, 
$1,025*; 4-dr., $1,025, $1,010*; (6) 
4-dr., $920. '52 Chieftain (6) 4-dr., 
$775*. °51 Chieftain (6) 4-dr., $550. 
50 Silver Streak (8) coupe, $400*, 
$375*. 

STUDEBAKER—’'53 Commander Sport 
coupe, $780. '52 Commander 4-dr., 
$465*; 2-dr., $335; Sport coupe, $310. 
51 Commander (8) 4-dr., $315. °50 

| coupe, $135. 

| MISCELLANEOUS—’53 GMC carryall, 

$635. 


$1,125. °53 
Rambler 2- 
$665, 
club 





*Indicates automatic transmission or overdrive and (ps), power steering 


Other Auction Reports are on Pages 31, 33, 37, 40 





With the sounding of the “red” 

sirens, 40 cars were dispatched 
by the dealers to the four institu- 
tions picked by the Columbus 

Civil Defense organization. 

The cars stayed at the homes 
long enough to pretend they were 
being loaded, then took off with 
police escorts to assembly points 
outside the city. 

For more than a year, the Co- 
lumbus Automobile Dealers Assn. 
has been working with Civil De- 
fense authorities on evacuation 
plans. It was finally agreed that 
dealers would be responsible for 
evacuating some 80 institutions. 

Dealers have been assigned, 
under this plan, to evacuate those 
places nearest to their agencies. 
The four institutions cleared in 
the test run, therefore, involved 
the facilities of only four dealers. 

John D. Barton, association ex- 
ecutive secretary, estimates that at 
any given time, the dealers could 
make available about 5,000 vehicles 
and 3,000 employes as drivers. 

The dealer association’s Civil 
Defense committee consists of Wil- 
lard Ewart, group president; K. C. 
Browne, vice-president; George 
Woodworth, treasurer; Bob Keim, 
secretary, and Barton. 


New Hydra-Matic Output 


To Begin Next Month 


YPSILANTI, Mich.—The Detroit 
Transmission division of General 
Motors will begin production some- 
time in July of the “New Hydra- 
Matic” transmission for the 1956 
Cadillac, Oldsmobile, and Pontiac, 
a GM spokesman said last week. 


Also called “Whirlaway,” the new | 


transmission originally was slated 
for production shortly after July 4 
but this date was moved back be- 


cause of two minor labor disputes, | 


involving AFL machine installers 
and UAW tool sharpeners. 


labor sales, and third in parts; Jack Roach 


ir., 10th in labor sales, and Raymond Pearson, fifth in labor sales. 


Small Cities to Get Look 
At Full Packard Line 





representation before World War 
jt hag 


He added that Packard market 
research experts will make studies 
of car-owning populations along 
the tour’s route and use the re- 
sults to formulate basic marketing 
programs for each area. 


Packard plans, said O’Madigan, 
to schedule more than $1,000,000 on 
small-city marketing programs in 
1956 to add to the progress he said 
the company has made this year 
toward “recapturing its position in 
the fine car field.” 

For most cities on the tour, he 
said, the visit of the “Car-A-Van” 
will bring the first complete 
showing of all Packard models 
since before World War II. 

“We consider it significant,” said 
O’Madigan, “that the 700 Packard 
dealerships franchised outside of 
large metropolitan areas over the 
past eight months are currently 
generating the demand for nearly 
a third of our luxury car sales.” 


Ex-Dealer Wins 
$570,000 Suit 
Against Packard 


BALTIMORE. — A former Bal- 
timore Packard dealer has been 
awarded $570,000 in triple damages 
by a Federal Court jury against 
Studebaker-Packard Corp. 

Richard C. Webster and Web- 
ster Motor Car Co. sued the cor- 
poration alleging that before it 
merged with Studebaker, Packard 
conspired with Zell Motor Co. to 
drive other Packard dealers out of 
business in Greater Baltimore. 

In Detroit, an S-P spokesman 
said that an appeal was being con- 
sidered. 

Webster’s suit claimed that Pack- 
ard had appointed the Zell dealer- 
ship as a wholesale distributor 
with the power to regulate and 
control allowances which dealers 
were permitted to make on trade- 
ins. 

Zell required Webster to offer 
substantially less on tradeins than 
it did itself, forcing Webster out 
of business, the complaint charged. 


NIADA Appoints 


New Secretary 


DETROIT.—Eva Mosley has been 
appointed secretary of the National 
Independent Automobile Dealers 
Assn., succeeding Margaret Corell, 
Ray Miles, president, announced 
last week. 

Miss Mosley, of Nashville, Tenn., 
returned to the United States a 
few months ago after completing 
a three-year secretarial contract 
| with the U. S. Government in Ja- 
|pan. Formerly she was associated 
|with the Nashville Contractors 
| Assn., Electrical Contractors Assn. 
and the Engineering Assn. in Nash- 
| ville. She will operate from the 
| Detroit headquarters of NIADA. 
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Uot all dealers 
have a 
used car problem 


Mes: EVERY BUYER in the market for a 
good used car is distrustful. This is why eye 


appeal is so important. 


Ten cents worth of crankcase oil, or kerosene, 
can give the finish of any car quite a shine. 
Yet this shine is obviously artificial. Certainly 


its life is fleeting. 


There are many other ways of giving a used 
car a quick, cheap shine. And every one de- 
feats its purpose which is to make a quick 
sale. Why is this so? Because the faintest evi- 
dence of any artificial ““doctoring” of the fin- 


ish arouses buyer distrust. 


Buyer distrust is slowing down the sale of 
millions of cars on thousands of used car lots. 
(Every day. of delay in turning a used car on 


your lot is costing you money.) 


Here is a method of overcoming buyer dis- 


trust and moving used cars quickly at a larger 


FREEMAN & FREEMAN, INC. 
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profit. This method is not a theory, but has 
been tested on a national scale for three years. 


It has never yet failed to produce results! 


This method costs only 67 cents more for ma- 
terials than the cheapest polish. And the re- 
sult: Used cars move in an average of 4.48 


days and sell for an average of $40.56 more. 


More than this, the method is exclusive to 
New Car Dealers and gives them a powerful 


advantage over all competition. 


For 67 cents more than you pay for the ma- 
terials in the cheapest polish job, you can 
Porcelainize-treat the finish of every good used 
car on your lot. The colors become clear and 
brilliant, like when the cars were new, and 
there is not the faintest trace of artificiality in 
any Porcelainized finish. The well cared for 
“one owner” look dispels buyer distrust and 
makes buyers respond readily, as national tests 


proved and are proving every day. 


Dealers using the Porcelainize treatment are 
the most successful New Car Dealers in 
America. They have no used car problem. 
Neither will you, we confidently predict, if you 
test, compare, and convince yourself. On your 
first test you have everything to gain with a 


risk of only 67 cents. 


- DENVER 3, COLORADO 
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Chrysler, UAW Open Bargaining Today . . . 


Ford Wants Industrywide Talks 


(Continued from Page 2) 


tional basis, with local plant prob- 
lems left to individual negotiation. 
+ + + 


Alludes to Critics 
ee to critics of the Ford 
settlement, he declared, “A lot 
of people call everything we do 
‘creeping Socialism.’ They called 
Social Security that and they 
called pensions that. I don’t know 
what creeping Socialism is. 

“We have to keep up with the 
times. Every time we do some- 
thing new, people cry that it’s 
either Communism or Socialism.” 
Ford also commented that the 

UAW’s announced goal of a 30- 


How 


|hour week was “possible—but not|the Ford-UAW agreement and, 
| probable.” while there was opposition from 
Officials of General Motors, | some locals, prospects appeared to 
|Chrysler Corp., American Motors be good that the contract would be 
|and Studebaker-Packard Corp. de- | —— fii Mii ok i 
Ford’ - ’ 

aa SF ee ee ee UAW’s Ford department, said 


However, Walter P. Reuther, CIO — ae i, ts ee, oie 
and UAW president, was not so re- the huge Rouge Leenk 600. 
aah ic. teaaeal ‘peau. Last week 300 delegates of the 
I don’t think the industry will ac- UAW’s national GM council met in 


j +, |Detroit to examine the GM agree- 
cept it and I know the UAW won't ment, paragraph by paragraph. 


= = m would make small The council approved the pact, 
a ae’ |making ratification a virtual cer- 
| tainty. 


Pact OK Seen 


AST week the 140,000 Ford | between American Motors and the 
hourly workers were voting on |\UAW resumed in Detroit with va- 








Holley’s rolling laboratories test 


| Meanwhile, contract negotiations | 


1955 


| cations being the principal topic of 
| discussion. a 
- 


|AMC Talks Vacations 


W erxs company and the union re- 
| leased a joint statement which 
announced, “We have been discus- 
| sing vacation pay and we will con- 
|tinue on that subject, but we have 
|/not reached any agreement.” 

The previous weekend the talks 
were transferred to Milwaukee 
and Kenosha where, it was be- 
lieved, the subject of compara- 
tive work standards in these 
plants was discussed. 

The first contract to be patterned 
after the Ford and GM settlements 
was tentatively agreed to last week 
by 75 automotive tool and die shops 
in Detroit and UAW Locals 155 
and 157, representing 6,000 workers. 

Although full details were with- 
held, it was learned that the settle- 
ment called for a modified guaran- 





the fuel metering devices for tomorrow’s cars and trucks 
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it’s sent to the world’s toughest proving ground— 
the streets and highways of America. 


Holley’s inside research and development labora- 
tory—one of the best equipped in the automotive 
industry—can tell only part of the story. Cold 


el llr 


When a carburetor prototype or an 
important design change has proven its 
merit at Holley’s “inside” research lab, 


“inside” and “‘outside”’ 


Economy Runs and 3 


room, dynamometer, and air box testing simulate to 


a high degree the driving conditions a carburetor 
prototype will ultimately face. Even before these 


physical 


acquired one of the first in the automotive industry 
—checks and tabulates design theory from drawing 
board specifications. 


But ultimately, the most conclusive test is found 
on city streets, country roads and super highways. 


tests, an electronic computer— Holley 





Holley engineers frequently average 500 miles a 
day for ten days measuring a carburetor’s per- 
formance in heavy traffic or on super highways. 


The results of this concentration on research both 


have helped to bring Holley 


equipped cars 5 sweepstakes champions in Mobilgas 


straight Heavy Stock Car 


winners in the fabulous Pan American Road Race. 


FOR MORE THAN 

HALF A CENTURY 

—ORIGINAL EQUIP. 
MENT MANUFAC- 
TURERS FOR THE 
AUTOMOTIVE IN- 
DUSTRY. 

OG 


11955 E. NINE MILE ROAD, VAN DYKE, MICHIGAN 


1-23 


§ Rose Co. 


teed wage and a three-year con- 
tract. 
* + * 


Ford Dealers Settle 


ON THE dealership front, an 
agreement has been reached 
between the Chicago Ford dealers 
and Local 701 which increases the 
pay of mechanics on an _ hourly 
basis by 13 cents and the pay of 
other shop workers by 10 cents an 
hour. 


In addition, the contract pro- 
vides that flat-rate mechanics be 
paid 45 percent for the first $125 
of labor costs and 50 percent of 
the labor costs over $125. 

In Washington, D. C., the pick- 
eting of Arcade Pontiac Co. has 
ceased and the union has dis- 
claimed any further interest in 
representing the firm’s service de- 
partment workers. 

In connection with dealership la- 
bor affairs, the National Labor Re- 


lations Board has: 
* * * 


Report From Alaska 


1 ORDERED an election among 
* service department workers at 
Hoyt Motor Co. of Anchorage, 
Alaska. The joint petitioners are 
|Local 1735 of the AFL Mechanics 
|Union and Local 959 of the AFL 
| Teamsters Union. 

2. Dismissed a petition by the 
same unions for an election 
among all the sales and service 
personnel of Westward Motor 
Sales in Anchorage, Alaska. The 
Board ruled that this firm does 
not handle sufficient interstate 
commerce to place it under the 
board’s jurisdiction. 
| 3. Granted the request of Local 
| 454 of the AFL Retail Clerks Assn. 
that an election petition at Weaver- 
Beatty Motor Co. (Oldsmobile), 
Denver, be withdrawn. 
| 4 Ordered Motor Sales, Inc. 
| (Ford), St. Louis, to cease encour- 
aging membership in Local 618 of 
|the AFL Teamsters, to cease inter- 
rogating employes and prospective 
employes about their union activi- 
ties, to cease informing employes 
that they would be discharged un- 
less the union approved their em- 
ployment and to cease interfering 
jin any manner with the employe’s 
right to organize. The charges were 
| brought by an individual. 

* . = 


Detroit Board Rules 


N DETROIT, the local NLRB 
has dismissed petitions for elec- 
tions at the following dealerships 
because they did not meet juris- 
dictional requirements: Floyd 
Foren (Ford), Hi Dawson (Ford), 
| Jefferson Lincoln-Mercury, Louis 
(DeSoto - Plymouth). 
| Johnny Motors (DeSoto-Plymouth) 
and Given Motors (Oldsmobile). 
While Local 376 of the Auto 
Salesmen’s Union was the de- 
feated petitioner in the above 
cases, it was victorious in a State 
| Labor Mediation Board election 
| at Rollie Barrett, Inc. (Chrysler- 
| Plymouth). The vote was 8 to 6. 
Originally, the election was an 
8-8 tie but the union challenged 
the results and the board ruled in 
favor of Loca] 376. 





Atomic Scientist 
Appointed Director 


‘Of GM Research 


DETROIT.—Dr. Lawrence R. 
|Hafstad, 51, physicist and atomic 
|energy scientist, will join General 
Motors later this year as director 
of its research staff, it was an- 
nounced this week. 
|} Since last January, Dr. Hafstad 
|has been director of the atomic 
}energy division of the Chase Man- 
|hattan Bank, New York, and pre- 
| viously for several years was direc- 
\tor of the Atomic Energy Commis- 
|sion’s division of reactor develop- 
| ment. 

Dr. Hafstad will succeed Charles 
L. McCuen, GM vice-president and 
general manager of GM’s Research 
Laboratories division since 1947. 
McCuen will retire from GM later 
|in the year after 29 years’ service, 
Curtice said. 

Dr. Hafstad is credited by the 
scientific community and his for- 
mer colleagues at the AEC with be- 
ing perhaps the world’s foremost 
authority on harnessing the atom 
for industrial power. 

Dr. Hafstad will make his head- 
|quarters at the General Motors’ 
Technical Center in Detroit. 
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Eprror’s Note: One of a series 
to inspire team spirit to be uti- 
lized by a service manager or 
dealer orally in staff meetings, 
by letter sent to the employe’s 
home or posted on dealer’s 
bulletin board. 


By John O. Munn 


Dear Fellow Worker: 


HAVE YOU ever consid- 
ered that what we really 
are selling here is our- 

No. 4 selves? 

INA The attitude 

series 2nd efficiency 

with which the 
individuals of this organi- 
zation deal with our cus- 
tomers is the factor that 
keeps them coming back— 
or drives them away. 

Especially is this true of 
the service department. 
There we are squarely de- 


23 L-M Dealers 
Attend Ninth 


Annual Council 


DEARBORN. Twenty - three 
elected representatives of the 2,400 
Lincoln - Mercury dealers through- 
out the nation attended the ninth 
annual national dealer council last 
week in the Ford Engineering and 
Research Styling Building. 

The delegates, who will report 
back to the dealers in the 23 L-M 
districts at a series of meetings, 
were greeted at the opening con- 
ference by Jack Reith, general 
manager of Mercury. 

Other speakers at the three-day 
session included B. D. Mills, gen- 
eral manager of Lincoln and as- 
sistant general manager of Con- 
tinental; Joseph E. Bayne, Mer- 
cury general sales manager; H. B. 
Daniels, Lincoln general sales man- 
ager, and D. T. McClure, Continen- 
tal sales manager. 


Dealer delegates included the fol- | 


lowing: Frank C. O’Neil, Wellesley, 
Mass.; Monroe M. West, Newburgh, 
N. Y¥.; F. Lawrence Munier, York, 
Pa.; Joseph Hinder, Aberdeen, Md.; 
Daniel A. Graham, Atlanta; J. B. 
Bratcher; Plainview, Tex.; Glenn 
Bell, Orange, Tex.; John A. Boyle, 


Tampa, Fla.; W. D. Bacon, Green- | 


ville, Miss.; Charles E. Clark, Fair- 
port, N. Y.; John Walker, Dayton, 
O., and Joseph H. Halpert, Erie, 
Pa. 


Also, Omer W. Stotts, Mt. Clem- | 


ens, Mich.; Z. F. Zimowski, Cum- 
berland, Md.; Howard Tauber, Chi- 
cago; Ross Burman, 


G. C. 
Frank 


Belleville, Ill.; 
Duluth, Minn.; 


Auffenberg, 
Ryan jr., 


Johnson, Murray, Utah; T. H. Tup- | 


man, Los Angeles; George T. Mar- 
tinson, Berkeley, Calif., and Law- 


rence A. Westerweller, Yakima, 
Wash. 
Br an Named 


To Plymouth Post 


DETROIT.—The appointment of 
Glenn Brugman as Plymouth direc- 
tor of fleet sales has been an- 
nounced by Wil- 
liam J. Bird, 
sales vice-presi- 
dent. Brugman 
heads a newly es- 
tablished depart- 
ment and has re- 
sponsibility for all 
aspects of fleet 
sales for the di- 
vision. 

Brugman join- 
ed Chrysler Corp. 
in 1936 as a dis- 
trict service representative. He 
later became special representative 
in the New York region. 

For the 10 years prior to joining 
Plymouth, he had been assistant 
service manager, fleet service man- 
ager, director of sales engineering, 
and director of sales promotion for 
the Fargo division. 


Glenn Brugman 


Burlington, | 
Ia.; Dick Price, Wichita; Robert J. | 


Building Through Human Relations .. . 
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Teamwork in the Dealer Shop 


pending on the man who | 
does the work. And work, 
no less than material, is 
good or bad — gives satis- 
faction or disappointment. 

This operation is a splendid 
example of the American way 
of life. We all are doing things 
which give benefit to our 
friends and neighbors. We are 
helping to keep this city on 
wheels, which means that the 
people can come and go with 
safety, certainty and speed; 


Portland Receives 
Autos by Freighter 


PORTLAND, Ore.—Because of 
the shortage of freight cars, 
Chevrolet is shipping cars and 
trucks to Portland by boat from 
its Oakland (Calif.) assembly 
plant. 
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4 WAYS TO PROFIT ® 
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that necessary commodities 
can be transported; that the 
employment and wellbeing of 
everybody engaged in any oc- 
cupation or business can be 
assured by the necessary con- 
tacts with those whom they 
serve. 

Our future is definitely 
in our own hands, for we 
really are selling ourselves, 
and we always are able to 
make sure that what we 
sell will give satisfaction 
and benefit to our custom- 
ers. 





Chalking Up 30 Millionth Tire— 


The 30 millionth tire made in California by the B. F. Goodrich Co. get a decorative 
touch from Hollywood actress, Andrea Cleve. Each day, about 7,000 tires are made at 
the firm's Los Angeles plant for use in the Western states. Standing by to watch the 
“paint job” are C. H. Kanavel, Goodrich Western Zone aeronautical sales manager, 
right, and F. E. Harper, Los Angeles plant production manager. 


Sincerely yours, 
CAR DEALER & 
COMPANY 
Manager 





Yguid blaze 


~ 


WITH AMAZING NEW GLAISITE 








No wonder so many dealers are switching to Super 
Liquid Glaze products. Nothing on the market 
equals them for ease of application, complete satis- 
faction and profit potential. 


NEW CARS need only a Super Liquid Glaze Spray 
to stay new looking for months longer. 


OLDER CARS can have their beauty restored most 
quickly and effectively when they’re given a com- 
plete Super Liquid Glaze treatment. 


USED CARS sell faster, 


they’re appearance conditioned with Super Liquid 


Glaze products. 


RETAIL SALES of the exclusive ‘“‘Spraytainer,”’ and 
cleaner in plastic-squeeze bottle, provide a fourth 
opportunity for Super Liquid Glaze profits. 





Owners Do-It-Yourself 





Used Car Conditioning 





Service Applications 














a | 
LIQUID GLAZE, INC., 704 Sheridan St., Lansing, Mich. | 
PLEASE SEND THE FOLLOWING: (Delivery Prepaid) | 
“Dollars & Sense’ Booklet-—How to make big profits, plus | 
fifty attractive customer handout folders.......... FREE 

SHOP SIZES Net Each ! 
© Super Liquid Glaze (32 oz., 12 to carton)..........ceeececeeeees $5.00 | 
0 Super Liquid Cleaner (32 oz, 12 to carton) ...............2000e 2.00 | 
00 Super Paste Cleaner (% Gal., 4 to carton).............0ceeseeee 2.50 | 
RETAIL SIZES List Each Dozens Net | 

(0 Super Liquid Glaze (12 Spraytainers)............ $2.75 $19.80 
: : (0 Super Liquid Cleaner (12 plastic bottles)......... 1.25 9.00 | 
at higher prices, when 1 
FIRM NAME ae 
ADDRESS oom a 
| 
og es ____ STATE _ | 
OPEN ACC’T 2 C.0.0. 0 CHECK ATTACHED 2 | 
a 














The “experts” who long ago proved that bumblebees 
can’t fly have been examining network radio. It too, 
they say, is “aerodynamically unsound.” But the bees 
aren’t taking it sitting down. And neither is network 
radio. Why should it, when... 


Network radio is accounting for 130,000,000 ad- 
vertising dollars a year.* Soft goods dollars, hard 
goods dollars. Dollars from companies just beginning 
to advertise nationally. Dollars from companies whose 
advertising budgets and experience are legendary. In 
fact 20 of the 25 biggest advertisers are using net- 


work radio in 1955. *12 months through March 1955. Time only. 


Network radio continues to be the most efficient 
way to reach customers. It takes an advertiser’s 
message to a thousand people at less cost than any 
other medium. Less than magazines, newspapers, tele- 





vision. And in many new radio formats a network 
advertiser can reach listeners in the evening at a cost 
that’s lower than before television came along! 


People have 111,000,000 places to listen. (The story 
of radio keeps coming back to boxcar figures.) Around 
the house alone, there are nearly 75 million working 
radio sets: 25 million radios in living rooms, 22 mil- 
lion in bedrooms, 16 million in kitchens, 4 million in 
dining rooms, 7 million in other places. 


Radios today are scattered in so many different places 
throughout the home that only 14 million sets—mostly 
in living rooms—have to double up with the TV set. 


With radio now so handy it’s only an arm’s length 
away, is it any wonder that nine radio families out 
of ten tune in every week. That on the average... 











They spend more than 17 hours every week with 
their radios. And that’s just the listening that goes 
on at home. Add 26 million sets in automobiles, where 
the listening’s only begun to be measured. Add another 
10 million sets in places people go to work, shop, eat, 
where the turnover is so high nobody even tries to 
keep track of all the listening. 


They tune most to network programs — to the kind 
of entertainment that only networks can support, the 
kind of programs that make radio worth while: At 
night, listeners want Amos ’n’ Andy, Jack Benny, 
Bing Crosby, Our Miss Brooks, Edward R. Murrow, 


CBS RADIO NETWORK 


Wher iheiniils hte sural! 


Mh atria gery? 
for thea, money 


Lowell Thomas. During the day, Arthur Godfrey, Ma 
Perkins, Wendy Warren. 


Even in the biggest television cities, people prefer 
network radio. Of the top radio programs in TV’s 24 
largest markets, 89 per cent come from networks, 
10 per cent originate locally at network stations, and 
1 per cent come from independents. 


Their favorite network is CBS Radio. Listeners 
spend more time with CBS Radio. Advertisers do, too. 
In volume of business this year through March, CBS 
Radio leads its busiest competition by 51 per cent. 


Where tutte tf mei? 
for Yas Cae 
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. ~ 11. Fair and equitable contracts between manufacturers and dealers in 
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Capsule Comment 


Field inventories of new cars have set a record for the 
third consecutive month, topping 840,000 units. 


One way to look at it: There’s a profit waiting in each 
ear for the dealer who merchandises it properly. 
* . * 
Testifying before a group of senators, Edgar F. Kaiser, 
of Kaiser Motors, and George Romney, of American Motors, 


reaffirmed their belief that mergers had added to the com- 
petitive vigor of their companies. 


And they backed up their aggressive remarks with fig- 
ures, too. 
* - * 
June new-car sales got off to a fast start, and wholesale 
used-car prices strengthened. 
Thanks, Mr. Sun? 


* * * 
NADA directors have authorized formation of a Young 
Executives Group within the association. 
Smoothing the path of opportunity for the automobile 
retailers of Tomorrow. 
* * * 
The National Standard Parts Assn. has launched a drive 


to promote auto-mechanics courses in public schools as a 
means of alleviating a shortage of 100,000 mechanics. 


Go to it, NSPA. That shortage has been with us a long 
time. 
* + * 
In New Bern, N. C., with a car population of 3,855, a 
total of 11,372 cars received safety checks. 


Golly! 





Events 


Dealer Conventions 





Aug. 21-23 — 22nd Annual Convention, 
Automobile Dealers Association of West 
Virginia, Greenbrier Hotel, White Sul- 
phur Springs, West Virginia, 

Aug. 28-30—Kentucky Automobile Dealers 
Assn., Kenlake Hotel (Kentucky Lake), 
Hardin, Ky. 

Sept. 9-11 — Maine Automobile Deaters 
Association, Samoset Hotel, Rocklane, 
Maine. 7 

Sept. 14— Vermont Automobile Dealers 
Assn., Equinox House, Manchester, Ver- 


ove wo’ 
7 
poTEect YOU 


mont, . 

Sept. 16— 24th Annual State Convention, 
Kansas Motor Car Dealers Assn., Broad- 
view Hotel, Wichita, Kansas, 

Sept. 16 — Nebraska New Car Dealers 
Association, Paxton Hotel. Omaha. 
Sept. 16—Oregon Automobile Dealers 
Assn., Multnomah Hotel, Portland, Ore. 
Sept. i6-.7 — New Mexico Automotive 
Dealers Assn., Nickson Hotel, Roswell, 


N, M, 
Sept. 18-19 — South Dakota Automobile 
Dealers Assn., Sioux Fails, S. D, 
Sept. 18-20 — 32nd Annual Convention, 
New York State Automobile Dealers, 
Inc., Saranac Inn, Saranac, N. Y. 
Sept. 19 — Minnesota Automobile Dealers 
Association, Radisson Hotel, Minneapo- 


is, 

Sept. 19-20 — Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria, Ill. 

Sept. 19-20—Wisconsin Automotive Trades 
Assn.. Schroeder Hotel, Milwaukee, Wis. 

Sept. 25-27—Tennessee Automotive Assn., 
Buena Vista Hotel, Biloxi, Miss. 

Sept. 25-27 — Texas Automotive Dealers 
Association, Shamrock Hotel, Houston, 
exas, 

Sept. 26-27—Automobile Dealers Assn. of 
North Dakota, Fargo, N. D, 

Sept, 26-27—Pennsylvania Automotive As- 
sociation, William Penn Hotel, Pitts- 
burgh, Pa. 

Sept. 28-30—37th Annual Convention, New 
Jersey Automotive Trade Association, 
Hotel Chalfonte-Haddon Hall, Atlantic 
City, N. J. 

Oct. 9-10 — New Hampshire Automobile 
Dealers Assn. Mt. Washington Hotel, 
Bretton Woods, N. H. 

Oct. 9-10— Georgia Automobile Dealers 
Association, Bon Air Hotel, Augusta, 


3. 

Oct. 9-11—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi, Miss. 

Oct, 15-17—Arkansas Automobile Dealers 
Assn., Majestic Hotel, Hot Springs, Ark. 

Oct. 16-17—Oklahoma Automobile Dealers 
Assn., Mayo Hotel, Tulsa, Okla. 

Oct. 16-18—National Independent Auto- 
mobile Dealers Association Annual Con- 
vention, Hotel William Penn, Pitts- 
burah Pa 


Oct. 23-25 — Florida Automobile Dealers 

—_ Sans Souci Hotel, Miami Beach, 
a. 

Nov. | — Connecticut Automotive Trades 
Association, 34th Annual Convention, 
Hotel Statler, Harttord, Conn. 

Nov. 6-8—Automotive Trade Assn. of Vir- 
ginia Roanoke Hotel, Roanoke, Va. 

Nov, 13-14 — 20th Annual Convention, 


WHATS NEW ABOUT 
ROCK AND ZOLL DANCING ? 
\TS BEEN GOIN ON FOR YEARS 
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Automobile Dealers Association of 
Alabama, Tutwiler Hotel, Birmingham. 
Nov, 13-15 — Ohio Automobile Dealers 
Assn., Netherland Plaza Hotel, Cincin- 


Letterbox 


nati E 

Dec. 7—Utah Automobile Dealers Associ- 
ation Convention, Newhouse Hotel, Salt 
Lake City, Utah. 

Jan. 28-Feb, 1—39th Annual National Au- 
tomobile Dealers Association Conven- 
tion, Sheraton Park and Shoreham Ho- 
tels) Washington, D. C. 

i ee 





Dealer Auto Shows 
Nov. 12-20—Portland (Ore.) Show. 
Jan. 7-15—Chicago Auto Show, Interna- 
tional Amphitheater, Chicago, 
Jan. 7-15 — St. Louis Auto Show, Kiel 
Autitorium St. Louis, 
Jan, 21-28—Pittsburgh Automobile Show, 


Right Picture? 

I look forward to reading AvurTo- 
MOTIVE News each week, and I hope 
you will not mind my commenting 
upon a weakness by your various 


re National uard Armory, Pitts: | reporters. 
wes Emphasis is always given to new- 
. 21-29—Clevel t . : : 
~~? 29—Cleveland Auto Show, Cleve- | a, production schedules making 
A new records; new-car sales reach- 
General ing a new high; and that new-car 


dealers everywhere are enjoying 
prosperity. None of your reporters 
make known the fact that 8,000,000 
new cars cannot be absorbed and 
that the economy can only absorb 
5,000,000. 

No one wants to report that new- 
car sales are being made with little 
or no profit—and actually being 
given away; and no one reports 
the significant fact that used-car 
inventories are at an all-time high 


July 21-22 — Truck Trailers Manufacturers 
Association Convention, Sheraton-Cadil- 
lac Hotel, Detroit, Mich. 

Sept. 6-17 — Production Engineering Show, 
Navy Pier, Chicago. 

Sept. 6-17—Machine Tool Show, National 
Machine Tool Builders Assn., Interna- 
tional Amphitheater, Chicago. 

Sept. 21-22 — Federation of Automobile 
Dealer Associations of Canada, Sheraton- 
Cadillac Hotel, Detroit, Mich. 

Sept, 22-24—Automotive Parts Rebuilders 
Association Convention, Fort Shelby Ho- 
tel, Detroit, Mich, 

(See CALENDAR, Page 14, Col. 5) 












20 Years Ago gaea 


The Big Stories 


Alvan Macauley, president of Packard Motor Car Co., was reelected 
president of the Automobile Manufacturers Assn. for the seventh 
time . . . The House of Representatives has passed the Wagner- 
Connery Labor Disputes Bill, a measure strongly opposed by virtually 
all of American business and industry ... Record crowd expected at 
fourth annual MEWA meet... A survey by Automotive News among 
a representative lot of its dealer readers confirms the belief that it 
is the little woman at home whose influence is greatest when it comes 
to the purchase of the new car... A new era in industrial, sogial 
and political advancement of Mexico, accompanied by almost un- 
dreamed of trade opportunities for American concerns, will be inau- 
gurated by the opening of the Pan-American highway from the U. S. 
to Mexico City ... The Federal court in Toledo will be asked to 
grant permission to receivers for Willys-Overland to manufacture an 
additional 10,000 to 15,000 automobiles, if the consent of the bond- 
holders is obtained as the result of present negotiations. 

—From the files of Automotive News. 


‘Supply & Demand. . . 


This is un open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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the assurance t it will not be 







and not moving. Last but not least, 
the majority of dealers are losing 
money and will be in the red in 
1955. 


Robert M. Blyth, assistant to the 
secretary of the treasury, in a re- 
cent address before the Mortgage 


Bankers Assn., 
fact that new-car production, 


made known the 


if 


not soundly based, can contribute 


more to unstable conditions an 
even to deflation. 


d 


I believe that Mr. Blyth’s mes- 
sage should be given some public- 
ity in your paper.— JoHN WILSON, 


Boston, Mass. 


Eprror’s Notre— We report the 
production and sales records, and 
also the facts on new-car inven- 
tories and dealer profits, or lack 


of them. 


* * ” 


Kudos for Munn 


I have subscribed to and read 
the Automotive News for the past 


sixteen years, 


having been with 


General Motors Corp. for thirty- 
eight years and a new-car dealer 


for the past fourteen years. 


I read Automotive News from 
cover to cover and always enjoy 
it and get a good deal of benefit 
from the many fine articles, etc. 
that are contained therein. This in- 
cludes John O. Munn’s column and 
I particularly wish to commend him 
on the one in this morning’s issue 
(June 13). It is very good and very 


timely. 


If I can ever be of assistance to 
you in any way, feel free to call 


upon me. 


Emmett E. WOois, 


Widdis-Nielsen Motor Sales (Pon- 
tiac), and president of the Danville 


Automobile Dealers Assn. 














CADILLAC 





Has |ts 


Over the years there has come into being 
what amounts virtually to a special Cadillac 
vocabulary. 


Certain words and phrases have so long 
and so often been used in association with 
Cadillac that they almost automatically call 
the car to mind. 


When the talk is of motor cars, who can 
hear the word “‘prestige’’, for instance, with- 
out thinking of Cadillac? 


It is likewise true of “distinction” .. . of 
“luxury”... of “pride of ownership” . . . of 
“satisfaction”... of “comfort”... of “long 
life and dependability” . . . of “beauty”... 

MOTOR CAR 


AUTOMOTIVE NEWS, JUNE 27, 1955 


of “impressiveness’’. . . of “fine performance” 
... of “value” —and of dozens of other words 
used to denote leadership and superiority. 


In a very real sense, these are Cadillac 
words—and they actually sound strange 
when they are employed in any other con- 
nection. Even when used in the promotion of 
another automobile, they still suggest the 
“car of cars.” 


Naturally, words like these can become 
inseparable only from a product which 
deserves them. In the case of Cadillac, it 
has taken more than half a century of the 
strictest adherence to the highest automo- 


DIVISION e 


GENERAL 









ocabulary | 


tive standards to win this public approval. 


* * * 


This remarkable fact dramatically under- 
scores the unique position which the 
Cadillac car and the Cadillac dealership 
enjoy in today’s automotive market. 


In fact, it might be said that the Cadillac 
dealership also has a little vocabulary all 
its own. For such words and phrases as 
“stability” . . . “soundness of investment” 

. “prosperity” ... “loyalty of clientele” 

. and “certainty of future”... apply, in 
their fullest measure of meaning, to Cadillac 
outlets all over America. 


MOTORS 
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CORPORATION 
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AUTOMOTIVE WASHINGTON 


Monopoly Line Harder 


To Decide--Barnes 





By William Ullman 

Washington Correspondent 
os Stanley Barnes, assistant Attorney General of the 
J U.S., was a recent guest on the popular TV program, 
“Youth Wants to Know.” The questions asked on this pro- 
gram are unrehearsed, spontaneous and come from an audi- 


ence of today’s young people. The 


Washington by Theodore®, cnopoly . .. If. we had 100 per- 
Granik under the auspices of cent, of course, 


the American Legion. Some we would have a 
of the questions put to Judge monopoly. But 
Barnes, and his answers, may have just where the di- 
special interest for readers of this viding line is, is 
column. So, here are a few excerpts a very difficult 
from the program: question. And the 

Question: General Motors now larger it gets, 
manufactures nearly 50 percent of the more difficult 
the automobiles sold in this coun- the question of 
try. Is there any danger of a mo- determining just 
nopoly in the auto field? where that divid- 

Judge Barnes: You can’t say any ing line should be. 
percentage creates a danger of Q: Well, I was 








William Ullman 












program is produced in| 





This fell 
muscle im ALL your 
ADVERTISING 


This man, the U.S. postman in your community, can be the 


ReL>POLK & CO. * 





wondering if the wave of mergers 
among the independents is indica- 
tive of a trend toward monopoly? | 

Judge Barnes: No, I do not think 
so. You see, in 1954 General Mo- 
tors had 52 percent of the market. 
Chrysler was down that year and 
had about 16 percent. Ford had 
about 34. Now, that totaled up to in | 
excess of—oh, somewhere between | 
95 and 96 percent, in these three 
big companies. 

Now, that left before these merg- 


Dealer Bankruptcies 
Show Dip in Canada 


OTTAWA.—Car dealers’ bank- 
ruptcics dropped to 13 during the 
first quarter of 1955, in contrast 
to 17 in same period of 1954, the 
Canadian government reports. 
The largest number of dealers’ 
failures occurred in Quebec, nine, 
the same as in 1954. 

There were three dealers’ bank- 
ers of the small companies, six com- | saan. fad al grasa = oe 


panies with about four percent of | 
the automobile business. ae Prairies, the same as last 


Now, is it easier for three of | 
these companies to combine with | . 
three others to compete against the public. They have different classes 
big auto companies? I am sure you | 0f—different priced vehicles, which 
will agree it would be a much eas-| 8ive their dealers a better chance 
ier task for them to compete. In| to hit the various market labels. 
the first place, they have greater At least, the small companies 
resources. In the second place they| believe they are in a better posi- 


effect economies in their operations.| tion to compete and they are ac- 
* * * tually doing a little better job in 


Better Chance for Dealers ee ar tee cee eee 


giants of the automotive indus- 
For example, Mr. Kaiser said! try,- within the last several 
they saved $10% million in 


months. 
economies in putting out their 





Q: Do you think labor organiza- 
products in the first year. I can| tions and labor unions should be 
give you other figures on what os-| included under the antitrust laws? 
tensibly has been accomplished. Judge Barnes: That is a matter 

Certainly, these six companies! of policy that has already been de- 
have a better line to sell to the; termined by the Senate in its wis- 





ow can put 





| 








most effective outside salesman in your car dealership. Just 
ask him to deliver your personalized direct mail adver- 
tising . . . and he'll make all of your advertising hit harder. 
For this man leaves your sales message right at the 
doorsteps of your best local prospects and customers. 
Your direct mail is prepared with a sure professional touch 
by your factory . . . by its advertising agency . . . and by its 
direct mail specialists. Yet, to your local prospects, it is 
your exclusive advertising, pin-pointed to your market. 
Your company’s tremendous national advertising creates 
a desire for your product. Back up that support by telling 
your local market where to buy. By delivering your 
factory’s direct mail program to your best prospects, your U.S. 


postman gives your advertising dollar real muscle. 


é 
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dom ... when it passed Section 6 
of the Clayton Act, which states 
that the labor of human beings 
shall not be subject to antitrust 
laws. 

A great many people write in to 
me and want to know why, if we 
stop a merger, such as Youngs- 
tewn-Bethlehem, why we don’t take 
out after CIO-AFL, and the best 
answer to that is that Congress has 
excluded that type of merger from 
any jurisdiction under the antitrust 
laws. 

As long as a labor organiza- 
tion stays within the well-defined 
labor purposes, the recognized 
purposes of labor unions, then 
the antitrust division of the De- 
partment of Justice can do noth- 
ing about their activities. 
However, there still is an area 

where labor unions sometime com- 
bine with others outside of unions 
and violate the antitrust laws, and 


in those cases we file suit. 
* - + 


Suggests Study on Labor 


« WITH the merger that you 
* mention of the AFL and CIO, 
it makes the new organization 
much, much stronger than the old 
organization, when the antitrust 
laws were passed and the laws that 
excepted labor unions were passed. 
Don’t you think with the monop- 
oly in the labor field that there is 
today, and with the growing im- 
portance of labor that perhaps 
times have changed enough to war- 
rant change in the law itself? 
Judge Barnes: I think it certain- 
ly warrants study by the proper 
committees of our legislative bodies. 
Q: Judge Barnes, do you think 
the Federal Government should 
enact legislation overriding the 
individual state’s fair trade laws? 
Judge Barnes: I don’t think that 
the Federal Government should 
override the state’s right as it now 
exists to enact fair trade laws. 
However, I am hopeful that the 
American people will see to it that 
a careful study is made as to 
whether or not the so-called fair 
trade laws should be passed by the 
various state legislatures. 


The Department of Justice is 


| opposed to the so-called fair trade 


laws. 
* * + 


Fair-Trade Education 


« Judge, what plan do you pro- 

* pose to follow to eliminate the 
individual state’s fair trade laws? 

Judge Barnes: We think public 

education is the answer. For ex- 

ample, we are conducting surveys 


|now which indicate that if you live 
in a fair trade state such as Vir- 


ginia or Maryland, you will pay 25 
cents more, on an average, for any 
one of some 605 products that you 
would buy at a corner drugstore. 
as compared to what you would 
pav in the non-fair trade area of 
Washincton. D. C. 

I think that when the consum- 
ing public realizes what fair trade 
does to them they are going to 
look into the matter very care- 
fully and look toward a possible 
repeal of fair trade laws. 

As assistant Attorney General, 
Judee Barnes is in charge of the 
Antitrust division of the Depart- 
ment of Justice. He has had wide 
exnerience in manv fields. in pri- 
vate law practice for 20 years. as 
nresiding ivndge of the Los Angeles 
Superior Court, and many other 
activities. 

His auestioners were young boys 
and girls with bright minds. The 
excerpts presented above have not 
been edited. so far as phraseology 
is concerned, but are given just as 
provided to this correspondent by 
a National Broadcasting Co. tran- 
script of the program. 

There were many other interest- 
ing questions and answers along 
other lines which, unfortunately, 
space will not permit presenting. 


Calendar 


(Continued from Page 12) 


General 


Sept. 29-30 — National Automobile Trans- 
porters Association Convention, Sheraton- 
Cadillac Hotel, Detroit, Mich. 

Oct. 26-28—I0th Annual Technical Con- 
vention, American Society of Body En- 
gineers, Rackham Memorial Building, 
Detroit. 

Oct. 28— Automobile Old Timers 16th 
Anniversary Dinner, Waldorf - Astoria 
Hotel, New York, 

Nov, 6-7—Texas Independent Automobile 
Dealers Assn., Inc., Ifth Annual Con- 
vention, Shamrock Hotel, Houston, Tex. 

Dec. 7-8—A.S.I. Booth Conference Navy 
Pier, Faiseee—Spangered by M.E.W.A., 
M.E.M.A, and N.S.P.A, 

. 11-14—American Road Builders’ As- 

sociation’s 54th Annual Convention, 

seateipe! Auditorium, Miami Beach, 
a. 
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wi If you want to direct a woman 
straight toward an idea, she’ll follow 

you if you talk to her in her own language. 
This puts her in a friendly, 

listening mood for what you have to say. 





@ The best place to talk to her 

this way is in a magazine that talks 

her language from cover to cover. 
Women’s magazines offer a one-way 

route direct to her full attention, 

because she doesn’t have to make a choice 
between what’s for her and what isn’t. 


@ The best one-way route to the most 
women is Ladies’ Home Journal. Your ideas 
in the Journal seem personal and important 
to her. The new car she spots there seems 


that much closer to her garage. 
: Among all magazines edited for women, 
a the Journal is: 
vy 


No. 1 in circulation 
No. 1 in newsstand sales 
No. 1 in advertising revenue 


Never underestimate the power of the No. 1 magazine for women... 


JOURNAL. 









J. B. Taylor has been appointed 
wholesale manager of the Prairie 
Provinces for White Motor Co. of 
Canada, Ltd., Toronto, according 
to Henry J. Nave, president. 

Joining White in May, 1954, Tay- 
lor was first assigned to the sales 
staff of the Winnipeg, Manit., 
branch. He was transferred to 
Regina, Sask., as branch manager 
in January of this year. 


Munger Joins Arco 


James H. Munger has been ap- 
pointed sales engineer of Automo- 
tive Rubber Co., Detroit, according 
to Tim G. Meulenberg, president of 
the company. Munger previously 
was Michigan sales engineer for 
Victor Mfg. & Gasket Co., Chicago. 

* + 


Chicopee Mills Appoints 


Sales Representatives 

Chicopee Mills, Inc., New York, 
has announced the appointment of 
two sales representatives for its 


Auto Personnel 
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head of car-buying services for U.S. 
and Canada; Wilbur E. Webster jr., 
head of special services division; 
W. B. Hendricks, assistant to the 





sistant to the service vice-presi- 
dent; Newman Johnston, special 


line of lumite saran, Chixon and 
fibre fabrics. 
Roger Pierce will represent ue: | * * * 





sales representative. 


firm in Texas and Louisiana, suc- 
ceeding William A. Richards, re- 
cently named midwest sales rep- 
resentative. Richard O’Donovan 
will operate in Ohio and western | P, Wright and Clarence B. Gore jr. 
Pennsylvania area, succeeding |as sales representatives. They will 
George B. Birt, who has been ap-|headquarter in Baltimore. 
pointed sales manager. . ee 
+ . * | 
Shuttleworth Appointed | Carborundum Names Darcy 
G. E. Shuttleworth has been|_ "tur E. Darcy has been ap- 
|pointed manager of the machine 
named post division sales manager | | methods department of the Coated 
of Buffalo Steel — Tonawanda, | | Abrasives division, Carborundum 
N. Y., according to A. E. Klinger, | 'Co, according to W. H. Wendel, 
president. a a | vice-president. 
+ * * 


Truck Rental Picks Two 
Truck Rental Co., Inc., has an- 





Baltimore Firm Announces 


Seven Personnel Changes 


Peterson, Howell & Heather, Inc., \P orter to Coast Post 
Baltimore, has announced the fol- The appointment of Milton B. 
lowing organizational changes: Porter as director of forward 

Dale F. Spencer, manager of field | planning for Chrysler Cor p.’s 
services division; John S. Lalley, | 


| Chrysler Corp. Appoints 


president; F. Lester Simon jr., as- | 


buyer, and Richard T. Kelland, | 


nounced the appointments of Frank | t 





Industries Fair. 


West Coast division, has been an- 





Car Attracts Royalty— 

Queen Elizabeth 11 and the Duke of 
Edinburgh examine a scale model Triumph 
sports car during their visit to the British 


nounced by R. T. Keller, vice- 
president. 

Porter, formerly manager of 
the Detroit office of the West 
Coast division, has been succeed- 


Maxima 
Rust Protection 


and a fine black finish 
for iron and steel 





This long-wearing, rust resistant product 
is used on many types of iron and steel 
articles: Nuts and bolts, brackets, screws, 
nails, springs; tools, casters, padlocks, 
machine housings and castings; outdoor 
furniture, hinges, latches, ornamental iron. 


Parco Compound is a versatile metal 
treatment. It is simple to operate, easy to 
control, dependable and uniform in results, 
and economical. It creates a dense coating 
of nonmetallic phosphate crystals over the 
whole surface of the article treated. There 
are no limitations on size or shape—any 
article which can be immersed in the tank 
can have this protection. Oil, wax, stain, 
or paint finishes may 
be used over Parco 
Compound, to produce 
maximum rust resis- 
tance with deep, velvet 
black appearance. 


Write for complete 
information! 


*Bonderite, Bonderlube, Parco, Parco Lubrite—Reg. U.S. Pat. Off. 


PARhKER 


RUST PROOF COMPANY 


2164 East Milwaukee, Detroit 11, Michigan 





PARCO COMPOUND 


—rust resistant 


PARCO LUBRITE — wear 
resistant for friction surfaces 


BONDERITE — corrosion 
resistant paint base 


BONDERITE and BONDERLUBE 
—aids in cold forming of metals 


TROPICAL — heavy duty 
maintenance paints since 1883 





ed by A. C. Breitenbeck, formerly 
manager of process and methods 
for Chrysler Corp.’s defense op- 
erations division. 

+ + + 


Auto-Lite’s Kelly Retires, 


Joined Company in 1919 

Daniel H. Kelly, a figure in the 
automotive industry for 36 years, 
has retired as a vice-president of 
Electric Auto-Lite 
Co. 

Kelly began his 
business career 
with the Big 
Four Railroad at 
Cleveland. He 
joined Toledo 
Scale Co. in 1908 
and later became 
secretary of the 
firm. 

His identifica- 
tion with the au- D. H. Kelty 
tomotive industry began in 1919 
when he joined what was then the 
Willys Light division of Auto-Lite 
as assistant sales manager. He was 
made a vice-president of the com- 
pany in 1922. 

* ° * 


C of C Renames Ingersoll 


As Manufacture Chairman 


Reappointment of Roy C. Inger- 
soll, president of Borg-Warner 
Corp., Chicago, as chairman of 
the manufacture 
committee of the 
U. S. Chamber of 
Commerce, has 
been announced 
by A. Boyd Camp- 
bell president. In- 
gersoll also is a 
director. 

The committee 
includes indus- 
trial leaders from 
3 a cross-section 

Roy C. Ingersoll of large and small 
manufacturing companies. The com- 
mittee brings the viewpoint of man- 
ufacturers to bear on chamber pol- 
icies affecting this sector of busi- 
ness. 








7 * * 
| ° ° 
|\Commercial Credit Promotes 


| Jeckell at Cincinnati 


William W. Jeckell has been ap- 
pointed assistant vice-president of 
Commercial Credit Corp.’s Cincin- 
nati divisional offices, the corpora- 
tion has announced. 

Jeckell was manager of the 
Columbus, O., office. He will be suc- 
ceeded in that post by F. B. Day, 
Mansfield, O., manager. Jeckell has 
been with Commercial Credit for 21 


years. 
2 . * 


Chrysler Promotes Reno 


The appointment of Norman R. 
Reno as works manager of the 
marine and industrial engine divi- 
sion of Chrysler Corp. has been an- 
nounced by William A. Martin, di- 
vision president and general man- 
ager. Reno joined Chrysler in May, 
1953. 


* * * 


|Press Plant Appointment 


Announced by Chrysler 


Appointment of Robert M. Mea- 
dows as planning superintendent 
for Chrysler Corp.'s Nine Mile 
press plant is announced by Roy 
Blasiola, plant manager. 

Meadows has been general su- 
perintendent of Automotive Body 
division trim planning since De- 
cember, 1953, when Chrysler pur- 
chased the facilities from Briggs 
Mfg. He started with Briggs as a 
clerk in 1928. 


Chrysler Appoints Orphal 


'To Canadian Truck Post 


| George A. Orphal, formerly as- 
sistant truck sales manager of 
Dodge division, Detroit, has been 
named general truck sales man- 
ager for Chrysler Corp. of Cana- 
da, Ltd., it is announced by C. O. 
Hurly, director of sales for the 
corporation. 
* * + 


McCarty Ends 53 Years 


With International 


M. F. McCarty, supervisor of na- 
tional and fleet sales in the Chicago 
area for International Harvester 
Co., celebrated his 53rd anniversary 
with that company. 

Starting in Indianapolis with Mc- 
Cormick Machine Co.. a predeces- 
sor to International, McCarty will 
retire this year after 23 years as 
Chicago district manager. 
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Engineering - Production - Materials 





A Monthly Section Describing and Interpreting Technical Developments 





by John T. Benedict 


ME: CHIEF ENGINEER: Is your 
organization guilty of the 
charge labeled “resistance to the 
inventor?” 

Personally, I sit squarely in the 
middle on this one, because my 
friends in management and execu- 
tive engineering positions in the 
plants of automobile manufactur- 
ers and suppliers pride themselves 
on “open-mindedness” to weigh 
ideas objectively, regardless of the 
source. 

And my many good friends 
among the inventors who are 
independent and not affiliated 
with any one company often tell 
me of their troubles and difficul- 
ties in battling a worthwhile idea 
through to production acceptance 
— while still retaining some 
semblance of ownership on the 
original patent rights. 

In recent years, I have many 
times heard of specific examples 
where reputable (and in many 
instances highly successful) inde- 
pendent inventors have experienced 
virtually insurmountable opposition 
to any “outside thinking” ... or 
what is even more deplorable, a 
willingness on the part of some 
engineering groups to attempt a 
pirating of the idea with no credit 
to the inventor. 

* * * 


basinal the thought of evoking 





Replacement Makers Combat Shelf-Loss . . . 





Dry Battery Wins Converts 


By John T. Benedict 
Engineering Editor 

{ip trend of automotive replace- 

ment battery life has been 
sharply upward during the past five 
years. The story behind this steady 
improvement is one of progress in 
materials, design and manufactur- 
ing techniques—and, more recently, 
the quiet beginnings of what prom- 
ises to be a revolution in marketing 
methods. 

Already well under way, the 
swing from “wet” to “dry” batter- 
ies in the automotive aftermarket 
has been gathering momentum at 
a rate that leads many battery in- 
dustry authorities to predict a ma- 
jor share of the market for the dry 
charge battery in the near future. 

Signs increasingly point to the 
next 12 months as a period for 
the “big push” by new converts 
to the dry charge school of 
thought. 

One important battery supplier 
has been so successful in applying 
automation manufacturing con- 
cepts to a new battery that com- 
bines the latest engineering ad- 
vances with dry-charge principles 
that a four-year guarantee was 
embodied in announcement of this 
battery several weeks ago. In a 
battery industry accustomed to 
thinking of dry batteries as a “pre- 
mium - cost” item, the disclosure 
that price would “compare favor- 
ably with conventional wet batter 
ies” created about as much excit- 
ment as the previously unheard-of 
four-year guarantee plan. 

To get an idea of just how ad- 
vanced this four-year guarantee 
idea is beyond current industry 
averages, you might join the writer 
in an “exclusive” look at the sur- 
vey recently conducted by Mead 
Carney & Co., Inc. Findings of a 


some discussion on this point,|Study made by this management 


(Continued on Page 21, Col. 1) 


consultant firm to determine the 


Urethane Invades U.S. 


Mobey Building W. Va. Plant to Build Chemicals 
For Car Seating Material 


ST. LOUIS.—The first full-scale | 


production plant in America for 
the manufacture of isocyanate 
chemicals, now being built at New 
Martinsville, W. Va. is more than 
40 percent complete and should 
start production in October, accord- 
ing to David L. Eynon, president of 
Mobay Chemical Co. 

Isocyanates are used in combina- 
tion with special polyester resins to 

* * . 





European auto makers are using ure- 
thane plastic foam for topper pads 
(above) over metal springs in car seats 
and backs. The new plastic is said to 
provide good cushion support and ventila- 
tion and can be clipped with a minimum 
of insulating fabric between it and the 
springs. 


Synthetic Used as Padding— | 





produce urethanes in such forms as 
flexible and rigid foamed plastics, 
wire coatings, paints, new synthetic 
rubber formulations and adhesives. 

The new plant will be capable of 
producing several hundred tons 
of isocyanate chemicals a month 
and equivalent amounts of poly- 
ester resins, Eynon said. 

Mobay Chemical Co. was formed 
in 1954 by Monsanto Chemical Co., 
of St. Louis, and Farbenfabriken 
Bayer, A.G., of Leverkusen, Ger- 
many. 

James D. Mahoney, Mobay sales 
manager, described the qualities of 
urethane foam, currently being 
used in Europe for car seats: 

It can vary from extreme softness 
to a high degree of hardness, its 
bounce back after compression can 
be regulated easily in manufacture, 
it has a broad range of density, it 
is mechanically tough, it can be 
sewn by hand or machine, it re- 
sists most cleaning solvents, it is 


easily laundered and it resists air 


and sun. 

The finished products will not 
come from Mobay, Mahoney 
stressed, the company will furnish 
raw material, machinery and 
“know-how” to its licensees which 
in turn will make the finished 
products. 

The New Martinsville plant is ex- 





Life Trend— 


Postwar trend in service life of auto- 
motive replacement batteries is illustrated 
in this graph showing conclusions of a 
survey conducted by Mead Carney & Co., 
Inc. General findings indicate that aver- 
age replacement battery life has increased 
from approximately 21 months, ten years 
ago, to substantially over two years. 


* * * 


extent of postwar progress in qual- 
ity of batteries for the automotive 
aftermarket show a definite up- 
ward trend in service life of re- 
placement batteries. 

Using figures based on estimated 
total shipments of automotive re- 
placement batteries and total num- 
ber of vehicle registrations, the 
Mead Carney report indicates that 
a service life increase of approxi- 
mately 50 percent has occurred in 
the past ten years. Average re- 
placement battery life has risen 
from 21 months in 1945 to nearly 
31 months in 1954, with the upward 
slope of the curve becoming par- 
ticularly steep during the past five 
years. 

Since the best available statis- 
tical data permitted only rough 
approximations of average bat- 
tery life, information also was 
obtained from major battery mer- 
chandisers to determine how 
closely actual field experience 
correlated with these findings. 
Executives of seven battery re- 

tailing organizations confirmed the 


general trend of the conclusions, | 


since the consensus of their opin- 
ions indicated that current average 
life for replacement batteries is 
four to six months longer than it 
was in the 1945 to 1950 period. Each 
of the seven companies stated that 
service life has been increasing in 


the postwar years, and all indicated | 


@ 


|that they expected the upward 


trend to continue. 
* * 

Two Basic Directions 

| 


For Battery Improvement 
7 KEEP this average life curve 

climbing, however, the battery 
industry must continue to progress 
along two major fronts. First comes 
the job of making sure all replace- 
ment batteries have the same life 
expectancy when installed in the 
car that they had when leaving the | 
battery manufacturing plant. This | 
boils down to the problem of de- | 
livering a “factory-fresh” replace- 
ment battery whether it has Leen | 
on the dealer’s shelf for one week 
—or one year. 

As this problem is solved, the 
battery maker is in a better posi- 
tion to work on the second great 
area for potential progress. This is, 
|of course, to make improvements 
| that increase average useful life of 
| batteries after installation. This 
phase of the battery advancement 
program calls for direct attack on 
the four major reasons for battery 
failures. The four commonly ac- 
cepted classifications for these fail- 


* 





a 


Two-Level Furnace— 


Here's an overall view of new 1,000- 
pound vacuum melting installation at Car- 
boloy. This equipment, adding more than 
120,000 pounds of vacuum-melted alloys 
to the nation's capacity, is capable of 
producing two 1,000-pound “heats'’ per 





shift. 


* * 


Carboloy’s 1,000-Pound Furnace in Operation .. . 





ure-factors are: overcharging, un- | 


o 


dercharging, mechanical damage 
and chemical damage. 

The storage battery does not ac- 
tually “store” electricity as such. 
It is merely a two-way converter 
of chemical energy into electrical 
energy and vice versa. When a 
battery is discharging, chemical en- 
ergy in the plates is converted into 
electrical energy. When recharg- 
ing, electricity from the generator 
restores the chemicals in the plates 
to their original condition. 

When charged, the widely-used 
lead storage battery eonsists of 
positive plates of lead peroxide 


(Continued on Page 22, Col. 3) 


| Magnetic Clutches 


In Synchro-Mesh 


Automatic Drive 


OUNTAIN LAKE PARK, Md.— 
A new synchro-mesh automa- 
| tic drive, made feasible by the use 
of dual magnetic clutches, has been 
announced by inventor Glenn 
Randol. 

| Inherent characteristics of the 
magnetic clutches make it pos- 
sible to use a simple synchro- 
| mesh gearbox, instead of the 
planetary gears embodied in most 
present-day automatic transmis- 
sions. 

According to Randol, these 
clutches are as smooth in engage- 
ment as hydraulic torque-convert- 
ers or couplings, yet capable of 
being “locked up” for transmitting 
torque without loss. Release is said 
to be instantaneous and complete, 
since there is no liquid friction or 
drag when de-energized. 

e * 4 
- AUTOMATIC-DRIVE designs, 
the inventor states it now is 
quite practical to use slidable 
synchro-mesh gearing to provide a 
simple, durable, low-cost method of 
changing drive ratios with either 
quick-acting pressure - operated 
friction clutches or magnetic 
| clutches of the general type devel- 
|}oped by Eaton for the automotive 
| field. 
Principal innovation claimed in 
the new transmission is the novel 
| combination of dual magnetic 
| clutches with a special “two-° 
| speeds forward” synchro-mesh 
| gearbox to produce three forward 
| («Continued on Page 28, Col. 3) 








Vacuum-Melted Metal Output Up 


HE new 1,000-pound vacuum |more freedom in selection of bet-, used in critical parts being one 
melting furnace placed in op-|ter materials for advanced devel-| of the major unsolved probiems. 


eration last month at the Carboloy 
department of General Electric Co. 
in Detroit represents another step 
in hastening commercial fulfill- 
ment of developments currently 
bottlenecked on design engineers’ 
drawing boards because of unavail- 
able or too-costly materials. 

The new furnace, along with 
several others recently brought 
into operation in the U. S., is 
capable of purifying existing 
metals and alloys, and improving 
them metallurgically, with re- 
sultant gains in physical proper- 
ties. 

By adding more than _ 120,000 
pounds per month of specialized 


| vacuum-melted alloys to the na- 


pected to employ about 150 per-|tion’s capacity, the new pilot pro- 


sons, plus 50 in research. 





duction unit will give designers 


| opment work. 
} * 
T= way is open for creation of 
entirely new alloys from low- 
|cost, noncritical metals—with the 
lend product having characteristics 
| superior to those producible by air 
| melting methods. 

Such metals can help, for ex- 
| ample, in development of the au- 


oe * 


tomotive gas-turbine power plant. 
At present, such engines exist 
| only in the form of experimental 
| models, with the high cost and 
searcity of strategic materials 


Engineering New Products 


Page 20 





Vacuum-melted metals ultimately 
are expected to aid in reducing gas- 
turbine engine production costs. 
Carboloy engineers have indicated 
that new types of iron-based alloys 
of low strategic value may readily 
be considered for turbine rotors. 

a * 


a 


HEN automotive turbines 


reach volume production, cost 


and other factors will have ruled 
cobalt alloys out of consideration 


|for hot parts of the engine. One 


possible replacement for cobalt is 
seen in vacuum-melted aluminum- 
iron alloys, which promise to be 
available at reasonable cost levels. 

Other potential automotive ap- 
plications for vacuum - melted 
metals include bearings; valves, 

(Continued on Page 18, Col. 3) 
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SPEED UP THE 
FABRICATING, 
FASTENING AND 
ASSEMBLING OF 
METAL PARTS 
WITH 





WMUNDILAUNID 
WELDING NUTS! 


Midland Welding Nuts may be the answer to your 
dreams if you’re in a business which fabricates, 
fastens, or assembles metal parts—OR, if you’re a 
designer of products incorporating such parts. 


Midland Welding Nuts are welded to the parts 
to be worked so that bolts can be turned into them 
speedily—without the need for any device to hold 
them in place. 


They’re just the ticket for those hard-to-get-at 
places. And they stay put—will not work loose or 
rattle. 


Relied on by manufacturers the world over—and 
specified universally by product designers—Midland 
Welding Nuts will lower your assembly costs, speed 
up operations all along the line for you. 


Write or phone for complete information! 


The MIDLAND STEEL PRODUCTS COMPANY 


6660 Mt. Elliott Avenue Detroit 11, Michigan 
Export Department: 38 Pearl St., New York, N. Y. 
Manufacturers of 
Automobile and Truck Frames °* Air and Vacuum Power Brakes 
Air and Electro-Pneumatic Door Controls 





SAMPLE 


and 


EXPERIMENTAL 
STAMPINGS 


Engineering Bench and 
Layout Work 
Short Run Stampings from 
Kirksite or Plastic Dies 


If your production plans call for sample 
parts or short run stampings, consider 
the special service Anzick provides to 
fabricate these parts from your own 
ideas. In fact, our skilled craftsmen can 
develop a part all the way from blue- 
print or rough sketch to a finished 
stamping whether it is one piece or a 
hundred: We are at your service. 


ANZICK MFG. Co. 


EXPERIMENTAL DIVISION 
23675 MOUND RD., VAN DYKE, MICH. 





Carboloy Unit Ups U. S. Capacity .. . 





New Furnace in Use 
For Vacuum Melting 


(Continued 


springs and lifters, and tools and 
dies. Tests of one bearing steel 
are reported to have shown that 
| vacuum melting provides a 50 
| percent gain in fatigue strength 
and doubles or triples bearing 
life. 

Results of experiments with vac- 
uum-melted valve steels were said 
to have been so favorable that at 
least one manufacturer is consid- 
ing use of such materials in 1956- 
model production. 

The inherent purity of vacuum- 
melted metals is expected to attract 
many applications in use for tool 
and die steels. In such usage, the 
die finish and resistance to surface 
corrosion are thought to offer suf- 
ficient advantages to offset in- 
creased original costs. 

* * * 





Bearing Maintenance Cut 


OR industry in general, the 

availability of metals with 
longer service life from the vacuum 
or controlled atmosphere process 
means a sizable reduction in the 
maintenance bill caused by bear- 
ing failures on industrial equip- 
ment. 

As an example of potential sav- 
| ings in this category, Carboloy 
engineers cited the experience of 
| one company which manufactures 
| industrial equipment. This organ- 
ization is reported to have found 
| that it costs the company more 
to send its service representa- 
tives around the world to tear 
down machinery for bearing 
maintenance than if it were to 
| pay 10 times more initially for 
bearing alloys. 
| Actually, the vacuum - melting 
|cost premium does not approach 
|this figure. Depending on the 
metal, the cost ranges from about 
10 percent more to approximately 
four times the cost of alloys melted 
by conventional methods. 

The new Carboloy furnace can 
handle specialized “heats” of 100 
to 1,000 pounds. It is capable of 
producing two 1,000-pound batches 
of molten metal per work shift. 

ok OK * 


ETALS are melted at tempera- 
M 





tures up to 3,200 degrees Fah- 
| renheit, in a furnace that is almost 
|entirely evacuated of air. Produc- 
tion of superior alloys is attributed 
to exclusion of air and the air- 
borne impurities. 
The country’s growing produc- 
|tion capacity for vacuum-melted 





National Broach 
Introduces New 


Shaving Process 


DETROIT. — National Broach & 
Machine Co. here has developed a 
new Red Ring plunge-cut rotary 
shaving process for producing 
crown-shaved tooth surfaces in in- 
ternal spur or helical gears. 

The firm said that internal gears 
produced by the new process have 
the same advantages of reduced 
noise level and increased wear as 
external gears having the crowned 
tooth form originated by the com- 
pany. 2. 

The tooth shape, National Broach 
reported, produced by the new proc- 
ess is like that of the elliptoid 
tooth form. Usually teeth are slight- 
ly thinner at the ends than at the 
center. The maximum tooth thick- 
|ness zone can be positioned on 
either side of the center, if desired, 
|and the amount of the crown can 
| be varied, the firm said. 

This crowning feature, which in 
tooth thickness variation is said to 
amount to a few tenths of a thou- 
sandth of an inch per inch of tooth 
face width, avoids tooth end bear- 
|ing caused by minute errors or 
gear deflections under load. 

The process is said to be adapta- 
ble to internal gears in automatic 
transmissions and other types of 
geared drives operating under rela- 
tively high loads at high speeds 
where minute tooth errors or de- 





and wear problems. 


from Page 17) 


alloys will relieve pressure on met- 
| allurgists, who have been hindered 
by three basic problems. These 
| problems (all associated with con- 
| ventional air melting) are control 
|of elements such as oxygen and 
| nitrogen, limitations in adding al- 
|loying elements, and difficulty in 
| excluding dissolved gases and im- 
| purities. 

Metals such as titanium and 
zirconium, for example, which 
are used as alloys in high-tem- 
perature applications, cannot be 
alloyed in appreciable amounts 
in open-hearth or electric fur- 
naces. With the vacuum tech- 
nique, they can be added in any 
desired quantities. 

For many years, metallurgists 
and engineers have realized that 
metals and alloys processed by con- 
ventional methods had certain 
drawbacks caused by the presence 
of unavoidable impurities and in- 
clusions. 

It has been found that vacuum 
melting produces metals that are 
free of such impurities and per- 
mits closer control of composition. 
Melting also is accomplished with 
considerably less loss of critical 
alloying elements through either 
oxidation or undesirable side re- 
actions that often occur in conven- 
tional practices. 

x 


Air Not Wanted 


_ most important reason for 
melting in vacuum is to remove 
the normal atmosphere from the 
“melt” being processed. Thus, oxy- 
gen and nitrogen present in the air 
cannot react with the molten bath 
during the working or pouring op- 
erations. 

In some instances, the process 
fosters development and produc- 
tion of completely new families 
of metal alloys. And, for many 
existing alloys, melting in a vac- 
uum improves mechanical prop- 
erties so significantly that ‘these 
also might properly be classed 
as “new alloys.” 

Nickel and cobalt-base alloys, for 
example, benefit through vacuum 
melting because there is a mini- 
mum loss of hardening elements 
through oxidation. 

Superior cleanliness is reflected 
in substantially improved fatigue 
and stress-rupture properties. Duc- 
tility and overall workability are 
improved, so fewer rejects are en- 
countered in fabricating opera- 
tions. 








* * * 


yAcoum melting also 


| strength and transverse mechanical 

properties to low-alloy steels. 
High-chromium alloys, such as 
430 and 446, normally exhibit brit- 
tle fracture at room temperature. 
. Vacuum processing enables these 
alloys to be produced with lower 
transition temperatures and re- 

* * ” 
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sults in improved room-tempera- 
ture impact strength which 
broadens their field of use. 


The purity of iron also may be 


| increased by this process. Vacuum- 


melted iron is reported to show 
as much as 70 percent greater re- 
sistance to rupture, and elongation 
may be increased as much as 400 
percent with comparable gains in 


| tensile and yield strength. 


* * * 


A® BUILT for Carboloy by Con- 
solidated Vacuum Corp., the 
new furnace is of the so-called 
modular type. This means it is de- 
signed for utmost flexibility of op- 
eration, and capacity may be ex- 
panded or curtailed by adding or 
subtracting units on the “building 
block” principle. 

By providing various chamber 
bottoms with suitable accessory 
equipment, it is possible to pro- 
duce single ingots, multiple- 
shaped castings or centrifugal 
castings in the same furnace. 
Semicontinuous operation is pro- 
vided by interlocks through which 
the crucible can be charged, alloy- 
ing elements altered and ingots 
removed without breaking the vac- 
uum in the main chamber. 
According to Carboloy officials, 
the unit is a forerunner of still 
larger furnaces to come. They in- 
dicated that engineers already are 
talking of units 10 times as large 
—with 10,000-pound capacity. Some 
authorities in the field predict that 
growth of the vacuum technique 
may parallel the development of 
electric furnaces during the past 
few years. 


Va. Plant to Make 
GE Controls for 


Production Lines 


WAYNESBORO, Va.— The first 
of two General Electric plants to 
be built in Virginia has been 
opened here. The new facility is 


|the first of its size to be erected 


for the specific purpose of produc- 
ing electronic devices for use on 
automatic production lines, accord- 
ing to George E. Burens, GE’s 
Switchgear and Control division 
vice-president. 

A second plant is under con- 
struction in Roanoke County, near 
Salem. Containing 190,000 square 
feet of floor space, the completed 
plant will employe 500 to 600 people, 
stated Dr. L. T. Rader, general 
manager of the firm’s Specialty 
Control Department. 

Products manufactured at the 
plant, which will be the depart- 
ment’s headquarters, range from 
thumb-size relays for aircraft, to 
complex programming systems for 
100-ton punch presses. Other prod- 
ucts include ultrasonic generators 


|}and pinhole detectors. 


Kaiser Mill Starts Up 
OAKLAND, Calif. Kaiser 


|Aluminum & Chemical] Corp.’s 


Trentwood (Wash.) rolling mill has 
started production at its new cold 
rolling mill unit. The new mill’s 
capacity is said to be 36 million 
pounds of light gauge sheet per 
year. 
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Vacuum Melting for ‘Cleaner’ Metal— 


This schematic view shows the Carboloy vacuum furnace, which essentially is an 
induction furnace designed to cast, melt and pour metal in one integrated facility. 
Three pumps are included in the air-evacuating system. Note also how the ingot 
flections under load present noise! mold is positioned for pouring and how other ingot molds are indexed on the turn- 
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A good reliable 


SOULrCE 


FOR AUTOMOTIVE COMPONENTS 


Over two million square feet of floor space 


at the Bendix Products Division insure the 


manufacturing capacity to meet volume 


requirements, with on-schedule deliveries in 


a wide range of automotive components. 
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BENDIX LOW PEDAL POWER BRAKE—Specified by more car 
manufacturers than any other make, Bendix* Low Pedal 
Power Brake makes possible quick, sure stops by merely 
pivoting the foot from the go to the stop control. No need to 
lift the foot and exert leg power to bring the car to a stop. 
Result—more driving comfort, less fatigue and greater safety! 


BRAKES e POWER STEERING ¢ POWER BRAKING « 


BENDIX oiviscon SOUTH BEND sxo14m« 


Export Sales and Service: Bendix international Division, 205 East 42nd Street, N. Y. 17, N. Y. 


CONSTANT VELOCITY UNIVERSAL JOINTS « 


BENDIX LINKAGE TYPE POWER STEERING— Because Bendix* 
Power Steering is of the linkage type, manufacturers find it 
especially adaptable for production line installation without ex- 
tensive engineering changes. Manufacturers can now meet the 
ever-increasing demand for power steering more efficiently and 


more economically with Bendix Linkage Type Power Steering. 
*REG. U. S. PAT. OFF. 


HYDRAULIC REMOTE CONTROLS 





AVIATION CORPORATION 
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Hopper-Fed Screw Claimed 
To Speed Application 


Advantages claimed for this hopper-fed 
headless screw are up to 10 times faster 
application; automatic diameter inspection 
and rejection of misfits; savings in floor 
space; equal success in working with both 
metals and plastics; faster delivery; smaller 
inventory, and reduction of floor loss and 
cross-threading. 

The screws are fed from a vibrating 
hopper and automatically positioned for 
driving by a roller device. Set Screw & 
Mfg. Co., 61 Main St., Bartlett, lil. 


* * 


Chain Hoist Catalog 


A 12-page illustrated catalog describes 
the CM lodestar electric chain hoist. 
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stud terminal board with reversing con- 
nection diagram on inside of terminal box 
cover for quick installation, according to 
GE engineers. 

The external switch can be thrown from 
one polarity to the other as rapidly as is 
mechanically possible, because there is 
no internal relay to delay reversing action. 
General Purpose Component Motor de- 
partment, General Electric Co., Schenec- 
tady 5, N. Y. 


Engineering and Production 
New Products 





Thread Grinder Developed 


To Cut Long Threads 


The Style 120 Ex-Cell-O Precision Thread 
Grinder is designed to grind long threads 
| on such parts as machine tool lead screws 
and ball race screws. It will grind 10 feet 


of thread length in one setting and will | 


take work up to 12 feet between centers. 


Automatic features include feed to fin- | 


,ish size, grind wheel dressing, backlash 
| compensation control of coolant flow and 
work table supported the full distance of 


| travel. Ex-Cell-O Corp., 1200 Oakman 


| Bilvd., Detroit 32, Mich. 


of 
x * * 





Specifications and prices are given for all Liquid Controls Flow 


models. Bulletin No. 158, Chisholm-Moore 
Hoist division, Columbus McKinnon Chain 
Corp., Tonawanda, N. Y. 





Reo L. P. Gas V-8 
Develops 220 H.P. 


The Reo V-8 L. P. gas engine develops 
220 horsepower and is said to give greater 
economy than gasoline engines which are 
converted to L. P. gas. The engine has 
230 distinct differences from the earlier 
gasoline version. Reo Motors, Inc., 1331 
Reo Square, Lansing 20, Mich. 





Model 5403 


Electric Welder Features 


Duration Timing Control 


The Hi-Amp Model 5403 portable elec- 
tric welder features a built-in electronic 
Thyrotron timing control and solenoid 
contactor, said to give welding accuracy 
from 1/10 to 1 second. The welder throat 
has a depth of six inches which can be 
extended to 18 inches by accessories. 

The model's opening can be adjusted 
from 3 to 11% inches. Both transformer 
and welding arms are water-cooled. The 
machine weighs 55 pounds. Sittler Corp., 
18 N. Ada St., Chicago 7, Iil. 


* * 


Fractional HP Mofors 
Instantly Reversible 


An instantly-reversible fractional horse- | 


power motor’ is designed for use on door 


operatofs, machine tools, cranes and/|for momentary angles up to 60 degrees | 
|and a non-rotating hinge angle up to 90 


hoists. 
The motor has a large, built-in, five- 


Of Brazing Alloys 


Nicrobraz Green Stop-Off is 
control the surface flow of all brazing 
alloys. It can be used with copper braz- 
ing alloys in hydrogen and combusted 


gas atmospheres and with silver brazing | 


alloys in controlled atmosphere furnaces 
or where flux is used, the manufacturer 
states. 

Green Stop-Off coats the surface of a 
part with a layer of black non-reducible 
metal oxide. Application is made with a 
brush, spray or by dipping. Stainless 
Processing division, Wall Colmonoy Corp., 
19345 John R St., Detroit 3, Mich. 


* * * 





Portable Drill Press 
Has Magnetic Base 


A portable drill press, the Portomag, 
features a magnetic base. Three models 
are available for use with drills of %, % 
and 1%,-inch bit capacities. The magnet 
has a four position control switch. 

The magnetic base is said to withstand 
a direct pull of from 1,000 pounds for the 
small unit to 2,000 pounds for the largest. 
Drill bit pressure may range from 500 to 
1,200 pounds, it is claimed. Lupear's Tool 
& Die Co., 32681 Northwestern Highway, 
Farmington 4, Mich. 
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Unwelded Joint Assembly 


| Extends Up to 77 Inches 


The Spicer Series 1001-1008 unwelded 
| propeller shaft assembly is adaptable to 
| any length of shaft up to 77 inches. It 
| fits all Spicer 1000 series end yokes. 

The assembly has a swing diameter of 
|2Y% inches, lubrication fitting, clearance 


degrees. Dana Corp., Toledo 1, O. 


said to 


| Universal Joint Data 


Applications, engineering data, models | 


and sizes as well as joint selection are 
covered in a revised 12-page catalog on 
Rzeppa universal joints. It is published 
by the Joint Division of Gear Grinding 
| Machine Co., 3901 Christopher, Detroit 
| 11, Mich. 





Portelvator Offers Larger 


Version of Its Stacker 


Portelvator’s new stacker has a roller- 
equipped platform, 20 by 36 inches, with 
a hinged cover plate. It uses an electric- 
mechanical lift through a three horse- 
power crane hoist type motor with worm, 
worm gear and screw power transmission. 

Platform travel is 41 inches, with load 
capacity 3,000 pounds. The stacker fea- 
tures a retractable power table on a 


15-foot spring reel and a retractable re- | 


versing foot switch on a 25-foot reel. 
Hamilton Tool Co., Ninth St. at Hanover, 


Hamilton 1, O. 
* *« «& 





Automatic Pulley Permits 


Variety of Speeds 


| 
| 


The Hi-Lo automatic pulley is designed 
to handle a variety of automotive appli- 
| cations, making possible infinitely variable 
| speeds from a constant-speed motor. 
| Cam and cam follower assembly on the 

back of the pulley faces allows the pul- 
| leys to adjust to a given speed with large 
| load variations, while regulating belt ten- 
| sion and maintaining belt alignment. Sev- 





en models are offered, according to size| 


| Of motor. Maximum horsepower recom- 
mended (at 1,750 r.p.m.) ranges from one- 


half to five h.p. Pulleys also are available | 


| with dual-ratio and countershaft bases. 
| Equipment Engineering Co., 2853 Colum- 


| bus Ave., Minneapolis 7, Minn. 
* eo a 


| Strip-Chart Recorders 
Have Throw-Away Inkwell 


A new line of general purpose, strip- | 


chart recorders, featuring a plastic throw- 








away inkwell, has been introduced. 
Designated Type CH, the three models— 


portable, semifiush or surface mounted— | 


| chart a continuous record of an electrical 
quantity against time. 

The devices measure and record cur- 
| rent, voltage, power, frequency or speed 
to help achieve lower operating costs, in 
creased efficiency and improved quality 
control. Instrument department, General 
Electric Co., Schenectady 5, N. Y. 


* * * 
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|Parts DeGreaser Features 
| Foot-Operated Switch 









Metal Cutting Band Saw 


% | Notches, Slots, Cuts-Off 


| The Gibbes-Kennedy metal cutting saw 


_ | operates as a band saw or a cut-off saw. 


Table mounted, it can be detached for 
cut-off operations. It is said to split, 
notch, slot and saw contours. 

The blade feeds into the work at 90 
degrees to the plane of the table and the 
direction of cut, allowing stock removal 
and reentry for notching and slotting. 

A vise locks over work with hand pres- 
sure, and blades can be changed without 
moving the work, it is claimed. The ma- 
chine's clutch is pressure-sensitive. Gibbes 
Machinery Co., Department 13, Columbia, 
$s. C. 





* * * 


The Vic Model 51 Degreaser uses room | 


| temperature solvents to remove grease 
and clean parts. It is motor-driven, with 
a pump that is operated by a foot switch. 

The unit is 34 inches high, 19 inches 
wide and 40 inches long, with an exterior 
coating of solvent-resisting paint. Vic 


Cleaning Machine Co., Industrial division, 
Minneapolis 3, 


1313. Hawthorne Ave., 
| Minn. 





High-Stacking Truck 
Announced by Clark 


The “Hi Lo Stacker” line of battery- 
powered tilting fork hand trucks is offered 
in 1,500, 2,000, 2,500 and 3,000-pound 


nel uprights, the truck provides a free 
lift of 64 inches with an 83-inch overall 
height and a maximum fork height of 
130 inches. 

The stackers can also be equipped with 
| single lift channels which provide a max- 
imum lift of 66% inches. A double-acting 
cylinder supports the channels and load 
through 10 degrees of tilt back and three 
degrees forward. Clark Equipment Co. 
Powerworker section, Industrial Truck di- 
vision, Battle Creek, Mich. 

: € = 





Compact Parts Conveyor 
Features Speed Adjustment 


The Feedall Transfer Conveyor, model 
1600 B, has a 13-inch frame but handles 
| parts from Y% to 1% inches in diameter. 
Length is 62% inches. 

Power is furnished by a 4 horsepower, 
3-phase motor. The conveyor also is of- 
fered in sizes to meet individual specifica- 
| tions. Feedall, Inc., Willoughby, O. 





capacities. Equipped with telescopic chan-| 5 





| Dispersion Product Used 


In Oxygen Systems 

A graphite dispersion product, “dag” 
Dispersion No. 217, is a paste of semi- 
colloidal graphite for use as an anti-seize 
and sealant for high-pressure oxygen 
systems where line pressures reach 2,000 
psi. 

The dispersion is said to operate at 
temperatures ranging from 160 degrees 
to —65 degrees Fahrenheit and to be 
noninflammable. Acheson Colloids Co., 
Port Huron, Mich. 


Electrolytic Grinding 


How electronic control makes possible 
automatic electrolytic grinding of ce- 
mented carbide tools and other. hard-to- 
work materials is the subject of a new 
12-page manual presented by Anocut 
Engineering Co., 631 W. Washington Bivd.. 
Chicago, Ill. Because close electronic con- 
trol of electrolytic grinding has only re- 
| cently emerged from the experimental 
| stage, the company describes its process 
| and equipment—as well as their practical 
application and benefits——in full detail. 
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Trackmeter Shows Speeds 
To 120 Miles Per Hour 


The Model 426 trackmeter consists of a 
26-inch diameter wheel mounted to a 
| tubular steel frame with a universal clamp 
| for attachment to a vehicle bumper. 
| The wheel is connected with a “timing” 
| belt to a Weston Model 750 low ripple 
| DC tachometer generator. Speed is indi- 
| cated on a Weston Model 901 meter in 
| miles per hour. 

The trackmeter is rated to 120 mph 
and is available with contactor and elec- 
tronic counter to measure distance in one 
| foot increments at 120 mph. Performance 
Measurements Co., 15301 W. McNichols 
| Rd., Detroit 35, Mich. 


Industrial Truck Bulletin 


| An eight-page bulletin has been pub- 
lished which lists the complete range of 
Baker-Raulang industrial trucks. Specifica- 
tions for each model and descriptions of 
| special features are given. Baker-Rauvlang 
Co., Cleveland 2, O. 
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Turnings eo e e By John T. Benedict 


AUTOMOTIVE NEWS, JUNE 27, 


(Continued from Page 17) 


and clarifying the industry's posi- | 
tion with respect to the freelance 
inventor, I'll pass along the follow- 
ing excerpt for a letter just re- 
ceived from a man who has made 
his share of contributions to auto- 
motive progress—and who, inci- 
dentally, has had to resort to the 
courts on more than one occasion 
to protect his rights to some of 
the many basic patents he holds 
in important phases of automotive 
invention. 

Says he: “One of the trying 
problems of the outside inventor 
is getting on the ‘inside,’ as I’m 
sure you fully appreciate, and 
there is no one that resists the 
outside inventor as does the en- 
gineer. In fact, top management 
cannot get a clear accurate pic- 
ture of the merits and demerits 
of any given product which must 
pass via the engineer. 

“In presenting a new develop- 
ment for consideration, I always 
try to start at the top, or as near 

as possible to the top, and avoid 
the engineer insofar as my contact 
is concerned. If top management 
wants its engineers’ views, data, of | 
course, is made available by me} 
for this purpose. 

“I have been in this business | 
almost 40 years and have yet for} 
an engineer to ‘carry the ball’ 
fairly, so to speak, for me to his} 
superiors who in the final stage | 
must make the decisions of rejec- | 
tion or acceptance.” | 

How about it? Does YOUR or- | 
ganization show any tendency to | 
“sit on” ideas that do not originate | 
within your own staff? | 

If not, perhaps your methods of 
solving this perplexing problem 
may be of use to executives who 
are not satisfied that they are 
getting proper benefits from a 
large engineering staff, while suc- 
ceeding in holding the door open 
and maintaining an unobstructed 
path for the influx of valuable 
ideas from the outside. 

. - 





Dry Battery Considered 
For New-Car Installation 


most of the information on dry- 
charge battery developments 
in the feature engineering story for 
this week’s issue relates primarily 
to automotive replacement batter- 
ies. However, a natural question is: 
“Are dry batteries also being con- 
sidered for use as original equip- 
ment?” 


The answer is “yes’—they are 
being given very serious considera- 
tion for factory installation in new 
cars. However, with its broad im- 
plications, this phase of the dry- 
battery controversy is an area of 
particularly sharp difference of 
opinion among men in the battery 
and automotive industries. 

There are those who say that 
advantages to the automobile deal- 
er are such that dry batteries may 
begin to spread from the after- 
market into original - equipment 
use. 


The batteries of cars sitting on 
the dealer’s lot awaiting sale 
would require no attention dur- | 
ing storage (even though some 
cars will have been in transit 
from the factory for a number 
of weeks prior to receipt by the 
dealer). All the dealer has to do 
is add acid to the battery while 
preparing the car for delivery, 
and the buyer is assured of a 
factory-fresh, fully charged bat- 
tery. 
Despite the apparent benefits to/| 

the dealer of such a program, there | 
would be many problems to be| 
overcome before dry batteries 
could go into original-equipment | 
use. One of the foremost stumbling 
blocks is present assembly-plant 
practice of driving the car off the 
line under its own power — and 
proceeding with a final check of 
the electrical system. 

A fully charged battery now is 
required for testing electrically 
operated parts such as horn, lights, 
radio, etc., before the car leaves 
the factory. There are several ob- 
vious solutions for this problem, 
and dry-charge battery advocates 
are busily studying various plans, 


for smoothing the path of their 


product to original-equipment use. 
aa * oo 


Seat-Belt Standards Seen 


As an Urgent Necessity 


IGNS increasingly point to an- 

nouncement of a seat-belt op- 
tion by Ford Motor Co. next month. 
Thus, it is apparent that industry 
approval of such equipment is gain- 
ing momentum. 

Since the backing of automo- 
bile manufacturers which offer 
seat belts as optional original 
equipment undoubtedly will fur- 
nish impetus for increased “after- 
market” sales of belts to present 
car owners, it is becoming all- 
important that some controls and 
regulations be provided to pro- 
tect the buyer against those who 
would offer inferior equipment. 


A person who assumes the ex: | 


pense of a belt installation and then 


puts up with the inconvenience of | have been opposing action by ASA | 


FORGINGS 


HARVEY, 





wearing a seat belt is entitled to 
the crash-injury protection he has 
been led to expect. 

A number of sources have in- 
formed me that there is consider- 
able controversy going on at the 
present time regarding a standard 
for automobile seat belts and who 
should set up such a standard. 

One seat-belt manufacturer tells 
me that the Industrial Safety 
Equipment Assn. and some other 
organizations have strongly favored 


the American Standards Assn. | 


(ASA) as the proper organization 
to undertake the responsibility for 
establishing such a standard. 

* * 





* 


HOSE who favor ASA point to 
| its “broader approach” to a 
problem and its fixed policy of see- 
ing to it that every point of view 
or interest has the right to be rep- 
resented, or at least to have its 
point of view presented for consid- 
eration. 

There also is a move afoot to 
have SAE draw up such a stand- 
ard. A committee, consisting of 
one engineer from each automo- 
bile company, has been appointed 
for this purpose. 

We hear that both SAE and the 
| Automobile Manufacturers Assn. 
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service on a regular schedule, using 
regular freight-company drivers. 
This service was with the 175 h.p. 
|after a comprehensive, long-range | engine, which has been removed 
|program that would delay the|for replacement by the 240 h.p. 
availability of standards for one to| model—or perhaps by the more ad- 
two years. |vanced 400 h.p. experimental de- 
Even if this is to be the ultimate | sign. 
|answer, it seems to me that some | In addition to service in highway 
interim specifications and controls | freight-hauling work, the Boe‘ng 
are needed NOW--since there al-|turbine also has been tested in a 
ready are several dozen different | wide variety of other applications. 


| types of seat belts on the market. 
* * * 


|'_on the grounds that the move 
would be premature at this time. 
Action by ASA could come only | 








| Highway Operation Rated 


|Best Test for Turbine 


| 

- THE development program for | 
Boeing’s small gas turbine, the | 
turbine - powered truck has been 
found to be the best test stand for | 
developing life and reliability, ac- | 
cording to project engineer, William 
Anderson. 

Day-to-day truck operation 
brought out design deficiencies 
|more rapidly than laboratory test- 
jing and aided in reducing both | 
time and cost of design improve- 
ments. 

The Kenworth truck, loaded to 
maximum gross weight of 68,000 
pounds, was operated over 60,000 
miles. Thirty thousand miles of 
this total was in freight-hauling 








Turbine Truck— 


This installation of the 175-horsepower 
version of Boeing's gas turbine has been 
run for 60,000 miles in a Kenworth truck 
used for fast freight-hauling service on 
the West Coast. 
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and negative plates of finely di- 

vided lead—immersed in an elec- 
trolyte of dilute sulphuric acid. 

So-called “separators” are placed 
between negative and positive 
plates to insulate them from one 
another. These separators are 
porous, and thus permit electro- 
lyte or electric charges to act on 
the plates, while serving to keep 
the plates themselves from touch- 

ing. 

The charge - discharge cycle can 
occur thousands of times during 
the life of a battery. But it is ap- 
parent that practical operating lim- 
itations of the electrical system pre- 
vent 100 percent efficiency in at- 
taining an exact balance between 
No Delay Between Oven and Case— the “restored” energy and that re- 

As dried battery elements for the new Delco-Remy dry-charge battery are dis-] moved from the battery by self- 
charged from the continuous drying oven, they are immediately placed in hard-rubber | discharge and by use of the auto- 
cases. These battery cases then are promptly capped and sealed before atmospheric | mobile. : 
moisture can be absorbed by the elements. For practical purposes, therefore, 
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Dry Battery Winning 
Converts in Industry 


(Continued from Page 17) 





the engineer must choese between 
cvercharging and undercharging. 
For obvious reasons, he decides to 
always operate at a “slight over- 
charge” in service. Since this over- 
|charge tendency exists throughout 
|the entire service life, the battery 
|must be capable of withstanding 
considerable overcharging before 
failing. 
+ + + 


| Design Refinements 


| Spark Progress 


A GREAT deal of progress already 
has been made in this regard, 
and the future outlook is bright. 
“We can expect batteries in all 
price classes to more than double 
| the accepted SAE minimum stand- 
j}ard for overcharge life-cycle test- 
ing,” according to T. L. Kendall, 
battery sales manager for Delco- 
Remy division, General Motors 








nickel-rich —to make TIMKEN’ bearings 


















































the toughness 


We’ve been 


quality every 


use of nickel. 


under strict 


To be absolutely sure of the highest 
performance standards in the equip- 
ment you build or buy, always specify 
Timken tapered roller bearings. They 
are made from seamless tubing or forg- 
ings by the most modern processeg;: 


We make our own fine alloy steel — and make it 


tougher 


ICKEL makes steel tougher. So, 
our steel-making specialists don’t 
skimp on nickel in the fine alloy steel 
we make for Timken® tapered roller 
bearings. They use exactly the right 
amount of nickel to give these bearings 


they need to withstand 


shock and last longer. Exacting quan- 
tities of chromium or molybdenum 
or both guarantee uniform hardness. 
By using the steel industry’s first direct- 
reading spectrometer, we exercise 
hairline control of each element at the 
precise instant of tapping the furnace. 


Rolling, annealing, and cooling are 
done with the same meticulous care. 
And every race and roller that goes 
into a Timken bearing is precision 
case-carburized to give it a hard, 
wear-resistant surface over a tough, 
shock-resistant core. 


specializing in the pro- 


duction of fine alloy steel for almost 
forty years. We’re the only bearing 
manufacturer in the country that makes 
its own steel, because it’s the only way 
we can make sure the quality of our 
bearing steel is just the way we want it. 
Steel is the heart of the bearing. That’s 
why we insist on controlling bearing 


step of the way—from 


melt shop to final bearing inspection. 
And that’s why we don’t skimp on the 


control. Only Timken 


bearings roll so true, have such quality 
thru-and-thru. The Timken Roller 
Bearing Company, Canton 6, Ohio. 
Canadian plant: St. Thomas, Ontario. 
Cable address: ‘“TIMROSCO”. 





This symbol on a product means 
its bearings are the best. 





Corp. He anticipates that this im- 
provement will occur in the near 
future because of important ad- 
vancements in grid design and grid 
alloy composition. 

In similar fashion, most battery 
manufacturers are showing gains 
in resisting other causes of bat- 
tery failure by evolutionary im- 
provements in materials and de- 
sign of all components. Progress 
in separators, grid alloys, elec- 
trolytes and battery cases has 
been the major factor responsible 
for increased battery life. 


Engineers at Gould-National 
Batteries, Inc. attribute battery 
improvements largely to use of “low 
antimony” lead alloys for grids. 
Benefits have been two-fold, since 
batteries built with such alloys are 
said to have superior ability to re- 
sist overcharging (the number one 
cause of battery failure)—and they 
also show less tendency to deterio- 
rate in storage. 


During the years covered by the 
Mead Carney survey, the dry bat- 
tery had not attained sufficiently 
widespread commercial usage to 
rate as much of a factor in boost- 
ing average figures for replacement 
battery life. Improvements in the 
conventional wet battery must be 
given chief credit for these gains. 


It has long been recognized, how- 
ever, that one of the biggest prob- 
an in marketing automotive re- 
|placement batteries always has 
| been shelf-spoilage. This is the loss 
of service life caused by chemical 
| action occurring while the battery 
| is carried in stock awaiting sale. 


It is true that many of the de- 
| velopments which have improved 
| wet battery service life also con- 
| tribute increased resistance to 
| storage deterioration. The Willard 
| Storage Battery Co., for example, 
| has just released information 
which raises “safe stocking time” 
to 12 months for Willard batter- 
ies built with Metalex grid alloy. 
Former shelf-life rating was six 
months. 


Nevertheless, despite the ad- 
mitted gains made by design and 
manufacturing refinements, dis- 
agreement over the means of com- 
bating shelf loss or battery perish- 
ability constitutes the most con- 
troversial aspect of the replacement 


battery situation today. 
ae Oo + 


| Difference of Opinion 
|\On Who Adds Acid 


N EFFECT, those who advocate 

reduction of storage deteriora- 
| tion solely by improvements of con- 
| ventional wet batteries are sup- 
porting a school of thought which 
advises all-out effort to overcome 
the problem. In opposition to this 
| thinking, is the other approach 
|which says, in effect: why not 
avoid the problem by withholding 
acid from the battery until you are 
| ready to install it in a car? 

Proponents of the dry battery 
say that chemical damage occur- 
ring during storage in ware- 
houses or on dealers’ shelves must 
be completely stopped if maxi- 
mum benefit is to be gained from 
the many improvements in bat- 
tery engineering. A dry-charged 
battery is one containing com- 
| pletely formed positive and nega- 

tive plates of lead peroxide and 
sponge lead, respectively, with 
bone-dry separators. 

In these batteries, the two prin- 
cipal ingredients of chemical ac- 
tion— the lead and the sulphuric 
acid solution—are kept separate 
until the battery is prepared for 
installation in the vehicle. Since 
the sulphuric acid is not poured 
into the battery until ready for use, 
dry-charged batteries are not per- 
ishable in stock like the conven- 
tional wet batteries which are filled 
at the factory. 

As usual, however, in solving one 
problem, many new ones are cre- 
ated. One difficulty encountered by 
those who have pioneered the com- 
mercial sale of dry batteries has 
been the problem of maintaining 
uniformity of battery performance 
and life. Rigid moisture control 
during manufacturing, and require- 
ments for a separator that will per- 
mit instant activation under a wide 
range of conditions were two major 
stumbling blocks in providing pre- 
dictable, consistent battery quality 
when charged in the field at the 
point of sale. 

Another source of criticism from 
some dealers who handled dry bat- 
teries has been the need for supply- 
ing a booster charge to put the 

(Continued on Page 23, Col. 1) 








A ae ee es re i i 


re er OOD Ul, 


ss 
by 


“of 











AUTOMOTIVE NEWS, JUNE 27, 


Replacements Combat Shelf-Loss . . . 





Dry Battery Wins Converts 


(Continued from Page 22) 


battery in service after adding the} 
electrolyte. The argument has been: | 
“What’s the use of doing away with 
the trickle and booster charges 
needed for conventional wet bat- 
teries, if we still have to give these 
new dry batteries a charge when 
we deliver them?” 
* + * 

Mest people, however, seem 

agreed that the most impor- 
tant drawback in marketing of dry 
charged batteries has been packag- 
ing and distribution of the electro- 


lyte. Sulphuric acid solutions are, | 
of course, corrosive. So, in addition | — 


to the “danger” element and the 
dealer’s inconvenience in charging 
the battery with acid when he 





makes a sale, there have been cost | 
and handling problems incidental | 
to ordering, delivering and storing | 
the battery acid. 

The trend now seems to be away 
from cumbersome, unwieldy carboy 
containers for large quantities of 
acid— and toward individual bot- | 
tling or packaging or measured | 
amounts conveniently arranged for | 
charging one battery. Gould -Na-| 
tional, for example, provides ap-| 
proved electrolyte directly from the | 
factory. The acid is packed safely | 
in disposable quart glass bottles in| 
a 12-quart carton. After use, the 
bottles are simply rinsed and dis- | 
carded. 

Although relatively new from | 
the standpoint of mass produc- | 
tion and mass distribution in the 
automotive field, dry charged bat- | 
teries have been known to battery | 
manufacturers for many years. | 

They were first used in quantity 
as heavy-duty batteries for ord- 
nance vehicles during World War 
IL. 


Since the war, several manufac- | 
turers have begun to produce dry-| 
charge batteries for commercial | 
use. Standard “batch” manufactur- 
ing methods which were entirely 
adequate for production of conven- 
tional wet batteries have, in some 
instances, failed to provide the 
efficiency and rigid moisture con- 
trol required for assurance of con- 
sistent quality in the new dry bat- 
teries. 

Despite some setbacks caused by 
occasional disappointments in per- 
formance, and in the face of ob- 
jections and difficulties that are to 
be expected when introducing any 
idea that requires new thinking on | 
the part of thousands of people—| 
the inherent advantages of the dry | 
battery have enabled it to make | 
steady progress. Replacement bat-| 
tery sales records attest to its | 
steady.rise in popularity. 

oa = ” 


Dry Battery Wins 


Important Converts 


HE dry battery already has 

gained sufficient favor to cap- 
ture approximately 20 percent of a 
replacement market currently esti- 
mated at about 23 million units 
annually for all motor vehicles. 

The percentage figure measuring 
the dry battery share of the re-| 
placement market apparently is due | | 
for a sharp rise this year. A sales | 
surge is anticipated for this type | 
of battery as a result of the entry | 
of several converts from the wet | 
battery ranks. 

Large producers and merchan- 
disers appear to be coming into the 
dry battery field in a big way. The 
latest announcement was made by 
Delco-Remy—w hich unveiled its) 
new dry battery earlier this month. | 
In addition, there’s a rumor with 
the “ring of authenticity” current 
in the industry to the effect that 
Delco is about to go into the “name 
brand” contract manufacturing | 
business in a big way. 

One of the rubber companies | 
(Firestone is the one most often | 
mentioned) is reported to have 
signed for a “substantial order” 
with Delco. If true, this will re- 
move another holdout from | 





among the large battery retailers | 
who have not yet added the dry 
charge battery to their lines. 
In introducing the new Delco- | 


|Remy dry charge battery, general 


manager H. D. Dawson stated that 
it can be placed 
into service with- 
out any type of 
booster charge. 
To further affirm 
the company’s 
confidence in im- 
provements 
brought about by 
what were de- 
scribed as “revo- 
lutionary” 





H. D. Dawson 


manufacturing, it was _ revealed 
that the new battery will be backed 


ad- | 
vances in battery | 
engineering and| 





by a four-year guarantee for “nor- 
mal passenger car use.” 
Automation ideas have been em- 
bodied in manufacturing methods 
to produce the new dry charge bat- 
tery by a continuous process in- 


stead of older hand techniques and | 


“batch” methods. According to the 


Delco-Remy announcement, this in- | 


novation provides rigid control of 
moisture content and assures con- 
sistent quality in the finished prod- 
uct. 

In other words, when acid 
finally is added at the time the 
battery is put into service, the 
dealer can rely on all batteries 


having the same full charge. Un- 


1955 


| der older batch manufacturing 
methods, Delco-Remy says this 
degree of uniformity is not possi- 
ble. The dealer can’t depend on 
all batteries being fully charged, 
and service life is said to vary 
widely from one battery to the 
next. 


major advantage claimed for the 
|dry charge battery is that it may 
be stored indefinitely without de- 
|terioration or loss of quality. This 
attribute permits the dealer to keep 
on hand a large stock, with a great 
variety of different battery models 
|(even the slow-moving types) to 
|fill the needs of any potential 
| buyer. 





\E lectrolyte Packaging 
A Major Problem 


| most important engineering 
problems overcome by Delco- 


| From the dealer’s standpoint, a} 
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Remy in developing its new bat- 
tery were: 

1. A separator that would resist 
deterioration. The microporous rub- 
ber separator solved this one—and 
gave an additional bonus in its un- 
usually low electrical resistance, 
which permits a high degree of bat- 
tery effectiveness at peak loads and 
low temperatures. 

2. A method of assuring uniform- 


lity of quality in dry-charge bat- 


teries, and eliminating the cus- 
tomary booster charge required to 
put most dry batteries into service. 
The continuous manufacturing 
process was the key to solution of 


|this problem. The battery is ready 


for use as soon as acid is added. 


|No electrical booster charge is re- 


quired. 
3. A method of shipping acid in 


|small, measured lots, in a contain- 


er that could be used with a min- 
(Continued on Page 26, Col. 1) 
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Universal joints really get a workout in the “‘off highway” heavy construction 
field. Nothing’s rougher than transmitting torque while moving mountains 


of material over washboard roads. 


The problem is to build ruggedness and strength into the universal joints 


without excess weight. 


That’s why Borg-Warner engineers at B-W’s Mechanics Universal Joint 
Division eliminated 28 pounds of dead weight . . . made their universal-shaft 
assemblies 34% lighter . . . without sacrificing quality, accurate balance or 
smooth operation. Ard that’s why these Mechanics precision-fitted, roller 
bearing joints ‘“‘keep ’em rolling”’ with little likelihood of expensive, work- 


stopping repairs. 


Highway carriers benefit too. Lighter B-W engineered universal joints pro- 
vide up to 5,600 extra ton-miles of payload during the average life of a 


heavy-duty truck. 


International Truck, Model RF-174 


This substantial saving is another direct result of Borg-Warner’s tradition: 


“Design It Better—Make It Better’ . . . an active policy serving the auto- 


motive industry every, day with scores of precision parts. 


PRODUCTION 


Almost every American benefits every day from 


Borc-WaARneER 


BM 





ENGINEERING 
MAKES IT WORK 


PRODUCTION 
MAKES IT AVAILABLE 


the 185 products made by 











A PROGRESS AND PROFIT 


by Hickman Price Jr. 


Vice President in charge of Sales 





Last December, we told you in an international 21-city closed circuit telecast: 


1. That because of highly competitive conditions, we believed 1955 would be a year of profitless volume for 
many automotive dealers. 


2. That dealer gross profits from sales of vehicles in the ‘Jeep’ 4-wheel drive family would be considerably 
higher than those obtained from passenger car and conventional truck sales. 


3. That, as a result, all our studies convinced us that both you Willys dealers and the parent corporation would 
be substantially better off if we concentrated together on the marketing of our specialized and exclusive. ‘Jeep’ 
family of 4-wheel drive vehicles. 


Results to date have been satisfying to you and the factory 


After six months experience with our new program, we are pleased to have so many of you tell us, in person 
and in writing, that we are on the right track. 


The success of our program is most encouraging as indicated by the following results. 


An increase of 90% in retail sales of Willys utility vehicles 


Retail deliveries of Willys utility vehicles during the first five months of 55 were 90% greater than in the same 
period of last year. And this gain was not made at the expense of your profits! 


Factory shipments have increased substantially. Our Export business continues ahead of the all-time high 
record of 1954.—a strengthened position for Willys as the world’s third largest exporter of commercial vehicles. 


Willys accounts for 6.57% of total U.S. retail truck registrations 


Willys’ share of total U.S. retail truck registrations, in its weight classification, increased to 6.57% for the first 
quarter of 1955 as compared with 3.6% a year ago. This means a production increase that was profitable to you. 


More than 600 new dealers have joined our team 


e 
Since the beginning of our new program, more than 600 new dealers have joined our dealer organization. 


The addition of these new dealers strengthens your position as a dealer, for they provide your owners with 
parts and service when traveling outside your immediate area. 


f 











REPORT TO WILLYS DEALERS 


Willys dealers are enjoying one of their best profit years 
Sales progress of Willys dealers has not resulted in lowering dealer profits. 


This is a notable exception, in a year when so many so-called volume-producing dealers are inclined to be rest- 
less in a state of what might be regarded as profitless prosperity. 


Our basic philosophy is that volume for volume’s sake alone is unprofitable—and that long-range success of 


~ 


Willys Motors and its dealers can result only from sales which produce satisfactory dealer profits. 


An increasing number of you are reporting that you are enjoying one of your best profit years—the result of 
your selling the exclusive ‘Jeep’ family of 4-wheel drive vehicles. These optimistic reports convince us that 
we are moving in the right direction. 

Factory earnings show a profit trend 


Our first quarter factory statement showed an encouraging report of income — earnings that were accomplished 
along with increased profits for dealers. 


This profit picture assures you of greater public confidence, increasing merchandising support, and ample 
resources for the development of new products which will help maintain our continued leadership in the special- 
ized field that is exclusively Willys. 

Dealer Merchandising Conferences assist Willys dealers with proof, not pressure 


On May 8th, 75 dealer representatives attended the first of many planned sessions of a 6-day, dawn to dusk, 
“school” in Michigan. A sizable instructor staff, a 240-acre area, and a fleet of more than 60 vehicles, fitted 
with every type of equipment for varied work applications, enable dealers to gain practical product knowledge. 


We know that product knowledge, not “wheeling and dealing” — understanding of work applications, not frenzied 
price merchandising — sell ‘Jeep’ 4-wheel drive vehicles. 


We are proud that these Dealer Merchandising Conferences are increasing the profits of Willys dealers at a time 
when many competitive automotive dealers are wondering whether profitless volume operations are worth while. 
An expanded program of advertising and merchandising assistance 


In addition to extensive local newspaper advertising, Factory advertising is spreading over an increasing list of 
media. In more than 45 magazines and regional publications, prospects are being told how ‘Jeep’ vehicles save 
time and money in specific work applications. 


New merchandising and equipment manuals, new direct mail pieces, new pinpointed promotional literature and 
other selling aids are being made available to dealers in increasing numbers. 


Willys is the world’s largest maker of 4-wheel drive vehicles 
As leaders in a specialized field, we are proud of the progress and profits we have made together in early 1955. 
We pledge our increased efforts to bring you proof ...not pressure. 
We congratulate you on what you have accomplished. 


And through this message, we invite other dealers, in areas where the Willys 4-wheel drive family of ‘Jeep’ 
vehicles is not presently represented, to join us. The number of open points is limited but each of them offers 
a substantial future to the right man. 


For complete details, write: Dealer Development Department, Willys Motors, Inc., Toledo 1, Ohio 


Sad Bieta: 


WILLYS MOTORS, INC. 


— 
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imum of bother, then discarded. 
The polyethylene container was the 
answer. 


Developed especially for this | 


purpose, the polyethylene con- 
tainer is regarded by Delco-Remy 
as the ideal answer to dry charge 
battery electrolyte packaging 
problems. It is a double-walled 


sack made of polyethylene plastic. | 


Each sack contains exactly the 
correct amount of acid for one 
battery cell. These sacks are 
shipped in cardboard cartons, 
each containing three sacks, or 
enough to fill one six-volt or 12- 
volt battery. 

Throughout the battery industry, 
Delco-Remy’s adoption of the con- 
tinuous manufacturing process un- 
doubtedly will be regarded as an 
outstanding accomplishment. Pur- 
pose of the continuous drying 
method for manufacturing dry 
charge batteries is to make certain 


that the internal components of! 


MORE N 


|each battery are completely and | 
|uniformly dried, and that they are 
| sealed into battery cases before 
| absorbing any moisture from the 
atmosphere. 


To achieve this purpose, the proc- 
ess starts with the assembled ele- | 
ments being fed into a system of | 
charging and washing conveyors. | 
These conveyors charge the ele- | 


Nylon Blend Prolongs 


Life of Work Gloves 


LINDEN, N. J.— Tests made at| 
the General Motors assembly plant 
here have shown that work gloves | 
made of a mixture of cotton and| 
nylon outlast conventional cotton | 
gloves by better than two to one, 
according to Du Pont Co., maker of 
nylon. 





hours of duty. 


ments uniformly, then expose them | 
to a continuous washing line. This 


|line tilts the work-pieces to assure | 
'thorough rinsing on all sides and) 


removal of acid and impurities. 

From the washer, the charged, 
washed elements are fed immedi- 
ately into a continuous drying | 
oven. As they proceed through | 
the oven, the parts are thorough- 
ly dried. An oxygen-free atmos- | 
phere is maintained in the ovens 
to prevent undesired chemical re- | 
actions in the charged material | 
during drying. 

As dried elements emerge from 
the oven, they are placed directly 
in hard rubber battery cases. An 
electrical test is made to check for | 
presence of moisture, and the bat- 
tery case is capped, sealed and fin- 
ished. 


| 
| 





Moisture Test— 


As soon as dried elements of the new 
Delco-Remy dry charged battery are placed 
in the case, they are given an electrical 
resistance test as a final check against the 
presence of moisture. 





With this continuous process, a get at the battery elements while 





Average wear life for all-cotton| minimum delay is allowed for seal-|they are stacked up for long pe- 
gloves was 6.9 hours, while the | ing the dried, charged elements in-|riods awaiting assembly. This is ne ! s 
nylon blend types withstood 10.9| side the case. There is no oppor-|regarded as the “secret” of con-|to an end, not an end in itself. 
|tunity for atmospheric moisture to| sistent, controlled quality and un- 
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combined are used for HYDRAULIC POWER STEERING 


Here is another example of Vickers engineering and 


proauction 


ator-mounted 


power for steering on one of the 1955 popular makes 


of cars. It 


requires considerably less mounting space than other 


pumps (ol ame ti 080 n 
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| x x 
| Some Say Dry Battery 


Wins Temporary Advantage 


GREEMENT that “the present 
trend in the industry is for dry 
charged batteries,” is voiced by 
Otto Bauer, re- 
search and devel- 
opment engineer, 
Bowers Battery 
and Spark Plug 
Co. An executive 
for one of the 
other leading bat- 
tery manufactur- 
ers remarked that 
he expects the 
dry charge type 
of battery to 
comprise 100 per- 
cent of his company’s replacement 
battery sales in the near future. 
In contrast to these opinions, 
however, stands the prediction of 
another battery industry executive, 
who believes the popularity of the 
dry battery will be short-lived. This 
| opinion of “transitory” popularity 
is based on the thought that the 
dry battery is “merely the means 


0. H. Bauer 





The goal is, of course, resistance 
to stock spoilage while awaiting 
sale. This authority says -he has 
| reason to think the desired objec- 
| tive is attainable in a wet battery 
through design refinements. He 
says that ultimately there will be 
;no need for separate handling of 
acid and battery by the dealers. 

Although battery quality and 
| performance have made great 
| strides in the past few years, 
| most experts believe there still 
| is plenty of room for improve- 
| ment. H. G. Barnes, vice-presi- 
dent of Gould-National Batteries, 
Inc., largest producer of automo- 
| tive replacement batteries, has 
| this to say: 
| “Many important improvements 
| have been made in automotive bat- 
teries, and the industry can be 
; . proud of its 
achievement rec- 
ord. Battery life 
has improved 25 
percent in the 
past five years. 
However, loss of 
charge in stock 
remains a prob- 
lem. Batteries 
are a perishable 
product. While 
the dry charged 
: battery is a 
|means of combating shelf loss, it 
|is available only at a substantial 
| increase in cost, due principally to 
|expensive separate packaging re- 
quired for the electrolyte. 

“Since the self-discharge char- 
acteristic is common to all automo- 
tive lead-acid batteries, it is an 
|industry-wide problem. I am con- 
| fident that the battery industry 
| will design and produce a battery 
| containing electrolyte that can be 
| stored without appreciable shelf 
|loss, and at a cost lower than for 
|dry charged batteries.” 


| Federated Opens 


Aluminum Dept. 


NEW YORK. — The Federated 
Metals Division, American Smelt- 
|ing & Refining Co., has established 
a national aluminum department 
to keep pace with aluminum’s 
growth in industry, according to 
E. L. Newhouse jr., vice-president. 

Allan Nichamin, with 27 years’ 
experience in aluminum smelting 
and a former manager of Feder- 
ated’s Detroit aluminum plant, will 
head the new department. His of- 
fice will be in Detroit. 
| Donald L. LaVelle, former re- 
search metallurgist in the Central 
Research Laboratory, American 
Smelting & Refining Co., has been 
appointed assistant manager with 
offices at the company’s Perth Am- 
boy plant. 








H. G. Barnes 


Morse Chain Appoints 


5 New Distributors 


DETROIT.—Morse Chain Co., 
manufacturer of power transmis- 
sion equipment, has appointed the 
following new distributors: 

Southern Bearings Service Co., 
Memphis and Little Rock, Arkan- 
sas; Kelly Supply Co., Grand Island, 
|Neb.; L. B. Adams & Co., Baton 
| Rouge, La.; Fisher Bros. Co., Asto- 
ria, Ore., and Neiman Bearings Co., 
St. Louis and East St. Louis, Il. 
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Put yourself in his shoes... 


How does a Plymouth dealer 


SELL MORE 
PLYMOUTH 
USED CARS ,.4 
FASTER 
WITH LESS 
EXPENSE 
THAN ANY OTHER MAKE? 


First, he recognizes an important characteristic of | used Plymouth by pointing out that there are more _ with confidence. His profit per car is greater because 














the used car business—he is selling unused mileage— = Plymouths used as taxicabs than ail other makes com- _ its ability to “stand up” means less reconditioning. 

how far the car will go, not how far it’s been. bined—proof without question of ability of Plymouth As the .“clinchin’” to the celebs ult bole 
Then he builds his selling story around these facts. cars to deliver extra thousands of trouble-free miles. prove Plymouth’s superiority as a sound used car 
He establishes the “bonus” unused mileage in a Thus, the Plymouth dealer sells used Plymouths _ investment with this chart: 


Part-by-part comparison* proves Plymouth engineering leads the lowest-price field 
Plymouth CarA Car B Plymouth CarA CarB 


RESISTOR-TYPE SPARK PLUGS 2-CYLINDER FRONT BRAKES YES NO 
EXHAUST VALVE SEAT INSERTS INDEPENDENT PARKING BRAKE YES NO 
CHAIN-TYPE CAMSHAFT DRIVE ELECTRIC WINDSHIELD WIPERS YES NO 
OILITE FUEL FILTER ORIFLOW SHOCK ABSORBERS YES NO 
FLOATING OIL INTAKE WIDEST, MOST RIGID FRAME YES NO 
ROTOR-TYPE OIL PUMP COWL VENTILATOR YES NO 
OIL BATH AIR CLEANER BAKED-ENAMEL FINISH YES NO 


SAFETY-RIM WHEELS *Comparison based on 1952 models of the low-price 3, which you will be getting as trade-ins in great measure this 
year. Most of these Plymouth engineering advantages apply in other model years as well. 





4 
Wy 





best buy new... best buy used! PLYMOUTH 








AUTOMOTIVE NEWS, JUNE 27, 1955 





y 

Z 

2 SSS SSS SESE SESS GY 
2 SS 


i 


wziaa 


Saas oe et SS ol aan 
“>>> er 7 
oe res E 


Cir ees 
os [a ade BO Bi 


SYNCHRO-MESH GEARBOX 


‘Non-Freewheeling’ Automatic Drive— 


This longitudinal cross-section of the Randol automatic drive shows the novel com- 
bination of two iron-powder magnetic clutches with a synchro-mesh gear box. Smooth, 
automatic operation is claimed for a transmission which provides positive two-way 
drives in all speeds. 











~ 


Synchro-Mesh Automatic... 





Magnetic Clutch Bows 
In New Transmission 


(Continued from Page 17) 


positive drives and a reverse 
drive. 

In overall performance, this au- 
tomatic drive is stated to provide | 
(for the first time) two-directional | 
positive lockup. 

* * t 

O “FREE-WHEELING” or slip- 
page are encountered, and en- 
gine speed changes are responsive 
to accelerator position and vehicu- 
lar speed. With positive two-way 
drive in all speeds, engine compres- 
sion is available for braking pur- 
ses. 

This feature (lacking in current 
torque-converters) is said to aid 
vehicular control and ease the load | 
on brakes — particularly in using 


arranged for power-shifting — 
and two electrically actuated 
magnetic-power clutches con- 
nected to the engine. 

The: first or low-speed gearset 
has an over-running clutch between 
a composite sleeve comprising front 
and rear interlocked sections which 
rotate on a main shaft, with the 
low gear rotatably mounted on the 


rear section. 
* a * 


IS over-running clutch has an) 


important and novel function in 
SE eee Se 


Instrument Plant Opens 


NORTH HOLLYWOOD, Calif. — 
Technology Instrument Corp. of 


low gear to the composite drive 
sleeve by momentarily establishing 
a one-way drive synchronism im- 
mediately prior to positive lock-up. 

The second or intermediate speed 
gearset is located ahead cof the 
low-speed gears, and a double- 
clutch element is splined on the 
|front section of the composite 
sleeve. 

* * * 
| Bot of the magnetic clutches 
are located forward of the 
transmission, and are contained in 
'a@ bell-shaped housing similar to 
those now used for enclosing torque 
converters. 

The control system for this 
automatic drive is considered 
somewhat unusual, since controls 
| are self-contained within the 
gearbox. No “outside plumbing” 
or brackets are required. 

The driver's shift quadrant shows 
|R, N, L, D-2 and D-3. Reverse and 
| neutral positions are, of course, in- 
|dicated by R and N. In the L 
| position, the gearbox shifts to first 
| only, or optionally between first and 
| second gears. 


| In the D-2 position, the unit 





the underdrive speeds on long| California has announced opening | shifts between first and direct. In 


downgrades. 
Basically, the unit consists of a 
two-speeds forward synchro-mesh 
transmission of patented design, 





More and more ... 
_ jt takes 2 in the suburbs! 


vx Suburbs are growing 4 times faster than the rest of America. 


yxy American Home circulation is growing twice as fast 


in the suburbs (85% since 1940). 


yx Car usage is greater in the suburbs 
(22.4% of American Home families own 2 cars!). 


vv 39.5% of A.H. car buyers bought a second 
car in the past six months. 49.3% of these cars were bought new. 


Ride the 





|of its new plant here. Engineering 


services are now supplemented by 
production facilities for potentiom- 
eters, the firm stated. 


+o the 2-car market 


AMERICAN HOME MAGAZINE NOW OVER 3,000,000 CIRCULATION, ABC 


|D-3, shifts are automatic through 
|all three speeds—first, second, and 
| direct. If greater simplicity is de- 
|sired, the quadrant may be ar- 
| ranged to show only four positions: 
R, N, L and D. 


Engineering Briefs 





DETROIT.—B-H Tool & Supply 
Co. has been appointed Carboloy 
carbide tool distributor by Carbo- 
loy department of General Electric 


* * * 


Meehanite Signs Pact 


NEW ROCHELLE, N. Y— 
Meehanite Metal Corp. has an- 
nounced that a contract to manu- 
facture Meehanite castings has 
been entered into with Nordberg 
Mfg. Co. The company will pro- 
duce castings in its Milwaukee and 
St. Louis foundries. 


* * * 


New Anti-Rust Oils 


CHICAGO.—A new idea in rust- 
proofing of internal metal surfaces 
of machines during storage or 
shipment has been reported by 
Nox-Rust division, Daubert Chem- 
ical Co. Daubert has developed 
Nucle-oils (pronounced Noo-klee- 
oils), which Daubert says are cap- 
able of two-phase protection of in- 
ternal metal surfaces in closed or 
semi-closed systems. 

a x * 


Crampton to Expand 

GRAND RAPIDS, Mich. — Her- 
man E. Pleasant, president, Grand 
Rapids brass division of Crampton 
Mfg. Co., has announced that the 
company will start at once to com- 
plete new plant facilities here at 
a cost of $2,000,000. The first unit 
is already finished. 


* = ® 


MacPherson Elected 


DEARBORN. — Earle S. Mac- 
Pherson, engineering vice-president 
of Ford Motor Co., has been elected 
president of the Coordinating Re- 
search Council, Inc. 

- - a 


Alcoa Expands Titanium 


PITTSBURGH.-—Dr. Walter A. 
Dean, chief metallurgist of Alumi- 
num Co. of America in Cleveland, 
has been named to coordinate tech- 
nological development in titanium. 
Alcoa said increasing importance 
of titanium forgings in modern air- 
craft has prompted it to expand 
operations in this direction. 

* ® ~ 


Bowman Honored 


PITTSBURGH. — John R. Bow- 
man, research director at Mellon 
Institute for Industrial Research, 
Pittsburgh, has been named recipi- 
ent of the 1954 Professional Prog- 
ress Award in Chemical Engineer- 
ing, sponsored by Celanese Corp. 
of America, and administered by 
the American Institute of Chemical 
Engineers. The award carries a 
prize of $1,000. 


* * * 


Armco Charts Expansion 


MIDDLETOWN, O.---Armco Steel 
Corp. has announced a $60 million 
expansion and improvement pro- 


gram which will include two open- 
hearth furnaces and a second re- 
versing cold mill. 





~ 





























|! OPPORTUNITY 
UNLIMITED 
A Studebaker 


J case history 


i eiiiennieniciieenteninniiahiial 





CHARLES B. ERRICKSON 


reo young businessmen like 
Lewis B. Finch, Jr. and Charles B. 
Errickson are sparking the new spirit of 
enterprise and progress that’s evident right 
now in so many small and medium size 
communities all over America. 


Take Millville, New Jersey, for example, 
where the newly organized firm of Finch 
and Errickson, Inc. was awarded a Stude- 
baker dealership on March 24 of this year. 


Millville is some fifteen miles due north 
of Delaware Bay in the heart of an attrac- 
tive southern New Jersey countryside. 
Solid citizens live there. The population 
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Greetings to you from 





LEWIS B. FINCH, JR. and 
CHARLES B. ERRICKSON 
of Millville, New Jersey 


‘They’re only 28 and 35 
years of age...and they’re 
“going places” with a fine 

New Studebaker 
Dealership 


growth has always been steady but never 
spectacular. It’s a good place to be in busi- 
ness—especially if you and your family have 
long been part of the community’s life and 
traditions. 


That definitely is the way Millville’s 
young Lewis B. Finch, Jr. figured things 
out. Only 28 now, he has a record of seven 
years of successful automotive experience 
—working for a local car dealer first as 
salesman, then more recently, as sales man- 
ager. This year the opportunity to strike 
out on his own as a Studebaker dealer 
came along. 

What to do about it was quickly clear 
to young Mr. Finch. He talked over the 
set-up and its possibilities with his good 
friend, 35-year-old Charles B. Errickson— 
for over 10 years past a highly productive 
local insurance agent. 

The result was that the two, as a team, 
entered into negotiations with Studebaker. 
Local banking and civic officials gave them 
splendid recommendations. Adequate 
financing was arranged. The firm of Finch 
and Errickson, Inc. was established. And 
now two of Millville’s best liked young men 
have their own Studebaker dealership. 


This is another encouraging example of 
the opportunity Studebaker offers to 
qualified young automobile men through- 
out the nation. Perhaps you, like hundreds 
of others, would like to have a Studebaker 
Dealership in your home town. 


i don’t need a formidable amount of cash 
capital in order to get a Studebaker dealer- 
ship, if you have the qualifications that Stude- 
baker is looking for. 


What you do need is a proved record of 
success in retail automobile selling—plus 
demonstrated administrative and executive 
ability. 

Being young, of course, is no bar. In fact, 
up and coming young men are likely to have 
a full measure of the ambition and aggressive- 
ness Studebaker expects from its dealers. 


Successful service department managers— 
heads of reputable used car businesses—as 
well as retail automobile salesmen and sales 
managers—all will receive thorough consider- 
ation from Studebaker. 


A number of good dealership openings— 
perhaps one in your own home town—are 
now available. Write at once to William A. 
Keller, General Sales Manager, Studebaker 
Division, Studebaker-Packard Corporation, 
South Bend 27, Indiana. 


STUDEBAKER 


STUDEBAKER DIVISION OF STUDEBAKER-PACKARD CORPORATION ... ONE OF THE 4 MAJOR FULL-LINE PRODUCERS OF CARS AND TRUCKS 
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Hugh C. Land will succeed Wil- 
liam P. Drake as head of Pennsyl- 
vania Salt Mfg. Co.’s industrial 
chemicals division, Drake has an- 
nounced. Drake has been named 
executive vice-president. 

* * * 


Quaker Appoints Wiley 


The appointment of H. A. Wiley 
jr. as manager of belting and pack- 
ing sales for Quaker Pioneer Rub- 
ber Mills, a division of H. K. Por- 
ter Co., Inc., San Francisco, has 
been announced by G. A. Dauphin- 
ais, general manager. Wiley joined 
Quaker Pioneer in 1950. 

* + * 


Zeitlin Named Vice-President 


Of Birdsboro Steel Foundry 


G. Clymer Brooke, president, 
has announced the election of 
Alexander Zeitlin as vice-presi- 
dent of Birdsboro Steel Foundry 
& Machine Co., Birdsboro, Pa. 

Brooke also announced the ac- 








Technical PERSONNEL CHANGES 





Radiator Hose 

Heater Hose 

Body Insulators 

Heater Can Anti-Squeak Pad 
Steering Post Bracket Insulator 
Spark Plug Covers 

Steering Post Pads 

Radiator Drain Tube 

Silent Block Bushing 

Tail Pipe Insulator Suppo 
Wiper Hose ' 
Antenna Gaskets 

Division Channel Weatherstrip 
Window Channel Filler Seal 
Parking Light Lens Gaskets 
Bumper to Fender Spacer 
Fresh Air Adapter Grommets 
Battery Drain Tubes 

Gearshift Lever Arm Bushing 
Replacement Tubes 
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the Parkersburg (W. Va.) factory | Leyda formerly was with Northern 


quisition by Birdsboro of Engi- 


neering Supervision Co., New 
York, which Zeitlin will continue 
to head as president. 

Zeitlin, for the last six years, 
was vice-president and general 
manager of Loewy Construction 
Co. and vice-president of Hydro- 
press, Inc., its parent company. 


New Post for Collins 


Dr. B. T. Collins, metallurgist, 
has been appointed product devel- 
opment engineer of the Wabash di- 
vision of Raybestos-Manhattan, 
Inc., Crawfordsville, Ind. 

* om * 


Overstreet Elected President 


Of Tinnerman Products 


Robert C. Overstreet has been 
elected president of Tinnerman 
Products, Inc., according to A. H. 
Tinnerman, board chairman. 

John E. Potter, formerly comp- 
troller, hag been elected secretary- 


ing Collar Insulator 



















Frame & Axle Bumpers 

Spring Shackle Bushings 

Fender & Engine Compartment 
Dust Shield 

Steering Wheel Spoke Ornament 
Cushion 


BUTYL 


Instrument Panel Anti-Squeaks, 
Wiring Grommets 

Windshield Wiper Pivot Pad & 
Bracket Grommet 

Rear Window Weatherstrips 

Horn Ring Ornament Cushion 

Dash Liner & Cowl Trim Pads 

Door Check Arm Bumpers 

Stone Deflector Bumper 

Sound Deadener Insulation 

Tubeless Tires 

Wiring Clips 

Body Shims 

Headlight Lens Gaskets 

Radiator to Hood Seals 

Tail & Stop Lamp Lens Pads 

Radiator Seals 

Hood Lacing 

Fender Seals 

Hood Bumpers 

Bumper Grommet 

Glove Box Door Bumpers 

Gas Tank Filler Neck Grommet 

Sill Mats & Attaching Grommets 

Defroster Hose 

Door Bumpers 









treasurer and a director. Over- 
street, executive vice-president 
since 1953, succeeds George J. 
Schad who has retired. 

* 


Metal & Thermit Names 


Smith Exec Advisor 


Merritt L. Smith has been ap- 
pointed executive advisor of Metal 
& Thermit Corp. New York, it 
has been an- 
nounced by H. E. 
Martin, president. 

As staff coordi- 
nator, Smith will 
assist the presi- 
dent in integrat- 
ing the com- 
pany’s varied 
sales activities. 
His experience 
covers more than 
20 years in sales : 
administrative Mi. L. Gantt 
work concurrent with advertising. 
He has been assistant general sales 
manager, and prior to his present 
appointment was advertising and 


sales promotion manager. 
* * * 


LOF Appoints Bowers 


H. Matthew Bowers has been ap- 
pointed quality control manager of 
























of Libbey-Owens-Ford Glass Fibers | Indiana Brass Co. 


Co., according to J. M. Johns, 


president. 
* * 
Jerome Named Manager 


Of Wagner Brothers 


Steve Jerome has been appointed 
general manager of Wagner Broth- 
ers Equipment Co., J. R. Wagner, 
president, has an- 
nounced. 

Jerome recently 
was in charge of 
setting up a weld- 
ing equipment 
plant in Canada. 
In his new post, 
Jerome’s primary 
objective will be 
to translate de- 
velopments of the 
products design 
section into pro- 
duction - ready equipment for the 
metal finishing industry. 

* * * 


Leyda Joins Ohio Tube 


Wallace B. Leyda has joined the 
Ohio Seamless Tube division of 
Copperweld Steel Co. as chief 
metallurgist, according to J. W. 
Kennedy jr., division vice-president. 


Steve Jerome 


over 100 parts 

made from Enjay Butyl 
now used 

in ’55 models 























This car, like many other 1955 models, is setting new 
standards of performance and appearance. It is protected 
in vital places by parts made from Enjay Butyl—the 


super-durable rubber that outperforms and outlasts other 
types of rubber used in similar applications. 


Enjay Butyl is amazingly resistant to weather, wear, 
and deterioration. It does not crack, chip, or lose its resili- 
ency even under extreme conditions of use and climate. 
Butyl parts stay like new. 


Butyl was developed exclusively by affiliates of the 
Enjay Company, Inc., and is now available in new non- 
staining grades for white and light-colored automotive 
parts. For full information and for technical assistance in 


the uses of Enjay Butyl, contact the 


Enjay Company, Inc., 15 W. Sist St., New York 19, N. Y. 
District Office: 11 South Portage Path, Akron 3, Ohio. 
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Westinghouse Elects 


Bartlett and Shutt 


Westinghouse Electric Corp. 
has announced that Chris H. 
Bartlett and Charles C. Shutt 
have been elected vice-presidents. 

Bartlett directs the firm’s man- 
ufacturing and repair division 
and Shutt heads the small motor 
division. Both joined Westing- 
house as students, Bartlett in 
1928, Shutt in 1926. “ 

* ok 


Lang Goes to Brooks 


Appointment of Frank Lang jr., 
as resident plant manager of 
Brooks Equipment & Mfg. Co., a 
recently-acquired subsidiary of 
Borg-Warner Corp. at Knoxville, 
Tenn., has been announced. Lang 
had been plant superintendent and 
personnel manager of Wausau 
Mfg. Co., another Borg-Warner 
subsidiary at Wausau, Wis. 

OK a * 


Holden Leaves Ford, 
Joins Borg-Warner 


E. B. Holden, former Ford execu- 
tive, has been named materials- 
handling engineer of Borg-Warner 
Corp.’s Long man- 
ufacturing divi- 
sion, according to 
T. J. Ault, presi- 
dent and general 
manager. 

He was gradu- 
ated from Notre 
Dame in 1945 and 
got his degree in 
industrial en gi- 
neering from the 
mee: University of 
E. B. Holden Michigan in 1948. 
After plant training with Kaiser- 
Frazer, Holden joined Ford, where 
he became a supervisor in mate- 
rial handling. 

ca 


White of Canada Names 
Jones Chief Engineer 


B. Frank Jones has been named 
chief engineer for White Motor Co. 
of Canada, Ltd., according to Henry 
J. Nave, president. He will be 
stationed in To- 
ronto. 

Jones has been 
chief engineer for 
Autocar since 
1946. He is a for- 
mer assistant 
chief engineer of 
White and during 
World WarlII 
was in charge of 
the military engi- 
neering program. 

Jones worked 
with Canadian Ordnance on design 
of military vehicles. 

OK os * 
Wolverine Picks Kern 


Wolverine Tube, division of Calu- 
met & Hecla, Inc., has announced 
the appointment of Dr. Donald Q. 
Kern as professional consultant in 
the field of heat transfer. Dr. Kern 
formerly worked for Foster Wheel- 
er Corp. and Patterson Foundry & 
Machine Co. 


B. F. Jones 


Borden Appoints Clark 


Appointment of Herbert H. Clarke 
jr., as executive vice-president of 
Borden Company’s chemical divi- 
sion has been announced by Augus- 
tine R. Marusi, president. Clarke 
has been vice-president and general 
sales manager of the division for 
the past year. He started as a 
salesman with the division in 1940. 
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AUTO TURNTABLES 


Here is a rugged, all steel turntable, 
scientifically balanced to take all cars. 
Just plug in. For indoor or outdoor 
display. Write for free literature. 





prices. 
AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 
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STUDEBAKER — '50 Champion conv., 
$235. 
. * ® 
MANHEIM, PA 
| f t p , PA. : ri 
| Used-Car Auction Prices |) sence PA ce 
Sale every Friday. Prices are for sale of s y 
June 10.) (Compiled by Automotive News) 
(Market good, Sold 228 cars out of 3 1968 ants 
286 offerings.) une, ay, pri, 
Market Trend BUICK—’55 Super Riviera 2-dr., $2,725*; Model To Date 1955 1955 
e. - 

The overall average price of used cars sold at wholesale auction choise. os Seatac cont,, oueeee ry 1955................ $2,149 $2,147 $2,188 
thus far in June was unchanged last week from the average estab- Super Riviera, $1,820*. '53 Special 2-dr., BGC4............... Beg? 1,489 1,526 
lished in the previous week. $1,240°. (52 Special Riviera, $010. °61 1958............... 1,002 1,009 1,048 

The ind halved ith f odel h s i df Special 4-dr., $580. 49 Super conv., 1 

e index was halved, wi our models showing increases and four $350°, 952 sees 682 696 716 
decreases. The changes in all instances were of modest proportions. | CADILLAC—'55 (62) conv., $4,875* (ps); 1951 488 508 514 

Advances were foll 3% 10; ’49s, up $7; ’48s, up $2, and 4-dr., $4,050* (ps). '54 (62) coupe, $3,- 950 330 
’ os as follows: "Sts, up $10; p OD 95 » Up $2, 700* (ps). '53 (62) 4-dr., $2,350*. '52 1968........... 564 568 
58s, up $1. ; j ’ (62) 4-dr., $1,875*. ‘49° (62) conv., 1949............. 245 252 266 

Declines were: ’51s, down $1; ’50s, down $2; ’52s, down $8, and ’55s, $850°. i siniiitrnsse 180 155 174 
down $13. CHEVROLET—’55 Bel Air (8) 4-dr., $2,- Overall ahaa 

. ?. an - 

Record low prices were established for ’52s and ’51s. om Wel bs Bel ke eee ananee. Average $ 810 $ 827 $ 8651 

Buyer acceptance was reduced last week. At a group of represen- ’53 Two-ten 2-dr., $1,075; One-fifty 4-| . . 
tative auctions, 68.7 percent of the offerings were sold. A week earlier, So SOs. "8 GL. Doren 6-40. 765°, | (The _ — are te . 7 i ter oe - makes 
acceptance reached 73.4 percent. ames e, ; y sedan, | and models, carried regularly in Automotive News. 

. . pecial 4-dr., $500, '50 SL | 
Prices marked with an * indicate a unit equipped with an automatic | Deluxe Bel Air, $520. '49 SL Deluxe} 
transmission or overdrive and (ps) indicates power steering. cuniela 55 ° $1,300*; Main (8) station wagon, $1,- Ambassador 4-dr., $865*; Rambler sta- 
s cCR—’55 NY 4-dr., $2,900* (ps). = ’ 8) 4d $1,000 "52 Cus- ti 600. s , 2-d 
. ia | °53 Windsor 4-dr., $1,075*. ’52 Saratoga} 100; Custom (8) 4-dr., $1,000. — lion wagon, $600. '50 Statesman 2-dr., 
OAKLAND. CALIF. HUDSON—’52 Hornet Hollywood, $790. 4-dr., $950*; Windsor Newport, $895°;| tom (8) 4-dr., $785*. '51 Deluxe (6) 2-| $130. 
bnend ‘ ote eat wea- | KAISER—'51 Deluxe 2-dr., $260. NY 4-dr., §750*, '50 NY 4-dr., $475: dr., $410. °50 Custom (6) 2-dr., $290. | OLDSMOBILE — '55 (98) conv., $3,335* 
(Oakland Auto Auction, Sale every Wed- |. ’ oe 460%: Qc 00% . '49 Custom (6) 4-dr., $190. (ps); (88) Holiday, $2,950* (ps), $2,800* 
| NASH—’49 (600) 2-dr., $125. Windsor 4-dr., $460*; 2-cr., $200°. ; Ps), 
nesday. Prices are for sale of June 15.) | OF nemoOBILE—'51 (98) 4-dr., $675*. '50 | DeSOTO—'53 Fire Dome (8) 4-dr., $1,230; | HUDSON—'54 Hornet Hollywood, $1,550*.| (PS); Super 4-dr., §2,470*. ‘54 (98) 4- 

(We had a good consignment of clean (98) 4-dr., $460*, $405*. Powermaster 4-dr., $950*. '52 Fire Dome| ‘52 Hornet 4-dr., $875*. dr., $2,330° (ps). '53 (98) 4-dr., $1,840 
cars this week with lots of buyers. Bid- | pLyMOUTH—'53 Cranbrook 4-dr., $745; (8) 4-dr., $875*, ’51 Custom 4-dr., $340. | KAISER—’52 4-dr., $575, $530. 7. 52 (88) 4-dr., $925°. "51 (98) 
ding very active. Sold 70 percent of en- Cambridge club coupe, $670. '50 Special "49 Custom club coupe, $420*, LINCOLN—’52 Capri coupe, $1,375*; Cos- oliday, $865*. 
tries.) | Deluxe 2-dr., $290, '49 Special Deluxe | DODGE—'55 Coronet (8) Diplomat, $2,-| mopolitan 4-dr., $1,060. was an oa 51 4-dr., $610. '50 4-dr., 

BUICK—’53 Super Riviera, $1,350°; 4-dr.,| 4-dr., $250. 170°; 2-dr., $1,600. ‘53 Coronet Diplo- | MEROURY—'55 Monterey 4-dr., $2,070°; | Pato yey a coos — . 
$1,225*. PONTIAC — '54 Star Chief (8) Catalina, mat, $1,070; station wagon, $1,000*; 4- Custom 2-dr., $1,920*. ’54 Custom 2-dr., 875, $1 740. 54 elvedere (8) 4-dr., $1,- 
CADILLAC—’53 (62) 4-dr., $2,310*. °51| $1,715*; station wagon, $1,590. '53 Chief- dr., $900*. ’°51 Coronet 4-dr., $440. $1,370. '53 Custom Sport coupe, $1,380; poe § coke Met Savoy 4-dr., $1,180. '53 

62 di 1,560". ° (62) 4-dr.. $1,-| tain (8) 2-dr., $885. ’51 Silver Streak | FORD—’55 Custom (8) conv., $2,040; 4-| Monterey 2-dr., $1,310*. ’51 2-dr., $625. ranbrook Belvedere, $1,085; station wag- 

{ (62) 4-dr., $1,560°. "50 (62) 4-dr., $1,-| (3) 4 ar. $525*. ‘50 Silver Streak (8)| dr., $1,790*. '54 Custom (8) conv., $1,-| ‘50 2-dr., $430. on, $1,040; 2-dr., $830, '52 Cambridge 


(Continued on Page 33, Col. 1) 





. 
CUEVROEET—'55 Two-ten (6) 4-dr., $1,-| 248 $980". | 470; 2-dr., $1,275. °53 Crest (8) Victoria, | NASH—'55 Statesman 4-dr., $1,900. °52 
650. '54 Two-ten 2-dr., $1,025, '53 Two-|-= 
ten club coupe, $895. '52 SL Deluxe 4-| 
dr. $780. ’'51 SL Deluxe 4-dr., $635; FL 
Special 2-dr., $530. ’50 SL Deluxe conv., 
$580; 4-dr., $520; 2-dr., $515. °49 SL} 
Deluxe club coupe, $430. °47 SM 2-dr., 
$180. 
CHRYSLER—’52 Windsor 4-dr., $830*. '51 
Windsor 4-dr., $675*, $615, $595*. 
DeSOTO—’50 club coupe, $505. 
DODGE—’53 Coronet station wagon, $1,- 
090. ’51 4-dr., $500. '50 4-dr., $365. 
FORD — '54 Custom (8) station wagon, 
$1,775*. °53 Custom (8) 4-dr., $1,025*, 
$855; 2-dr., $940; Main (6) 2-dr., $770; 
%-ton panel, $725. ’'51 Custom (8) Vic- 
toria, $695, $640; conv., $645*; 4-dr., | 
$580*, $535*; club coupe, $570*,. ’50 %- 
ton pickup, $520. '49 Custom (6) 4-dr., 
$255°*. 
HUDSON—’51 Hornet 4-dr., $620*. 
NASH—’52 Rambler 2-dr., $660*, $625. 
OLDSMOBILE—’54 (88) 4-dr., $1,795*. ’51 
(88) 2-dr., $805*; 4-dr., $670*. 50 (88) | 
4-dr., $560*. '49 (98) conv., $350*; 4-dr., | 
$210*, '47 (98) 4-dr., $130*. | 
PLYMOUTH — ’51 Cranbrook 4-dr., $485. | 
50 Special Deluxe 4-dr., $390. ’°49 Spe- 
cial Deluxe 4-dr., $330. '48 Deluxe 2-dr., | 
$165. | 
PONTIAC — '54 Chieftain (8) 2-dr., $1,- 
345*. °53 Chieftain (8) 4-dr., $1,140*. 
"52 Chieftain (8) club coupe, $645*, °48 
Torpedo (8) 4-dr., $155*. °47 Torpedo 
(8) 2-dr., $145, $100. 
STUDEBAKER — ‘50 Champion 2- dr., 
$325*. °49 Champion 4-dr., $275*. 
WILLYS—’53 station wagon, $875*. 
MISCELLANEOUS — '55 Volkswagen sta- 
tion wagon, $1,950. 


FARGO, N. D. 


(Tri-State Auction Co, Sale every Thurs- 
day. Prices are for sale of June 16.) | 
(One of the hottest sales we have had 
in a@ long time, Buying was brisk and 
prices down slightly. Sold 62 cars out of 

33 offerings.) 

BUICK — ’55 Super 4-dr., $2,850* (ps). 
’54 Super Riviera, $1,990*. ‘52 Special 
4-dr., $750, $650; Super 4-dr., $625. ’51 
RM 4-dr., $695*. °50 Super 4-dr., $500*. 
’49 Super 4-dr., $305. 48 RM 2-dr., 
$105*. 

CHEVROLET — ’55 Bel Air (8) Sport 
coupe, $2,035*. ‘54 Two-ten Delray 
coupe, $1,050*. °53 Bel Air Hard Top, 
$1,230*; conv., $1,140*; 4-dr., $980", 
$935*; Two-ten 4-dr., $725; One-fifty 
station wagon, $880. ’°52 SL Deluxe 4- 
dr., $615*; 2-ton stake, $845, $630. ’51 
SL Deluxe 4-dr., $500; 2-ton stake, $605. 
’50 SL Deluxe 4-dr., $400. 

CHRYSLER—’49 Royal 4-dr., $255*. 

DeSOTO—’51 Custom 4-dr., $495*. 50 Cus- 
tom club coupe, $300. 

FORD—’55 Fairlane (8) Crown Victoria, 
$2,225*; %-ton pickup, $1,085. ’54 Main 
(8) Ranch Wagon, $1,475. '53 Crest (8) 
Victoria, $1,195*; Custom (8) 4-dr., $1,- 
065*, $1,040*; Main (8) 4-dr., $980*; 
2-dr., $835. ’52 Main (8) Ranch Wagon, 
$895; Custom (8) 2-dr., $690; %-ton | 
Pickup, $605. '51 Custom (8) Victoria, 
$590, $475; 2-dr., $525, $500; club coupe, 
$525*; Deluxe (6) 2-dr., $430; %-ton 
platform, $550. °49 Custom (8) 2-dr., 
$225. 










COOL FRONT FOR 


2,000,000 "ROCKETS"! 

















Over 2,000,000 “Rockets” are rolling . . . and Harrison’s doing 


the cooling! It’s a milestone for Oldsmobile and for Harrison, 


too! For right on through the high-compression era, Harrison 


radiators have been out front . . . cooling each “Rocket” 


Greater Profits with High Quality 


JEEP PARTS 


Engine for peak performance! What’s more, you'll find 
Harrison heat exchangers on the job in the air and on the sea, 
on the farm and in the factory—on all types of aviation, 


marine and industrial equipment. And with its ultra-modern 





Every “Rocket” Engine engineering and research facilities, Harrison is always searching 
is cooled by a rugged, 


reliable Harrison radiator! for new and better ways to do the vital cooling job. If you 


Write teday for NEW Catalog 


Republic Sales Company 
1809-11 S. State St. 
Chicago 16, Illinois | 


have a cooling problem, look to Harrison for the answer! 
HARRISON RADIATOR DIVISION, GENERAL MOTORS CORP., LOCKPORT, N.Y. 
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WHEEL DOLLY—A “Y" dolly for single, 
dual wheels and brakedrum assemblies is 
said to be based on an entirely new 
principle. Hinged rollers assume the angle 
of the axle on the jack and prevent bind- 
ing, it is claimed. According to the manu- 
facturer, just a few turns on the ball- 
bearing-equipped caster-jack lifts and 
lowers the heaviest dual wheels. Cam Tool 
Co., Inc., 11 Randwick Ave., Oakland, 
Calif. 





BRAKE FLUID RESERVOIR — The Brake 
Fluid Safety Reservoir is attached to the 
firewall of a car and supplies additional 
hydraulic brake fluid when the master 
cylinder supply gets low. Being transpar- 
ent, the fluid level can be checked vis- 
vally. The device is said to provide an 
accessible point for bleeding and refilling 
the brake system. West Industries, Inc., 
417 Twenty-first S., Jackson, Mich. 

* 





oe 
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INDUSTRIAL FANS—M & E Mancooler 
fans range in size from 24 through 48- 
inch diameter in portable and stationary 
models and 18 through 48-inch diameter 
in ceiling or wall mounting. CFM capaci- 
ties range from 1,910 to 34,400 and 
horsepowers from 1/20 to 5. All models 
have cast aluminum blades. M & E Mfg. 
Co., Dept. F-305, 2571 Winthrop Ave., 
Indianapolis 5, Ind. 

* r * 


Correction 


The address of Blackstone Mfg. 
Co. is 4634 W. Harrison, Chicago 


44, Ill., and not as incorrectly car- 
ried in the Apr. 25 issue of AutTo- 
MOTIVE NEws. 





AUTO CLEANER—No-Wipe is a neutral 
detergent for cleaning the inside and out- 
side of automobiles. It is said to dry free 
of streaks after being rinsed off with a 
hose. Arthur H. Kitson, Inc., 20818 Har- 
per Ave., Horper Weeds 2° Mich. 


Micro-Lube Introduces 


Oil, Fuel, Additive 


Micro-Lube ‘Sales has introduced 
Micro-Lube, which it describes as 
a lubricating oil designed for blend- 


NEW PRODUCTS 


ing with crankcase oil and fuel in 
all types of internal combustion | 
engines using gasoline, diesel fuel | 
or natural gas. 

The firm said it is recommended | 
for tune-up and break-in periods to | 
reduce friction and hard starting. 
The company said it will not 
change the viscosity of the oil in 
the engine. Laboratory reports and 
user tests are available from 
Micro-Lube Sales, 2030 Irving Blvd., 
Dallas, Tex. 


+ * * | 








CAST PISTONS — Turner pistons are 
made with a heat control process in pour- 
ing which is said to give uniform strength 
in all directions. The pistons are available 
for all new V-8 engines, as well as many 
foreign cars, in oversizes and any com- 
Pression ratio. Turner Piston Co., 8355 
Wilcox Ave., Bell, Calif. 


* * * 





DISPLAY CASE—A dealer display case 
that holds 100 Sure-Tite general purpose 
hose clamps is available. The all-metal 
case has a transparent, hinged cover and 
is divided into four sections for different 
sizes. It is finished in red, black and 
white enamel. Wittek Mfg. Co., 4305-37 
W. Twenty-fourth Place, Chicago 23, Ill. 

* * * 





CAR FINISHER—Hi-Gloss finish process 
system consists of a turkish towel im- 
pregnated with a chemical which is said 
to apply a hard, clear finish to car paint, 
chrome and trim. Also available is the 
Hi-Gloss cleaner-polisher, a liquid form. 
Both contain Penatite, said to penetrate 
paint to give a longer-lasting finish. Ny- 
Col Products division, Chilsholm Indus- 
tries, Inc., 11 Commercial St., Lynn, Mass. 

* « * 





HAND TOOL—The Super Champ hand 
tool crimps insulated solderiess terminals 
and connectors. It also is said to shear 
bolts and machine screws and cut and 
strip wire. It is made of heat-treated steel 
with insulating sleeves of yellow plastic. 
Aircraft-Marine Products, Inc., 2100 Pax- 
ton St., Harrisburg, Pa. 





PLATING PROCESS—CRoMiTizing is a 
process for cold plating metal, wood, 
plastic and composition. The process 
chemically combines metal and liquids 
into a formula which can be sprayed 
on and buffed to a bright finish, it is 
claimed. CRoMIT Products Corp., 3895 
Washington St., Roslindale 31, Mass. 





NUT DRIVERS—The Tapered-Grip nut 
driver set features internally tapered 
sockets which engage the nut or caphead 
screw until it is tightened into place. The 
sockets are said to hold the work at any 
angle until a remover ring ejects it. The 
drivers are made of high-carbon steel 
and have handles of Tenite plastic. The 
set is sold through Western Auto Supply 
Co. Amalite, Inc., 1884 Pitkin Ave., Brook- 
lyn 12, N. Y. 





ENGINE TUNER—The APPI is an av- 
dible piston position indicator for tuning 
engines without the motor running. Made 
of brass, it is screwed into a spark plug 
hole. A.P.P.I. Enterprises, 593 Amsterdam 


Ave., New York 24, N. Y. 
* * x 


TROUBLE LIGHT —The Tel-A-Lite is a 
trouble-light made in the form of an auto- 
mobile telephone. it hangs on a bracket 
mounted on the dash and has a 10-foot 
retractable cord. It comes in 6 and 12- 
volt models. California Co., 942 S. La Brea 


Ave., Los Angeles 36, Calif. 
* ae + 


Masking Tape Unveiled 


In New York Display 


Hi-Lux Tape Corp. has unveiled 
its new Hi-Lux masking tape at a 
display in New York. 

The company said a new ingre- 





|dient makes the tape “fresh for 
| years” and eliminates complaints 
lof loss of adhesive power and 
brittleness. More information can 
be obtained from the firm at 58 
Seabring St., Brooklyn 31, N. Y. 


* x * 





DOOR HANDLE TOOL—A tool for re- 
moving remote control door handles and 
window cranks on 1955 Chrysler-made 
cars has been marketed. The tool slips 
between the handle and washer, releasing 
the clip. Owatonna Tool Co., 314 N. Cedar 
St., Owatonna, Minn. 








SECURITY CAMERA—The Security Elec- 
tronic Camera photographs a_ check- 
passer, his check and his identification in 
a single “take.” The double-lens, 35-milli- 
meter camera measures 11 by 10 by 6 
inches and weighs 15 pounds. An adapta- 
tion is planned for factories and shops to 
eliminate falsification of time-clock records 
by substitute punching. The camera uses 
a 100-foot roll of film which registers 
2,000 pictures. No posing of the subject 
or adjusting of the lens is said to be 
necessary. Security Electronics Corp., 589 
Fifth Ave., New York, N. Y. 

» * 


* * 





SELF-DISPLAYER—Mico hydraulic brake 
locks are being packaged in a yellow, 
red and blue self-display box. The box 


features transparent plastic covers that 
fit over each component part. The display 
unit comes with an individual shipping 
carton. Minnesota Automotive, Inc., 1101 
N. Front St., Mankato, Minn. 

* * * 


| AIR BLOW GUN—The Hosemaster 482 | 
| air blow gun is said to offer a continu- 
|ous scale of force. A ring lock at the 
rear of the nozzle holds the desired air 
pressure setting. The gun is made of non- 
| corrosive alloy metal with a brass valve. | 
| Gilmour Mfg. Co., Somerset, Pa. 








CAR TOP CARRIER—The Helms car top 


carrier features stainless steel saddles 
that fit the shoulder of the car roof, per- 
mitting mounting without suction cups or 
drilling into the body. The saddles are 
plastic covered to prevent marring the car 
finish. The rack folds down (above) for 
large loads and all rails are chrome 
plated. Helms Industrial Development Co. 
2730 Scotten Ave., Detroit 10, Mich. 


Pittsburgh Glass Unveils 


‘Fade Proof’? Auto Enamel 


Ditzler color division of Pitts- 
burgh Plate Glass Co. has an- 
nounced development of an enamel 
called Ditzler DRE. 

The firm said that two years cf 
testing have indicated that it has 
a “unique resistance” to chalking, 
checking and loss of gloss. It also 
said it will eliminate polishing an 
auto for the first two years of 


ownership. 
* + a 


Q, 


BRAKE TOOL—The Wonder Brake Tool 
installs and withdraws pistons and cups in 
wheel cylinders of Chrysler-built cars and 
a number of other makes. The tool is 
inserted into the piston, turned so that 
the teeth lock, and then withdrawn. To 
replace, the piston and cup are injected 
together from a tool which is held close 
to the cylinder. Win-Well, Inc., 5644 Bank- 
field Ave., Culver City, Calif. 

cd Ok 


Sonneborn Introduces 


Amalie 1-2-3 Motor Oil 


L. Sonneborn Sons, Inc., refiner 
of the Amalie line of Pennsylvania 
motor oils and lubricants, hag in- 
troduced Amalie 1-2-3. 

The firm said it is recommended 
where SAE 10W, 20-20W or 30 is 
indicated and for API services ML, 
MM, MS and DG. 

oe * 


* 





SPARK PLUG GAUGE—Made of plastic, 
this spark plug gap gauge comes both in 
| @ universal model and a model for '41-'55 
Ford cars and trucks. Loops of stainless- 
steel wire are molded in the plastic. 
Raised lettering on the back of the gage 
| gives average spark plug and distributor 
gap settings. Anderson Associates, Inc., 
Toledo 1, O. 


* * * 


Floodlighting Outlined 


For Service Stations 


“Service Station Lighting,” a 14- 
page booklet, describes how to plan 
and install floodlighting for retail 
gasoline service stations. 

It gives detailed layouts for sta- 
tions located on main or secondary 
highways or business districts. It is 
offered without charge to persons 
writing om company letterheads. 
Bulletin 2677, Crouse-Hinds Co., 
_ and N. Seventh Sts., Syracuse, 
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$680*. '50 NY 4-dr., $285. °49 Windsor 410*. ‘54 Belvedere 4-dr., $1,350*. ‘53 ‘53 Windsor 4-dr., $945*. ‘52 NY 4-dr., 

4-dr., $200. aan coupe, $785; ee guise: lose , oa ik ae $575° (ps) 
DeSOTO—'55 Fire Dome (8) 4-dr., $2,220°.| $580. ’52 Cranbrook 4-dr., $660%, $515°;) ° indsor 4-dr., 

53 Powermaster 2-dr., $9 Cambridge 4-dr., $400, $375, $365. °51| pesSoTO—’53 Fire Dome (8) 4-dr., $855*. 


Used-Car Auction Prices — ||rirtrint 22: BP" | Saintes 8 FB ts | POM. Te Dame, ar, $8 





(Continued from Page 31) FORD—~’55 Fairlane (8) Crown Victoria, (8) conv., $1,200* (ps). °52 Chieftain 


4-dr., $665. '50 Deluxe 4-dr., $525. 
PONTIAC—’55 Chieftain (8) 4-dr., $2,- 
060*. '54 Star Chief (8) Catalina, $1,- 
900*; station wagon, $1,600*. °53 Chief- 
tain (8) 4-dr., $955. °52 Chieftain (8) 
4-dr., $675. '50 Silver Streak (8) conv., 
$470*; Silver Streak (6) 2-dr., $200. 


STUDEBAKER — '53 Champion Sport 
coupe, $910*; Commander 4-dr., $740*. 
"50 Champion conv., $290; 2-dr., $265. 


WILLYS—’53 station wagon, $740. '51 %- 
ton pickup, $260. '49 %-ton pickup, $170. 


GRAND RAPIDS, MICH. 


(Grand Rapids Auctions, Inc. Sale every 
Tuesday. Prices are for sale of June 14.) 

(Market steady to very strong. ’54 and 
°55 models in much greater demand. All 
’65 models entered were sold. Sold 97 
cars out of 122 offerings.) 


BUICK—’54 Skylark conv., $2,750° (ps); 
Super Riviera, $2,050*; 4-dr., $1.915*; 
Special Riviera, $1,775*; 4-dr., $1,725*. 
"53 Super Riviera, $1,340*, $1,295*, $1,- 
270°; Special Riviera, $1,125; 2-dr., $1,- 
020, $1,015*. °52 Super Riviera, $875*; 
2-dr., $815*; Special 2-dr., $820. ‘51 
Super Riviera, $625*; Special 2-dr., 
$535*; RM Riviera, $535*. ‘50 Super 
Riviera, $620; 4-dr., $425; Special 4-dr., 
$500*, $480; 2-dr., $450*. 

CHEVROLET—’55 Bel Air (6) 2-dr., $1,- 
675; Two-ten (6) 4-dr., $1,615, $1,600, 
$1,530. '54 Bel Air 4-dr., $1,370°, ‘53 
Bel Air 2-dr., 2 at $915. "52 SL Deluxe 
Bel Air, $860; club coupe, $600, $485. 
’51 SL Deluxe 2-dr., $435*, $415; FL 
Deluxe 4-dr., $430, $300. '50 SL Deluxe 
4-dr., $300, $215; SL Special 2-dr., $225. 
‘49 FL Deluxe 2-dr., $310; SL Deluxe 
club coupe, $140. °48 FL Aerosedan, 
$135. 

DODGE — ’55 Royal 4-dr., $2,150*. ’53 
Meadowbrook 4-dr., $685. '51 Meadow- 
brook 4-dr., $390*. °50 Meadowbrook 
4-dr., $315*, $290, $280°*. 

FORD—’55 Custom (8) 2-dr., $1,680, $1,- 
650. °54 Custom (8) station wagon, $1,- 
600*, $1,560. ’°53 Crest (8) Victoria, $1,- 
070*; Custom (8) 2-dr., $1,005*, $925; 
4-dr., $955. ’52 Custom (8) club coupe, 
$765; Custom (6) 2-dr., $700*; Main (6) 
2-dr., $585. °51 Custom (8) 2- -dr., $405. 
"49 Custom (8) conv., $225. 

MERCURY — ’'52 Custom conv., $1,125*. 
*50 club coupe, $425; 4-dr., $350*, $325*. 

NASH — '53 Statesman 2-dr., $925. ’51 
Ambassador 4-dr., $355*. 

OLDSMOBILE—’55 (88) police car, $1,- 
425*. °53 (88) 2-dr., $1,135. °50 (88) 
4-dr., $330*. °49 (98) 4-dr., $320*; (66) 


4-dr., $260*. 
PACKARD—’51 Patrician 4-dr., $600*. 
PLYMOUTH — ’54 Belvedere club coupe, 


$1,420*; 4-dr., $1,165*. °53 Cranbrook 
2-dr., $785; 4-dr., $760. °'51 Concord 
station wagon, $550; 4-dr., $480; Cam- 
bridge 4-dr., $405. °50 Special Deluxe 
4-dr., $185. °49 Special Deluxe 4-dr., 
$170. 

PONTIAC—’54 Star Chief (8) 4-dr., $1,- 
675*. ’53 Chieftain (8) Catalina, $1,350*; 
2-dr., $1,155*, $1,090*, $945*. °52 Chief- 
tain (8) 2-dr., $470*. ’51 Silver Streak 
(8) 4-dr., $525*; 2-dr., $480%, $235. ’50 
Silver Streak (8) Catalina, $415; Silver 
Streak (6) 2-dr., $260. 

STUDEBAKER — ’'51 Commander 4-dr., 
$305. ’50 Champion 4-dr., $205. 

— — °29 Franklin 4-dr., 


DENVER 


(Denver Auto Auction. Sales every Mon- 
day and Friday. Prices are for sales of 
June 10-13.) 


(Prices firm; market steady. Sold 126 
cars out of 266 offerings.) 


BUICK—’55 Century Riviera coupe, §2,- 
950* (ps); Special Riviera coupe, $2,- 
650*. °53 Super Riviera coupe, $1,220*; 
RM Riviera coupe, $1,190*. 51 RM 4- 
dr., $920*; Super conv., $490*,. ‘50 Spe- 
cial 4-dr., $345*, $325. 

CADILLAC—’55 (62) coupe deVille, 2 at 
$4,900*. (ps); coupe, $4,500*% (ps). ‘54 
(62) 4-dr., $3,450* (ps). '53 (62) coupe, 
$2,580*, $2,520*. °52 (62) coupe deVille, 
$1,905*, $1,860*. '51 (62) conv., $1,525*. 

CHEVROLET—’55 Bel Air (8) 2-dr., $1,- 
725; %-ton pickup, $1,440, $1,375. '54 
Bel Air 4-dr., $1,405*; $1,225*%; Two-ten 
2-dr., $1,190, $1,090; 4-dr., $1,100. °53 
Two-ten station wagon, $1,215; 2-dr., 
$890, $765; %-ton pickup, $520. 52 SL 
Deluxe 2-dr., $620; FL Deluxe 4-dr., 
$615. °51 %-ton pickup, $500. '50 FL 
an 4-dr., $335. °49 SL Deluxe 2-dr. 

CHRYSLER—’53 NY 4-dr., $1,235* (ps), 
$1,185* (ps). °48 NY 4-dr., $215*. 

FORD—'55 Fairlane (8) Victoria, $2,260* 

(ps); 4-dr., 2 at $2,145*; Custom (8) 

station wagon, $2,440*, $2,085; %-ton 

pickup, $1,435. °54 Crest (8) Victoria, 
$1,490. °53 Custom (8) station wagon, 

$1,445*; Crest (8) Victoria, $1,205, '52 

Main (8) Ranch Wagon, $1,140*, $1,- 

060; conv., $910°*. 

HUDSON — ’51 club coupe, $400; 4-dr., 

$270. ’50 4-dr., $340, $1 

KAISER—’51 2-dr., $2358 4- dr., $195. ‘50 
4-dr., $130. 

LINCOLN—’54 Cosmopolitan 4-dr., $2,250. 
"49 4-dr., $265. 

MERCURY—’55 Montclair 4-dr., $2,865*; 

Monterey Sport coupe, $2,575. °54 Mon- 

terey Sun Valley, $1,750*; 4-dr., $1,500* 

(ps). ’53 Custom Sport coupe, $1,230*; 

Monterey 4-dr., $1,190*; 2-dr., $1,180*. 

NASH—’52 Statesman 2-dr., $595; Rambler 

club coupe, $565. ’51 2-dr., $290. 

OLDSMOBILE—’55 (98) Holiday, $3,300* 

(ps); coupe, $2,945* (ps); (88) Holiday, 

$3,050* (ps), $2,690%, $2,670*%, $2,665*, 

$2,545*; 2-dr., $2,445*. ’53 (98) Holiday, 

(88) 4-dr., $1,065*, '52 


PACKARD—"51 (200) sedan, $545. 
toy A Belvedere (8) Sport 
$2,310*. °53 Cranbrook 4-dr., 

$77 75. "52 Cambridge station wagon, $795. 
’51 Cambridge station wagon, os: 
Cranbrook Belvedere, $595. °50 Cam- 
bridge station wagon, $450, ’49 Deluxe 
2-dr., $150. 

PONTIAC—'55 Chieftain (8) Catalina, sae 

395*. ‘53 Chieftain (8) 4-dr., $1,34 

’52 Chieftain (8) Catalina, $935*. ‘ei 

Silver Streak (8) 4-dr., $505. '49 Silver 
_Streak (8) 4-dr., $320*. 

STUDEBAKER — '53 Commander 2-dr., 







































’ slub coupe, $345*; Deluxe club 
Coronet Diplomat, $1,105*. '52 Coronet! ponTIAC—’ t tom ; 
4-dr., $600; Diplomat, $590. ’50 Coronet ‘wees tm): nar. $a,189° oo es coupe, $305*. 


4-dr., $300. Chieftain (8) 2-dr., $1,255. °53 Chieftain 


4 


DODGE—’54 Coronet station wagon, $1, - 
335*. '53 Meadowbrook 4-dr., $650*%. '52 


> ‘ ~ Coronet station wagon, $760*; Diplomat, 
$2,275*; 2-dr., $2,075°; Custom (6) 2-| (8) 4-dr., §920*; Chieftain (6) 4-dr., —* : 
$890. °50 Champion 2-dr., $225, $215.| dr., $1,670°. '54 2-ton stake, $990. '53| $530°. ‘Si Silver Streak (8) 4-dr., $575*.| $535". "51, Wayfarer 2-dr., §375*. °50 


’49 Champion 2-dr., $120. Main (6) station wagon, $1,015; Custom | STUDEBAKER—'55 Commander 2-dr., $1,-| ponp 55 “Thunnerbind, ” §$2,870*; Fair 


WILLYS—'51 jeepster, $570. (8) 2-dr., $985*, 2 at $950, $945. "52 De-| 580. '54 Commander Land Cruiser, §1,- 
caasamenee - —— luxe (8) 4-dr.,' $500; Deluxe (6) 4-dr.,| 180%. '53 Commander coupe, $1,060*; 2- ‘a Get a) cea “a on’ $1, 885°. 
a aad %-ton pickup, | $430, '51 Custom (8) 4-dr., $460*, $450°,| dr, $1,000*; Champion 2-dr., $900*. '51 ce 3 oa? 
$425. '50 %-ton pickup, $390, $435*, $430, $425, $420, $340. '50 Deluxe| Commander 4-dr., $255*. | pp wa eh Ee’ cee ‘ $1,295 , $1,- 
(6) 2-dr., $235, $175, $165. '49 Custom| WILLYS—’49 (4) station wagon, $300*.  S-dr., $1,140. rest (8) Victoria, 
DYER, IND. (8) 2-dr., $300, $205, $185, $175 $1,385°, $1,345", §1,230*; station wagon, 
: j . E ¥ ; Custom ) conv., ’ ; Main 
(Dyer Auto Auction. Sale every Friday. | HUDSON—'53 Hornet 4-dr., $890*, $740°, CHICAGO (8) Ranch Wagon, $1,095. 
Driess ace for gale of June 16.) $720°; Wasp club coupe, $830*, ‘51 Hor-| oo. auto auction. Sale every Tues-| HUDSON—'53 Wasp 4-dr., $750°. '52 Hor- 
(Sold 220 cars out of 296 offerings.) 16” $280*. ‘50 Pacemaker 4-dr., day. Prices are for sale of June 14.) = neers ~——_ 4-dr., $350. 
aon? *. * 4 “ ornet 4-dr., < 
Pra, $1850" (pe. oS. Super 4-cr | KAISER —’53 Manhattan 4-adr., $665°,| __ (Sold 280 cars out of 477 offerings.) | LINCOLN—'53 Capri coupe, $1,760* (ps); 


> 6 te . ¢ e $635*. BUICK—’55 Special 4-dr., $2,740* (ps); conv., $1,700* (ps). '50 4-dr., $300*. 
eaeoav. $foses ddr.’ 005%, 455°; | MERCURY—'S5 Monterey 4-dr., $2,355°;| Century Riviera 2-dr., $2,565* (ps). '54| MERCURY — '55 Montclair 2-dr., $1,795. 


; coupe, $2,315*. ' -dr. - RM conv., $2,220* (ps); 4-dr., $2,030° ’54 Monterey coupe, $1,980*, $1,940* 
Special 4-dr., $575*, $545. '50 Super 4-| coupe, $2.315°. °53 Custom 4-dr., $1.-| (os, “Super Riviera 4-dr., $2,080" (ps),| (ps). $1,860"; station’ wagon, ’ $1,795; 
—s $370°. "49 RM Riviera, $415°, $760°, °51 4-dr., $540", $510, $505*, $475, si a? guano. = hie Ga, Wn 2-dr., $1,315*. '53 Monterey coupe, $1,- 
° : ? r., $1,750*, $1,610, ’ conv., $1,-| 375%, $1,280*; 4-dr., $1,290*; 2-d 1,- 

CADELEAC— 88 (60) f-ar., $o-seee (ps), so75°. : $455, H460°, $485, $425. "00 4-ar., 415* (ps); 4-dr., $1,325* (ps). 175°. : Tag 
4 (ps); (62) 4-dr., $2, (Ds), | NASH —’54 Ambassador 4-dr., $1,460*; | CADILLAC—’55 (62) conv., $4,785* (ps).| NASH—'54 Rambler station wagon, §$1,- 
$2,015* (ps). '52 (62) 4-dr., $1,550*%, $1,- Statesman 4-dr, $1,150*; Rambler sta- 54 (62) conv., $3,990" (ps); 4-dr., $3,- 285*; 2-dr., $755, $685. °'53 Statesman 


500° (ps); (60) Special 4-dr., $1,570*| tion wagon, $1,000. '53 Statesman 4-dr. 350° (ps). °53' (62) conv., $2,650* (ps);| 4-dr., $975*; Ambassador 4-dr., $930°. 
(ps). "50 (61) 4-dr., $955*. '49 (62) 4- $850*, $815*, $810*, $775*, $765. °52 coupe, $2,365* (ps); 4-dr., $2,300* (ps), ‘52 Statesman 4-dr., $605. '51 Rambler 


dr., $915*. Statesman 4-dr., $610*, $605*, $590. °50| $1,970* (ps). conv., $460. 

CHEVROLET—’55 Two-ten (6) 2-dr., $1,-| Statesman 4-dr.. $115°. CHEVROLET — '55 One-fifty Handyman, | OLDSMOBILE—’55 (98) Holiday, $2,730* 
645, $1,615. '54 %-ton cab. $840, $835; | OLDSMOBILE—’55 (88) Holiday, $2,775*| $1760 ‘54 Bel Air conv., $1,480; 4-dr., (ps); (88) Holiday, $2,690*, $2,690* (ps); 
One-fifty 2-dr., $760. ’53 Bel Air coupe, (ps), $2,765* (ps), $2,715* (ps), $2.650°, $1,420* (ps); Two-ten Handyman, $1,- 2-dr., $2,255* (ps), $2,120*. '54 (98) 
$1,125*; Two-ten 2-dr., $905, $790; One-| $2,540*. '54 (88) 2-dr., $1,900*, $1,845*.| 345, $1,270; 2-dr., $1,045; One-Fifty 2-| comv., $2,540* (ps); Holiday, $2,470* 
fifty 2-dr., $775. '52 SL Deluxe 4-dr.,| °53 (98) 4-dr., $1,835* (ps), $1,655*| dr., $950. '53 Bel Air Sport coupe, $1,-| (PS); 4-dr., $2,070*; (88) conv., $2,375° 


$685*, $665*, $620, $555; Delivery sedan,| (ps); (88) conv., $1,500* (ps), $1,450*.| 365%, $1,350*, $1,210*, $1,175*, $1,160*;| _ (Ps). 
$540. °51 SL Deluxe 2-dr., 2 at $580*,| °'52 (98) 4-dr., $895*. 51 (88) Super 4-| conv., $1,350*; 4-dr., $910*; Two-ten PACKARD—'55 Custom Hard Top, $2,400* 


$440*; %-ton pickup, $515. '50 SL Deluxe| dr... $535*, $525*. station wagon, $1,025; 4-dr., $805; One-| (PS). ’53 Clipper 4-dr., $1,055°, $845°, 

2-dr., $305*, $280; conv., $275*. "49 SL | PACKARD—’55 Clipper 4-dr., $2,280°. '51| fifty taxi, $275. '52 SL Deluxe 2-dr.,| __$750°. 

Deluxe 4-dr., $220. Clipper 4-dr., $610*. $675*, $665*. PLYMOUTH—’55 Savoy (8) 4-dr., $1,720°. 
CHRYSLER — '52 Windsor club coupe, | PLYMOUTH—’55 Belvedere (6) 4-dr., $1,-| CHRYSLER—'55 NY 2-dr., $3,495* (ps). (Continued on Page 37, Col. 3) 













GIVEN TO 


Your Firm 


YOUR CITY 


RETAILING 







AS 
Your Reraiune Fiero 
BRAND NAME RETAILER-OF-THE-YEAR 


FOR !955 
Brano Names Day 


“OSCAR” 


Win one of these important awards 
by promoting Brand Names throughout 1955! 
Write for entry blank today. On this 
form you will simply outline what advertising, 
publicity and promotion you are doing 
to tie-in with Brand Names. Or you may 
simply project your plans for 1955—tell us what you plan to do. 
The entrants selected as finalists will be invited 
to prepare a formal presentation later. 
It is easy to enter. It's fun. It's profitable. 
Winning a Brand Names Plaque or Brand Names Certificate 
is worth prestige and money to you. 
Enter the 1955 Brand Name Retailer-of-the Year Competition today. 


fot 

















| BRAND NAMES FOUNDATION, incorporated 
| 37 West 57th Street, New York 19, N. Y. 
: Please send me an entry form for the 1955 Brand Name 
Retailer-of-the-Year Competition, and a copy of the free booklet 
i “How Brand Names Help Build A More Profitable Business.” 
for the booklet 
FREE! Send | rus 
How Brand Names Help Build i 

A More Profitable Business. *’ | Type of Firm 
Executive 
| Title 
Street 
1 City Zone State 
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Rambler scores industry 
Is in hot new 


= Lowest prices, |! 





meake Rambler é§ 1 





eins, writes iia é ies ama a i st i tient iti 


Rambler prices start at only $1585 7 


Smart luxury that’s so easy to buy it fits the big-volume market like a glove — 
two-door Sedan only $1585,+ beautiful Cross Country Four-Door Station Wagon 
(shown to right) only $2111.95.t Any “low-price three” owner is a Rambler 
prospect, every bigger-car owner is a Rambler prospect for a second-car sale! 


+Factory-town delivered. tFactory-town delivered. White sidewall tires extra. 


27.47 miles a gallon—every feature owners want! 


Easy on the budget, the Rambler is U. S. Economy Champ. Tops in its class 
again in the 1955 Mobilgas Economy Run — 27.47 miles per gallon with Hydra- i i os 
Matic Drive; and oil, tires, maintenance are comparably low. Owners can have ES 


Hydra-Matic, lowest cost All-Season Air Conditioning, Airliner Reclining Seats, i i atin ROS Ea RS EN 


Twin Travel Beds — other luxury features at low cost. vo ° : 
Rambler fits coming new era 





Resale price for Ramblers tops 15 competitive models 


Used-Car Retail Prices 
ne New Hudson deal for dealers 
Source: NADA Official Used-Car Guide (Region E) b i i 
RAMBLER CUSTOM $1475 Plymouth Savoy $1350 as no equdi. 


Plymouth Belvedere 1460 Ford Mainline 6 1320 a : 
Fat a owe an giv Hate Gece bs prt penal in he Doses 
Ford Mainline 8 1430 Chevrolet 150 1265 pian give Fiu Pp po . 


Dodge Meadowbrook 6 1415 Plymouth Plaza 1235 Exclusive cash fund for dealers — new, only thing of its kind any- 


Ford Customline 6 1410 Studebaker Champion (Cus.) 1185 where — Hudson dealers receive extra cash payments for each car 
Studebaker Champ. Regal 1405 Willys Aero Ace 1145 handled. Amounts of cash per car increase as year progresses, and 


Studebaker Comm. DeLuxe V-8 1400 Willys Aero Lark 1065 ei CAN 
Used Ramblers are fast-movers at top prices in any used-car market! - *o 

Their average retail used-car price (’54-model sedans) is higher than the 

average retail used-car price (’54-model sedans) of the low-price three! 3 Hudson otors 
Hudson dealers offer in the Rambler low first cost and low operating cost «, m= 

plus high trade-in values. “onatse 


syo> 











biggest sales gain 
Hudson deal 


highest gas mileage, top resale value 


* Latest R. L. Polk registration figures show 
Rambler registrations have more than doubled 
(up 109%) over the same period last year. 





the real *“‘*Comer’’ in the wolume field ! 





a Tae 





Big move to suburbs, huge increase in women’s driving make second-car market fastest growing of all—and Rambler is the perfect second 
car. Crowded streets, limited parking space create ever-increasing need for compact car—and Rambler is America’s only compact car! 


in motor-car market { 


entire plan is in addition to liberal discount structure and area 
bonuses, which are paid regardless of dealer volume. 


High-style line covers 95% of market— Hudson Hornets, Wasps, 
Ramblers put dealers in position to do business with 95% of all 
new-car buyers in their areas — with a top value in every price bracket. 


No overloading, no “pushing around” — Hudson ships cars only 
against dealers’ orders. There are no tie-in shipments, no overt fac- 
tory pressure. Hudson and its dealers are in a full-time partnership 
arrangement. 


“Disneyland,” smash-hit show — TV’s hottest program sells Hudsons 
for dealers. Davy Crockett leads big parade of TV, magazine, news- 
paper and local-area advertising. 


Franchise with big, progressive, new corporation — when you hook 
up with Hudson, you’re with a major division of American Motors, 
one of the industry’s “Big Four” passenger-car makers. 


For full information, contact N. K. VanDerzee, Vice President in 
Charge of Sales, at the address below — or see your nearest Hudson 
Zone Office. 


|Division of American Motors Corporation 


14250 Plymouth Road, Detroit 32, Michigan 
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Montreal Reports 
Sales Climb on 
New, Used Cars 


MONTREAL.—Montreal and dis- 
trict auto dealers have reported 
that June sales have been above 
those of the same month in 1954. 
However, competition is more se- 
vere and profits have been pared. 
Used-car sales are up, dealers 
agree. 

Factory deliveries have been fast 
and no delays of any consequence 
are reported in making models 
available to buyers, dealers report. 
One factor credited by the dealers 
is increasing employment. 

Chrysler dealers reported being 
highly satisfied with sales and vol- 
ume increases ranging up to 50 
percent over 1954 have been regis- 
tered. General Motors dealers also 
claimed sharply higher sales this 
year. Ford dealers report heavier 
sales of Fords and Meteors. 

Generally, indications are that 
1955 will prove a good year with 
the dealers and, although profit 
margins have been pared, the vol- 
ume will bring the overall benefits 
higher than 1954, dealers believe. 





Chevrolet Names 
Fike to Memphis 


DETROIT.— Appointment of C. 
R. Fike as manager of the Chevro- 
let Memphis zone has been an- 
nounced by W. E. 
Fish, general 
sales manager. 
Chevrolet city 
manager at Min- 
neapolis since 
November, 1950, 
Fike succeeds 
Marvin Hoffman, 
who has retired. 

After joining 
the company as 
a sales represen- 
tative at New Or- 





Cc. R. Fike 


leans in 1937, Fike served as parts 
and accessories manager in the El 
Paso and Dallas zones and later in 
the Southwest and Great Lakes 
regions before being assigned to 
the Minneapolis post. 


Montana Appointees 


HELENA, Mont.—(UTPS) —The 
following Montana Automobile 
Dealers Assn. committee assign- 
ments have been announced by 
president Arnold J. Hannah: Rob- 
ert Mulvaney, of Billings, to be 
general chairman of the 1955 con- 
vention slated for early December; 
and Charles W. Cooley of Lewis- 
town to be chairman of the MADA 
public relations committee. 
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The following advertised - delivered 
prices include the retail list price sug- 
gested by the factory, provisions for 
Federal taxes, and suggested delivery 
and handling charges. They do not cover 
transportation costs, state and local 
taxes, optional equipment or any other 
charges that may be passed on to the 
retall buyer. 


BUICK: — 4-dr, sed., $2,291.32; 
2-dr. sed., $2,232.88; hardtop cpe., $2,- 
332.43; 4-dr. hardtop, $2,499; conv., $2,- 
590.17; 4-dr. stat. wag., $2,974. Century— 
4-dr. sed., $2,548.17; hardtop cpe., $2,- 
600.56; 4-dr. hardtop, $2,733; conv., $2,- 
991; 4-dr. stat. wag., $3,175. Super—4-dr. 
sed., $2,876.17; hardtop cpe., $2,830.56; 
conv., $3,224.59. Roadmaster—4-dr. sed., 
$3,349.36; hardtop cpe., $3,453.05; conv., 
$3,551.56. (Dynafliow standard on Road- 
master, optional ~ at $192.50 on other 
models. ) 


CADILLAC—Sertes 62—4-dr. sed., $3,- 
976.70; cl. cpe., $3,881.77; hardtop cpe., 
$4,305.01; conv., $4,448,31. Series 60 Spe- 
clal—4-dr. sed., $4,728.32. Series 75—8- 
pass, sed., $6,186.78; lim., $6,402.17. El- 
dorado — Conv., $6,285.96. (Hydra-Matic 
standard.) 

CHEVROLET — (Prices are fcr 6 - cyl. 
models; tor V-8, add $¥9.)—One-Fifty—4- 
dr. sed., $1,728; 2-dr. sed., $1,685; utility 
sed., $1,593; 2-dr. stat. wag., $2,030. Two- 
Ten—4-dr sed., $1,819; 2-dr. sed., $1,775; 
cl. cpe., $1,835; hardtop cpe., $1, 959; 2-dr. 
stat. wag., $2, 079; 4-dr. stat. wag., =. 127. 
Bel Air—4- dr. sed., $1,932; 2-dr. sed., $1,- 
888; hardtop cpe., ‘52, 067; conv., $2, 206; 4- 
dr. stat. wag., $2.262; Nomad "2-dr. stat. 
wag., $2,472. Corvette—6-cyl. conv., $2,- 
799; V-8 conv., $2,934. (Powergiide op- 
tional at $178.35.) 

CHRYSLER—Windsor Deluxe—4-dr. sed., 
$2.660.25; Nassau hardtop cpe., $2,703.25; 
Newport hardtop cpe., $2,818.25; conv., 
$3,000.25; i dr. stat. wag., $3,332.25. New 
Yorker Deluxe—4-dr. sed., $3,494.25; New- 
port hardtop cpe.. $3.652 25; St. Regis 
hardtop cpe., $3,689.75; conv., 
4-dr. stat. wag.. $4,299. 300—Hardtop cpe., 
$4,110.25. (PowerFlite standard on New 


Yorker Deluxe and 300, optional at $189, 


on Windsor Deluxe.) 


Current Prices on New Cars 


—4-dr. sed., $2,565. Custom Hornet 6—4-dr. 
sed., $2,760; 2-dr. hardtop, a Super 
Hornet V-8—4- dr. sed., $2,825. Custom 
Hornet V-8—4-dr. sed., $3,015; 2-dr. hard- 
top, $3,145. (Hydra-Matie optional on sixes 
at $178.85, Ultramatic on V-8s at $199.) 


IMPERIAL—Custom—t-dr. sed., $4,483.- 
25; hardtop cpe., $4,719.75. Crown—8-pass. 
sed., $6,972.50; lim., $7,094.75. (Power- 
Flite standard.) 

KAISER—Manhattan—4-dr. sed., $2,670. 
Darrin 161—Conv., $3.668. (Hydra-Matic 
optional at $178.20 on Manhattan; not 
available on Darrin 161, which carries 
overdrive as standard equipment.) 

LINCOLN — Custom—4-dr. sed., $3,563; 
hardtop cpe., $3.666. Capri Special Custom 
—4-dr. sed., $3,752; hardtop cpe., $3,910; 
conv., $4.071.50. (Turbo-Drive standard.) 


965: 2-dr. hardtop, $3,095. Nash-Healey— 
2-dr. hardto», $5,125.05 at coastal ports. 
(Hydra-Matiec optional on sixes at $178.85, 
Ulttramatic on V-8s at $199; automatic 
transmission not available on Nash-Healey, 
which is equipped with overdrive.) 


OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,362.09; 2-ar. sed., $2.296.62; hardtop 
cpe., $2, 474; 4-dr. hardtop, $2, 546. Saper 
88—4-dr. sed., $2.502.71; 2-dr $2,- 
436.25; hardtop cpe., $2, 714. 39; or ‘hard- 
top, $2, 788; conv., $2,893.59. Series 98—4- 
dr. sed., $2,832.82: hardtop cpe., $3,068.75; 
4-dr. hardtop, $3.140; conv.; $3,275.84. 
(Hydru-Matic optional at $178.35.) 


PACKARD — Clipper Deluxe—4-dr. sed., 
$2,585.53. Clipper Super — 4-dr. sed., $2,- 
685.53; 2-dr. hardtop, $2,775.53. Clipper 
Custom—4-dr. sed., $2,925.53; 2-dr. hard- 


MERCURY — Custom — 4-dr. sed., $2,-| top, $3,075.53. Packard — 4-dr. sed., $4,- 
276.50; 2-dr. sed., $2,217.50; sport cpe, | 040.32, 2-dr. hardtop, $4,080.32; conv., 
$2,341; stat. wag., $2685.50. Monterey — | $5,932.32. (Ultramatic standard on Pack- 


t-dr. sed., $2,400; hardtop cpe., $2,464.50; 
stat. wag, $2.843.50. Montclair—4-dr. sed., 
$2.685; hardtop cpe., $2,631; Sun Valley 
glasstop, $2,711.50; conv., $2,712. (Mere- 
O-Matic optional $189.45.) 

METROPOLITAN — Hardtop, $1,145; 
conv.. $1,469 (both prices at coastal purts 
of entry.) 

NASH—Statesman Super 6—4-dr. sed., 
$2,215. Statesman Custom 6—4-dr. sed., 
$2.385; 2-dr. harctop, $2,495. Ambassador 
Super 6—$§2,480. Ambassador Custom 6— 


ard series, $199 extra on other models.) 


PLYMOUTH—Plaza 6 — 4-dr. sed., $1,- 
780.50; 2-dr. sed., $1,737.50; bus. cpe., $1,- 
638.50; 2-dr. 2-seat stat. wag., $2.076.50; 
4-dr. 2-seat stut. wag.. $2,158.25. Plaza V-# 
—4-dr. sed., $1,884; 2-dr. sed., $1,341; 2- 
dr. 2-seat stat. wag., $2,180; 4-dr. 2-seat 
stat. wag., $2,261.75. Suvoy 6—4-dr. sed., 
$1,879.50; 2-dr. sed., $1,836.50. Savey V-8 
—4-dr. sed., $1,983; 2-dr. sed.. $1,940. 
Belvedere 6 — 4-dr. sed., $1,978.50; 2-dr. 
sed., $1,935.50; hardtop cpe., $2,113; 4-dr. 








2-seat stat. $2,425. (PowerFlite op- 
tional at $178.30. y 

PONTIAC — Chieftain 860 — 4-dr. sed., 
$2,163.62; 2-dr. sed., $2,105.45; 2-dr. stat. 
wag., $2,434; 4-dr. stat. wag., $2,518. 
Chieftain  870—4-dr. sed., $2,267.51; 2-dr. 
sed., $2,209.32; Catalina, $2,334.99; 4-ar. 
stat. wag., $2,603 . Star Chief Deluxe — 
4-dr. sed., $2,362; conv., $2,691. Star Chief 
Custom—4-dr. sed, $2, 455; Catalina, $2.- 
499; Safari 2-dr. stat. wag., $2,962. (Hy- 
dra-Matie optional at $178.35.) 

RA MBLER—Deluxe—4-dr. sed., $1,695; 
2-dr. sed.. $1,585. Super—4-dr. sed., $1. - 
798° 2-dr. sed., $1,683; 2-dr. stat. wag., 
$1,869. Custom—4-dr. sed., $1,989; hard- 
top, $1,995; 4-dr. stat. wag., $2,098. (Hy- 
dra-Matic optional at $178.85.) 

STUDEBAKER—Chanipion Custom — 
dr. sed., $1,783.24; 2-dr. sed., $1,741.02. 
Champton Deluxe—4-dr. sed., $1, 835.16; 2- 
dr. sed., $1,840.55; 5-pass. cpe., $1,874.50; 
stat. wag., $2,140.64. pion Regal 
— 4-dr. ., $1,993.27; 5-pass. cpe., $1,- 
974.50; hardtop cpe., $2, 128.76; stat. wag., 
$2. 311.59. Commander Custom —4-dr. sed., 
$1.913.72; 2-dr. sed., $1,873. Commander 
Deluxe—4-cr. sed., $2,013.63; 2-dr. sed., 
$1.969.03; 5-pass. cpe., $1,989; stat. wag., 
$2.274.12. Regal — 4-dr. sed., 
$2,127.25; 5-pass. cpe., $2,094; hardtop 
cpe., $2,282.24; stat. wag., $2,445.07. 
President Deluxe — 4-dr. sed., $2,310.50. 
President State — 4-dr. sed., $2,380.50; 5- 
pass. cpe., $2,269.50; hardtop cpe., $2.- 
455.50; Speedster hardtop cpe. with over- 
drive, $3.371.04; Speedster hardtop cpe. 
with Automatic Drive, $3.479.29. (Auto- 
matic Drive optional at $216 on Champion, 
and at $226.50 on Commander and Presi- 
dent.) 

WILLYS—Caustom—2-dr. sed., $1,663.11; 


$3,924.25; | 


4-dr, sed., $2.675; 2-dr. hardtop, $2,795. 
Ambassador Super V-8—4-dr. sed., $2,775. 
Ambassador Custom V-8—4-dr_ sed., $2.- 


—4-dr. 


New Commercial Car Re 


sed., 


sed., 


2-seat stat. wag., $2,321.75. Belvedere V-8 
$2,052; 2-dr. 
hardtop cpe., $2.216.50; conv., $2.351: 4-dr. 


$2,039; 


997. 32. 


16 States for May, 1955-1954. 


Truck registrations by states 
are released here weekly, as 


compiled by R. L. Polk repre- 
sentatives in state capitals. 
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se tees 


4-dr. sed.. $1,725. Bermuda—Haratop, $1,- 
795. Station Wagon — 2-wheel-drive. $1,- 
(Hydra-Matie optional at $178.55.) 


gistrations, 





3076 
334! 


607 
78| 


409 
219 


323 
246 


675 
606 


905 
629 


{59 
576 


238 
Li} ae 
353 
324 
2147 


| __ 2086 


2048 
1800 
383 
362 
1283 
__ 1069 
562 
363 


(1867 


1556 


‘516 
359 


15983 
14465 


| 278010 


DeSOTO—Firedome—4-dr. sed., $2,497.-| One State Previously ‘55 1246 19 247 950 153 275 24 | al 377 48 54 17 
75; special hardtop cpe., $2,540.75; Sports-| Reported for May 54 1227 31| 235] 951] + ~—189] 553 8 10 a) i7| 38 3 
man hardtop cpe., $2.653.75; conv., $2,- | ————___7~_~7~_, ic en es 5, 

823 75; 4-dr. stat. wag., $3,170.25. Fire- | Arizona el | 7a 2| e = 8 | "4 . 17| 3| 2 
Flite —4-dr. sed., $2,726.75; Sportsman 2 +1 ae. 
hardtop cpe., $2.938.75; conv., $3,150.75. | Delaware Sl 3 | 100 | 27 70 37 | 35 | | 4 7 
(PowerFlite optional at $189.) ‘54 3} 87 2 18 5! 14 30 10 a _ 2 

DODGE—Coronet 6—4-dr. sed., $2,092.75; | District of Columbia ‘55 52 1 15 74 131 25 I 6 a 
2-dr. sed., $2.013, 2-dr. 2-seat stat. wag., eS 89 i 15 m|_! 32 23 | | r | 4 | 
$2,348.75; 4-dr, 2-seat stat. wag., $2,462.75; | Idaho al | 214 a. 45) «157 $a 76 H | "| ;| 70 3 
J a — —_ ~—— ar} a ds 18! __35]__—s80]},—S 80 Sn... a A ee 32 12 

-dr. sed., 92,196; 2-dr. sed., 124; > ; 
hardtop cpe., $2.281; 2-dr. 2-seat stat. Maine ml | inl 2| Z| 7. | ia % | 7 3 a! a 
Seb” dai. beoset’ stan wea, $200e3h. | Montana | 167 ae aaa 5 —s2 oa 
Royal V-8—4-dr. sed., $2.310; hardtop 54 | _1% | 30 191 52 77 2 1 13 3 23 
cpe., $2,395; 4-dr. 2-seat sta:. wag., $2.- | Nevada ‘55 71 | 73 32 | | | 13 | (coal Hl 
_ Sat . 7 =e. ge. ee. ‘a, ‘54 43 48 32 7 
ustom Roya r. ee ee ee ea ae, 

Lancer 4-dr. sed., $2.515 50; hardtop cpe., | New Hampshire ml | toate zl a] 3 ee wee! i 4 & 
$2,542.50; conv., $2,745 (PowerFlite op- ; —_— 33a 
a oe ee . a2 8B Can: | = | 4 | be 28] 32 

FORD—(Prices are for 6-cyl. models; | —£ ——_————————, -——__—_—___ Sp nn -——— 
for V-8, add $99.98) — Mainline — 4-dr. | North Carolina 55 | yz 7 110 583 167 Wi “4 eee 3 ~ 4of 29 5| 
sed., $1,753.24; 2-dr. sed., $1,707.02; bus. 54 739 120} 597|_—130 9} 33 ! 23 35) 17 5 
sed., $1,605.97. Customline — 4-dr. sed.. | North Dakota "55 | 124 7% 7 123 33 al | eee S | | | 
ee sl cee tt: Pacer LetaeT: ‘54 a 24 125 23 64 Wl 2 2 
-dr. .. $1,959.77; 2-dr. J ae aa = = 
Vietoria hardtop, $2,094.76; Crown Victoria ogee Rs EERE EEE EE REEEeH. 
cl. cpe., $2,202.04; Crown Victo-ia glass- | —————____________ aceasta oe vane eRe tial 
top. si2ii 33. conv., $2,224.09. Station | Utah ; | 146 | 39 a a 53 ‘| H is! "I = ‘ 

Wagons—2- 2-seat Ranch Wagon, §2,- a —; W catia cia Masala, cic Mi xiptng vessel 
043.07, 2-dr. 2-seat Custom Ranch Wagon, | Virginia ‘SS 645 1a 174 71 84 iW 27 17 54 21 
$2,108.64; ate eee — =: "4 3 558 3 _ __tS 140 19 3 20 14 31 7 

.14; 4-dr. 3-seat Country Aa ee nanan ener nea aaa es a 
aerahi dcae, Seeat, Goumety saa, $2 | Woming rn 2) ae aay ae 
391.59. Thunderbird — Hardtop, $2.944; | ——————— ni ema ii ines Seana Hecaecen fincas eae aan 
conv., $3,019.30; combination hardtop-conv., 16 States Re ‘ed ‘55 18} 555! 61 1062| 4584 1534 1435 345 4l 250 312 | Seal 134 
$3,234.30. (Fordematie optional at $178.20| To Date for May 54 35} 5011 74 1012} 4504 1251 1562 ae 22 ea Ba 124 
on conventional models, $215 on Thunder- Year 55) +384 | wany ti 1154) 21807 wl 3 = . —_ 4 | 2263 
bird. ) To Date 54] 433 994| 21562 BE 24972 om2| Sao seeal|aais| 4898/1890 


HUDSON — Super Wasp 6 — 4-dr. sed., 
$2,290. Custom Wasp 6 —4-dr_ .ed., $2,- 
460; 2-dr. hardtop, $2,570. Super Hornet 








283917 





“The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
R, L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.’’—R. L. Polk & Co. 





New Passenger Car Registrations, 16 States for May, 1955-1954 




































































ww 

a 

° 

bh 

$ 

2 
Two States Previously 55) 660/ 878) 1538] 1123 ot sol a 3 233) 2488) 11593| 5733 i] "aol Bose 4416 24373 Hl 4) «459 1013 108) 47116 
Reported for May ‘54,341 627} 968} 735 | as 4803| 7546] 256] 1632] 9434 = | 3435 | Zose| |_ 19618 7I ‘4 165 282 | & 819| —276| 36083 
Arizona "55 29 33 62 73 26 23 | 27 1 | 16; 153) +835) JE 59 so | 209) 194) 1384 1 - 3 7 “ i 73 18} 2868 
"54 10 44 54 4l 32 63 168} 304] 608 27 115] 750 ay 65) Sl 202 119] 1184 7 19 26 13 30 43 9| 2370 
Delaware "55 4) 10 14 21 19 64 146] 250) ~=«*55! 7 76) 634 198 39; 631 93; 101) 1062 | | | 13 18 31 | . 1996 
"54 2| 10 12 24 14 16 114 168| 417 12 52) 481 166 33 516 145 100} 960 8 2 9 21 30 7| 1666 
District of Columbia ¥ 16 30 4% 79 77 131 421 708 a 14 175, 739) ~=«317 64) +709) 308) 343) 176! | y 1 27 36 oe i 3344 
"54 Wl 28 39 55 40 81 315| 491 651 23 120} 794) = 241 75| 771 219 180} 1486 3 8 i 19 32 5! 16| 2838 
Tdaho 55) «38 54 72 78 40 112 183) 413 1 4 I Hi 104; 583) 256 33) «+505 62 185; 1141 | 7 7 26 68 vi 2 2332 
54,13 36 49 22 22 38 117 199} 336 15 89} 440/203 45| 345 156 107| 856 2 10 12 7 42 49 1] 1606 
Maine "55 44, +«+97).~=«Ss141|~Stsé<‘ ])S*=«ST):~C*é‘ | OCS|SCWS | a 3 20); +176) +«41064)+~=Sss386)Sté«‘ HO 1221; «23! 330{ 2231 | 8 2: 39 86 125 28| 4382 
54 32 5! 83 53 65 106} 312| «536 18 147) 769 i, = 175| 224) _—«1598 7 17 24 2! 91 112 17|__3139 
Minnesota "55 65 158] 223) +~=«274 175) 440) 865) 1754) 2310 30) +358 aay | oR | 98! ia 536 | . a 129) 197; 326 17) 10222 
54) 100 170{ 270) ~—2it 104; 251 638; 1204/ 2500 53 356 1059 im 2567| 836 = 42 2B 1 a 87 155} 242 21| 9817 
Montana "55 38 3% 74 5! 33 109) 204) 397) 463 15 92; 570 18! 48) 543 164 | st 1 M2 12 3 3 s| 32 48 oo) 4) 2243 
"54 23] 23 46 39 23 65 156} 283) = «537 19 120| 676 170 5! 554 194 4 19 23 27 45 72 2|__ 2150 
Nevada 55) 7| ry 15 26 31 47|-*132|~=«236| ~—«-240 A 68) 314 146 43; 242) ~=S—«W4:38 P: aes rt | 1 1 17 72 89 14) (1321 
54] bo ee 9 5 19 25 58 9 3 2! 153 68 19 92 61 276 2 4 6 5 32| 37 a 
New Hampshire "55 35) a 101 59 | | 119) 233) 456) 435 al | 110) ‘551 207 | gl 579} 133) +182) 1128 2 2 15 43 58 27| 2323 
‘54 44 132 50 120} __28! 490| 665 106} 800} 222 gis] 222) —213|__tSit 4 6 10 12 56 68 18} 3029 
North Carolina "55 51 131) 182) + +246 | & 1) 360) 1028) 1807) 2705 49 | = 3 3311) 1063) 180) 2702) 900)  907| 5752 16) 16) ~=SsS6| S26) ~SsCédt@2)~Sst«i]SC 28 
"54 4 77 Wh 106 186 545| 915) 2185 49 2538| 703 156} 2215} —587|_—500| 46 » 27 32 | 94| 130 16| 7903 
North Dakota "55 15 23 38 47 2] ~ 429 410 al | 84) «+557 144) 28| 4% 133 95/ 8% | 14, 39) ~—Ss«S3 1] 1955 
"54 5 28 33 47 53 164; -300|_——544 5 70; 19 162 26 539 146 89/ 962 1 ! 2 7 16 23 2| 1941 
Oregon 55; 91) 189! 280 171 142 303; +565) ileal) 1600 44 419) 2054 ~-751| +~+=«4135) +«=«1957| += 642) + +606) +4091 2 12 14 69 172) 241 74{ 7935 
"54 34] 17923 105 94; 211 398; 808} 1260 55 1659| 582! 125) 1432) 611 318] 3068 18 24| 42 28 122 150 26| 5966 
Virginia "55 | 7 163/255 238) 240/ 480) 1372) 2330) 266 ae) 5? 595; 3321) 1214 195| 2616 sod 930) 5839 1 17; —s«18 72 173,245 77\ 12085 
"54| 148 223 194 146{ 277) ~=9tt| ~=—-1528] +2907 494 3457 = so971 173} 2807} 728] 653) 5332 30 45 ml 75 179] | 69| 10938 
Wyoming ss 21 17 38) ae 31 a3] 157) 296) + +~=—«358 | 100) 466 166 27; «383 140 I 833 7 6 24 15 39 2) 1680 
8 12 10 53 121 260 6 44 310 134 25; 291 122 65! 7 4 13 17 & 1125 

16 States Reported sl Ta 1206] 1893) 3099) 26'4) 1954) 4552) 10843) 19963) 23213) 531; 5546) 29290) 12119) 2302) 25399) 9534/6097) 57451 - 127 135) 1023 +1689 2712) 418 ju 

To Date for 54| 733] + 1536{ 2269/ 1721/ 1192{ 2489/ 6806! 12208{ 21139] 636! 4014) 25789] 94461 1940] 23339] 7839! 5203| 47767 19%| 360) 556 632} 1465) 2097 * 72 
Net Adjustment "55 7 S| 7 ins +1 oars =m, Si], eta tT 10), 7) at] 8) ie; SSSCisti a ;—-3} 3] 7 
Year ‘ss 18 15195) EE el | amy || 228470| 427928| 487186) 9780) 113432) 610398) 252737) 51717) 469126] 192757) 1751591141496) 662 ~~ 16946) 35812) 52758] iain! 2293262 
To Date 11377] 39198 Here) 142274| 262980| 431423] 13169| 103704/ 548296] 164748! 33282] 436197]. 116104| 119836] 870167) 3111 | a 9443| 17139} 33681] 8724| 1790295 


“The information contained in this report has been compiled = aia state documents. Every reason- 
able precaution has been exercised to insure accuracy of this report to the extent of the registrations 
* 


received and tabulated at the time the report is published. R. L. Polk & Co. cannot assume any Hability 
by reason of inaccuracies or omissions.’’—R. L. Polk & Co. 
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Connecticut Boosts 


Gas Tax to 6 Cents 

HARTFORD, Conn. — The Legis- 
Jature has approved a hike in the 
state’s gas tax from four to six 
cents per gallon as part of an 
expanded pay-as-you-go highway 
program. 

Other actions taken included re- 


AUTOMOTIVE NEWS, JUNE 27, 1955 


roads; a promise not to reduce the 
gas tax below four cents a gallon 
until the 30-year expressway bonds 
are retired; approval of an _ in- 
crease in tolls on highways and 
bridges, and created a nine-mem- 
ber bridge commission to issue 
$45,000,000 in bonds to build five 
bridges in the Greater Hartford 


jection of a bond issue for non-toll | area. 











In 
Automotive 


Upholstery 


and Interior Trim Fabrics... 


| THEY'RE ALL GOOD AT GOODALL! 





Goodall plastics feature the latest, 
most desirable widths and weights in 


plastics for interior trim and automo- 


tive upholstery. With Goodall you can 


be sure of good quality and good serv- 


ice, two “musts” for this highly special- 


ized and extremely demanding trade. 


PLASTICS DIVISION 
350 FIFTH AVENUE, NEW YORK 1, N.Y. 





sone BE, taste: 


GEHRINGER & FORSYTH, 16151 JAMES COUZENS HIGHWAY, DETROIT, MICH. 














Great Umbrella Boon to Used Car Sales 


Dealers from Coast to Coast have proven that McFarland Great Umbrellas make their 
lots more attractive and increase their sales. This year the McFarland Company offers 
new Sizes, new Designs and new Colors, all at reduced prices. For complete informa- 
tion on McFarland Great Umbrellas and how other dealers are using them to increase 
their sales and profits write, wire or call McFarland Great Umbrella Company, division 
of McFarland Awning Corporation—742 SW 8th St., Miami, Fla. Phone Miami 2-8153. 
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Used-Car Auctions 





(Continued from Page 33) 


'54 Plaza station wagon, $1,310, $1,260; 
Belvedere 4-dr., $1,175*; Savoy 2-dr., 
$1,150*; 4-dr., $1,100, $1,060, $1,005. '53 
Cranbrook 4-dr., $775, 2 at $700; Cam- 
bridge 2-dr., $690, $650; 4-ar., $635. 

PONTIAC—’54 Star Chief (8) 4-dr., $1,- 
900* (ps). ’53 Chieftain (8) Catalina, 
$1,295*, $1,270*; conv., $1,250*° (ps); 4- 
dr., $1,165*, $1,070*, $1,065*; 2-dr., $1,- 
050*, $1030*, $950. '52 Chieftain (8) 4- 
dr., $760, $690°*. 

STUDEBAKER—’'52 Champion 4-dr., 

conv., $265; Commander 2-dr., 
$415. 

MISCELLANEOUS—’'54 Jaguar ccnv., $1,- 
785°. 


FLINT 


(Flint Auto Auction, Inc, Sale every 
Wednesday. Prices are for sale of June 15.) 
(The bidding was wild. Good, clean 
autos were bringing $25 to $50 more. 

’54 units off, Sold 105 cars out of 147 
offerings.) 

BUICK—’55 Special 4-dr., $2,350*, '54 
Special conv., $2,025*; Riviera, $1,830*; 
2-dr., $1,590; 4-dr., $1,560; Super 2-dr., 
$2,000*. °53 RM 4-dr., $1,250* (ps); 
Super 4-dr., $1,185*. '52 Special 4-dr., 
$650. ’°51 Special 4-dr., $530; Super 4-dr., 
$400*. ’50 Special 4-dr., $250, $210, $115; 
2-dr., $135*. '49 Super 4-dr., $150; 2-dr., 
$125*. 

CADILLAC—’50 (61) 4-dr., $1,015*. 

CHEVROLET—’55 Bel Air (8) 2-dr., $1,- 
665, $1,625. '54 Bel Air 4-dr., $1,000; 
One-fifty 4-dr., $810. ’°53 Two-ten 2-dr., 
$895* (ps), $890; 4-dr., $845; club coupe, 
$765*. '52 SL Deluxe 2-dr., $570. '51 SL 
Deluxe 2-dr., $595, $455°, $440°, $425°, 
$370*, $325; 4-dr., $425, $410; SL Spe- 
celal 2-dr., $405. °50 SL Deluxe club 
coupe, $270, $265, $225; 2-dr., $255", 
$215; 4-dr., $150. '49 SL Deluxe 2-dr., 
$300; station wagon, $220. 

CHRYSLER—’50 Imperial 4-dr., $220°*. 

DODGE—’ 54 Coronet (8) club coupe, $1,- 
045*. °52 Meadowbrook 4-dr., $400, ‘50 
club coupe, $305*. 

FORD—’'55 Custom (8) station wagon, $2,- 
150*, °54 Crest (8) 4-dr., $1,200; Custom 
(8) 2-dr., $1,030. ’53 Custom (8) station 
wagon, $1,120; 2-dr., $865*, $830; 4-dr., 
$840*, $830, $810. ’52 Custom (8) 4-dr., 


$750. ’51 Crest (8) Victoria, $575*; 
Custom (8) 4-dr., $550*, $455, 2 at $440, 
$390*; 2-dr., $535*, $465; Custom (6) 
4-dr., $290*; Deluxe (6) 2-dr., $420, 
$270, $260; 4-dr., $300. "50 Custom (8) 
2-dr., $285. °49 express, $160. 
MERCURY—’54 club coupe, $1,330*. °53 


Monterey club coupe, $1,225*; 2-dr., $1,- 
120*, $1.055. ‘52 Hard Top, $950*. ‘51 
sedan, $460*; club coupe, $375*. "49 4- 
dr., $140. 
NASH—’51 Rambler 2-dr., $130. 
OLDSMOBILE — '55 (88) 4-dr., $2,750* 
(ps); club coupe, $2,600*, ’54 (88) conv., 
$2,250* (ps); 4-dr., $1,850° (ps). ‘50 
(88) 2-dr., $300; 4-dr., $255. 
PONTIAC—’54 Chieftain (8) club coupe, 
$1,725*. °53 Chieftain (8) club coupe, 
$1,100* (ps); 2-dr., $1,030*, $1,010*. "51 
Silver Streak (8) 4-dr., $465, $400, $300. 
’50 Silver Streak (8) sedan, $405, $220. 
’49 Silver Streak (8) coupe, $125. 
MISCELLANEOUS—’55 Austin conv., $1,- 
950, 


BOUND BROOK, N. J. 


(Plainfield Auto Auction. Sale every Fri- 
day. Prices are for sale of June 10.) 
(Market very strong on clean units. 
Sold 96 cars out of 113 offerings.) 
BUICK—’53 Super 4-dr., $1,300*; RM se 
dan, $1,260*; Special 4-dr., $1,200*. °52 
Super Riviera coupe, $835*. '51 RM Rivi- 
era coupe, $825*. '48 RM conv., $185*. 
CADILLAC—’53 (62) conv., $2,525* (ps); 
sedan, $2,175* (ps). '5O0 (60) Special se- 


dan, $1,096* (ps); (62) sedan, $1,075*. 
"49 (62) conv., $690* (ps). 

CHEV ROLET—’54 Bel Air station wagon. 
$1,760; 2-dr., $1,400; Two-ten 2-dr., $1,- 
300. '53 Two-ten 4-dr., $985*. ‘52 SL 
Deluxe 2-dr., $750; SL Special 4-dr., 


$725. °51 SL Deluxe Bel Air, $630*; Car- 
ryall, $610; SL Special 2-dr., $525. °50 





SL Deluxe 2-dr., $625; SL Special coupe, 
$500; %-ton pickup, $615. ’49 SL Deluxe 
ecnv., $450. 

CHRYSLER—’52 Saratoga 4-dr., $780. ’51 
Imperial sedan, $690. '48 Windsor 4-dr., 
$225. 

DeSOTO—’53 Fire Dome (8) 4-dr., $1,- 
175. '49 Custom conv., $365; club coupe, 
$410. 

DODGE—’53 Meadowbrook station wagon, 
$1,125. 


FORD — '54 Crest (8) Victoria, $1,600; 
Custom (6) 4-dr., $1,250. 53 Custor. (8) 
4-dr., $950; Custom (6) 2-dr., $830. °52 
Crest (8) Victoria, $800. ’51 Custom (8) 
Victoria, $710. 

HUDSON—’51 Custom 4-dr., $360. 

KAISER—’52 Manhattan 4-dr., $510. 

— Cosmopolitan conv., $1,- 

10°. 

MERCURY — '53 Monterey 4-dr., $1,225. 


"52 4-dr., $1,040. 
$650*:; 4-dr., $525. 
2-dr., $325. 
NASH—’53 Rambler conv., $705. 
OLDSMOBILE—’53 (98) 4-dr., $1,380*; 
(88) Holiday, $1,610*. '52 (98) 4-dr., $1,- 
125*. °51 (88) Holiday, $925*. 


‘51 Monterey 2- dr.. 
"50 2-dr., $450. °49 


PACKARD — '53 Patrician 4-dr., $1,275* 
(ps). 
PLYMOUTH—'54 Savoy 4-dr., $1,180. '53 


Cambridge 4-dr., $760. °52 Cranbrook 
elub coupe, $729. 


PONTIAC—’53 Chieftain (8) Catalina, $1,- 


410*; conv., $1,290*. '50 Silver Streak 
(8) 4-dr., $310*. '49 Silver Streak (8) 
4-dr.. $305. 


STUDEBAKER — '53. Commander 2- dr.. 
S$750*. 


WILLYS—'49 (4) station wagon, 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of June 
15.) 

(Market continues steady with ’55s 
and rough autos slow. Sold 76 cars out 
of 107 offerings.) 

BUICK—’53 Super Riviera coupe, $1,300*; 
sedan, $1,190*. ‘52 Super Riviera coupe, 
$860*. '51 Super sedan, $620*. '50 Super 
coupe, $560*. '49 RM sedan, $260*. 

CADILLAC—’55 (62) coupe, $4,300* (ps). 
'53 (62) coupe, $2,300*. '50 (61) sedan, 
$960*. °49 (60) sedan, $745*. °48 (60) 
sedan, $440*. 

CHEVROLET—’'54 Two-ten sedan, $1,120*, 


$275. 


$1,090. °53 One-fifty sedan, $660. ‘52 
SL Deluxe station wagon, $775. '51 SL 
Deluxe sedan, $480. 50 SL Deluxe sedan, 
$460, $445*, $365. '49 SL Deluxe coupe, 
$360, $310; sedan, $250. 


CHRYSLER—’53 NY sedan, $1,075*. ‘50 
NY sedan, $380. '49 Windsor sedan, 
$280, 

DeSOTO—’51 Custom sedan, $560*. ’59/| 


Custom sedan, $290. 
DODGE—’53 Coronet sedan, $740*; Mead- 
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owbrook coupe, $710. '49 sedan, $310. 

FORD—’ 54 Custom (8) conv., $1,350*, '53 
Custom (6) sedan, $770. ’51 Custom (8) 
conv., $530; sedan, $460. '50 Custom (8) 
sedan, $370. '49 Custom (8) conv., $290, 
$120. 

HUDSON—’52 Wasp sedan, $490. '51 Hor- 
net sedan, $480. '49 sedan, $170, 


MERCURY—’55 Monterey coupe, $2,350*. 


(Continued on Page 40, Col. 3) 





SELL the families with the 
GUARANTEED 










a 


*THE $8 BILLION ARMED FORCES 


CONSUMER MARKET 


Sell this rich family market through 
top-circulation “TIMES” Service Weeklies. 


Write today for full information and sam) 





A 


ple copies. i 


Army Times « Air Force Times « NET 


MEMBERS 





ARMY TIMES PUBLISHING CO., 3132 


AUDIT BUREAU 


OF CIRCULATIONS 


M ST.,N.W., WASHINGTON 7, D.C 


U.S. OFFICES: Boston, Chicago, Detroit, Los Angeles, New York, Philadelphia, San Francisco 


FOREIGN OFFICES: Frankfurt, 


London, Paris, Rome, Tokyo 








STEEL TUB 


SERVI 


Baa chee a 


CEISTEE 


i ao Pee eee 
| & f AIRCRAFT 

i Peas tati tg 
poet est 
CARBON 
STAINLESS PIPE 


S be oz bei seme ei Lich 


Representatives for PITTSBURGH TUBE COMPANY. 


rem yt. 











BEST BUFFALO BUY 


SPENDI 





















area, e 


Weste 


largest 


NG POWER 


Buffalo ranks sixth among the 14 
largest metropolitan areas for total 
_ retail sales per family —second in auto- 
- motive sales — fifth in food — first in 
hardware. In the Buffalo metropolitan 


ffective buying income per family 


in 1953 stood 8.2% above the national 
_ average. You can reach these spenders 
and the rest of the rich 8-county 


rn New York market most 


economically in the Daily Courier- 
Express — most completely in the 
Sunday Courier-Express, the State’s 


newspaper outside of Manhattan. 


REPRESENTATIVES: 
SCOLARO, MEEKER & SCOTT 
Pacific Coast: DOYLE & HAWLEY 





Benton & Bowles, Inc.. 
is proud to announce its 


appointment as Advertising 


Counsel for 


BENTON & BOWLES. Inc. 


444 MADIGON AVENUE, NEW YORK 22, N.Y. MURRAY HILL 8-1100 


GENERAL FOODS CORPORATION 

THE PROCTER & GAMBLE COMPANY 
PEPPERELL MANUFACTURING COMPANY 
GENERAL ELECTRIC COMPANY 
ASSOCIATION OF AMERICAN RAILROADS 


AMERICAN EXPRESS COMPANY 

AVCO MANUFACTURING CORP. 

THE NORWICH PHARMACAL COMPANY 

CIGAR INSTITUTE OF AMERICA, INC. 

THE DIAMOND MATCH COMPANY 

CARLING BREWING COMPANY, INCORPORATED 
BENSON & HEDGES 

NATIONAL DISTILLERS PRODUCTS CORP. 


THE MUTUAL LIFE INSURANCE COMPANY 
OF NEW YORK 

FRENCH GOVERNMENT TOURIST OFFICE 

CONTINENTAL OIL COMPANY 

M&R DIETETIC LABORATORIES, INC. 

RAILWAY EXPRESS AGENCY, INCORPORATED 

THIS WEEK MAGAZINE 

INTERNATIONAL BUSINESS MACHINES CORP. 

S. C. JOHNSON & SON, INC. 

THE FLORIDA CITRUS COMMISSION 

THE GROVE LABORATORIES, INC. 

STUDEBAKER PASSENGER CARS AND TRUCKS 

STUDEBAKER-PACKARD CORPORATION 


(Clients listed in order of length of service) 




















“° STUDEBAKER passenger cars 


and trucks for the 


Studebaker Division 
and 


~ the corporate advertising of the 


Studebaker-Pachard 


Corporation. 





40 


i 











rT 
Tell Your Story Here!" 

Mounted or Dismounted in Seconds* 

Polished Aluminum Frames s Sheet Steel Face 

Sign Telescope into Non-Visible Brackets Mounted 

Guards 
Does Not interfere with Operation of Trunk Lid 
Available to fit all 1955 model cars except Cadillac, 


Lincoln and Chrysler Imperial 
at 1949 and later model cars 


Also available to fit most 
* After original installation. State Make and Model When Ordering 


$16.50 Lettered — $12.50 Unlettered 
F.0.8., MOUNDS, ILLINOIS 
Signs Are Shipped 1 to 5 in Bundle via Parcel Post. Postage to Be Added. 


WARREN HASTINGS MOTOR COMPANY, INC. 


103 NORTH BLANCHE MOUNDS, ILLINOIS 





DEPT. 102 











“Swing-Away” Gooseneck Trailer 


EXCLUSIVE DESIGN * SAFE, FAST OPR. 
PROVEN DURABILITY & LOW MAINTENANCE 


FEATURING 


@ Dual Axle Equip. 
ment with 

@ Hendrickson Rubber 
Tandem Units 


@ "Haul Easy" Trailers 
@ Detachable Gooseneck 
@ Simple to Operate 
min. 
@ Saves Time & Money 
@ Years of Depend- @ Capacities 10 to 125 
ability Assured Tons 


@ Front of Deck is Tapered for Easier Front Loading 
@ Heavy Duty Trailers & Specials Made to Order. 
Whatever Your Hauling Needs Are Contact Us - Wire or Write - You'll Be Glad You Did 


SABRE EQUIP. DIVISION - SABRE METAL PRODUCTS 
8000 W. 47th St. - Lyons 3-4567 - Lyons, Illinois 















Quantity 
PRODUGTION 


oi 


IRON GASTINGS 


GREY 


: ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


ts 


| THE WHELAND COMPANY 
FOUNDRY DIVISION 


MAIN OFFICE AND TURING PLANTS 


CHATTANOOGA 2, TENNESSEE 


MANUFAC 








NEW BUMPA-TEL SIGN 
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Used-Car Auction Prices 





(Continued from Page 37) 


’54 Custom Sport coupe, $1,660*. °51 
Custom sedan, $500. '50 sedan, $345. 
NASH—’50 coupe, $170. 
OLDSMOBILE—’53 (88) Holiday, $1,470. 
‘51 (88) sedan, $600. °50 (88) sedan, 
$490, $410. 
PACKARD—’52 sedan, $685*. ‘51 coupe, 
$520*. 


PLYMOUTH—’53 Cambridge station wag- 
on, $1,060; Business coupe, $580. °52 
Concord station wagon, $660; Cambridge 
conv., $640*; sedan, $485. '51 Cambridge 


sedan, $405, $400. 50 Special Deluxe 
sedan, $360, $310. ‘49 Special Deluxe 
sedan, $350, $310. 


PONTIAC—’ 52 Chieftain (8) Catalina, $1,- 
200*; sedan, $1,250*, $1,090*. ’52 Chief- 
tain (8) sedan, $800, $665; conv., $850. 


’51 Silver Streak (6) coupe, $530. ‘50 
Silver Streak (8) sedan, $375, $345; 
coupe, $265. 

STUDEBAKER — '52 Commander Hard 
Top, $700. 


WILLYS—’52 Aero coupe, $400, $370. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 

Friday. Prices are for sale of June 10.) 
(Sold 158 cars out of 211 offerings.) 

BUICK—’55 Century Riviera, $2,825* (ps); 
Special 4-dr., $1,940*. '54 Special 4-dr., 
$1,600. °53 Super conv., $1,325*; Rivi- 
era, $1,275; Special 4-dr., $975*; 2-dr., 
$900. '51 Special Riviera, $625*; 2-dr., 
$550. 

CADILLAC—’53 (62) 4-dr., $2,000* (ps). 
"51 (62) 4-dr., $1,450*. ‘50 (62) 4-dr., 
$1,200*. ‘49 (60) 4-dr., $550. 

CHEV ROLET—’55 Bel Air (8) station wag- 
on, $2,325; conv., $2,085*; 4-dr., $1,- 
990*, $1,835, $1,800; 2-dr., $1,840, $1,- 
810; Two-ten (6) 2-dr., 2 at $1,680, $1,- 
525; 4-dr., $1,600. °54 Two-ten station 
wagon, $1,325; 2-dr., $1,310*° (ps); 4- 
dr., $1,050; Bel Air 2-dr., $1,150; One- 
fifty 2-dr., $950. '53 Two-ten 4 - dr., 
$955*; Bel Air Sport coupe, $920*; One- 


fifty 4-dr., $835; 2-dr., $825. '52 SL De- 
luxe station wagon, $780; FL Deluxe 
2-dr., $675. 


CHRYSLER—’52 Saratoga 4-dr., $850*, 


$840. 
DODGE—’49 Custom club coupe, $260. 
FORD—’55 Thunderbird, $2,950; Fairlane 
(8) 4-dr., $2,175*; 2-dr., $2,050°. '54 
Crest (8) Victoria, $1,485; Custom (8) 
4-dr., $1,200; Main (8) 2-dr., $950, 
$840; %-ton pickup, $715. '53 Crest (8) 
Victoria, $1,100*, $1,075; Custom (8) 4- 
dr., $1,055, $960; 2-dr., $1,045, $820; 
Custom (6) 4-dr., $825, $700; Main (6) 
2-dr., $675; %-ton pickup, $700. ‘52 
Crest (8) Victoria, $900*; Custom (8) 
4-dr., $800, $700; Main (6) 2-dr., $575. 
"51 Custom (6) 4-dr., $400, $385; 2-dr., 
$560, $500, $300; hot rod, $895. 
HUDSON—’54 Hornet 4-dr., $1,230*. 
MERCURY—'55 Monterey coupe, $2,540*; 
4-dr., $2,475* (ps); station wagon, §$2,- 
460. '51 Custom Sport coupe, $550; 2-dr., 


$515. 

OLDSMOPILE—'55 (98) Holiday, $3,185* 
(ps), $3,050* (ps); coupe, $2,910* (ps); 
(88) coupe, $2,650*, $2,620*, $2,550°. '54 
(98) Holiday, $2,.250* (ps); (88) Super 
4-dr., $1,900. °53 (88) 2-dr., $1.540* 
(ps), $1,525* (ps). ’50 (88) 2-dr., $535°, 

05° 


$405°. 
PLYMOUTH—’55 Savoy (8) 4-dr., $1,- 
685*. '54 Savoy 4-dr., $1,000. ’53 Cran- 


brook 4-dr., $895, $800; station wagon, 
$485. °52 Cranbrook 2-dr., $450. ‘51 
Cranbrook Belvedere, $600. '50 Special 
Deluxe station wagon, $500. 
PONTIAC—’55 Chieftain (8) conv., §$2,- 
650°, $2,485*: 4-dr., $2,425* (ps). ‘53 
Chieftain (6) 2-dr., $700. '52 Chieftain 


(8) Catalina, $805*. °50 Silver Streak (6) 
2-dr., $280. 
STUDEBAKER —'55 Ctampion Sport 


coupe, $1,675*. °54 Commander coupe, 
$1,250*. ‘52 Champion 2-dr., $570. 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of June 13.) 

(Today’s market was real strong on 
all kinds of used cars. Many new buyers 
from New England states taking most 
of the offerings; Vermont leading the 
pack, New autos were softer in price 
with only a few bidders spot buying cer- 
tain models. Sold 129 cars out of 160 
offerings.) 


BUICK—’55 Special Sport coupe, $2,510*; 
Century 4-dr., $2,480*; coupe, $2,450*. 
*54 Century 4-dr., $1,725*. °53 Super 4- 
dr., $1.250*. '52 RM 4-dr., $830*; Rivi- 
era, $750*; Super 4-dr., $750*. "51 Spe- 
cial 4-dr., $485. '50 Super Riviera coupe, 
$540; RM conv., $400*; Special 2-dr., 
$250*. °49 Super 4-dr., $240, $210*. 

CADILLAC—’55 (62) coupe, $4.375* (ps). 
"54 (62) conv., $3,900* (ps); 4-dr., $3,- 
175*. '51 (62) coupe, $1,520*. "49 (61) 
4-dr., $700*. '48 (62) 4-dr., $450*; (61) 
4-dr., $350*. 

CHEVROLET—’55 Bel Air (6) 4-dr., $1,- 
760*; One-fifty (6) 2-dr., $1,525. °'54 
Two-ten 2-dr., $1,140, $1,050. '53 Two- 
ten station wagon, $1,210*; $900, $845; 


4-dr., $830, $480; Bel Air 4-dr., $1,100*, | 


$1,100, $925*; 2-dr., $1,010; One-fifty 4- 
dr., $750. °52 SL Deluxe 4-dr., $739: 
club coupe, $620*; coupe, $685; station 
wagon, $600*; FL Deluxe club coupe, 
$460. '50 SL Deluxe conv., $460; SL 
Special 2-dr., $380; FL Deluxe 2-cr., 
$370. '49 SL Deluxe 2-dr., $375; SL Spe- 
cial 4-dr., $210. 

CHRYSLER — ’55 Windsor Newport, $2,- 
675°. '52 Imperial 4-dr., $790*. '51 Wind- 
sor Newport. $599*. 

DeSOTO—'52 Fire Dome (8) 4-dr., $520*. 
‘51 Custom 4-dr., $500*. 49 Custom 4- 
dr., $2@0*. - 

DODGE—'53 Meadowbrook 2-dr., $525. ’&2 
Meadowbrook 4-dr., $400*. °49 Custom 
coupe, $415*; 1%-ton cab & chassis, 


$2A0. 
FORD—’'55 Fairlane (8) 4-dr., $2,080*; 
Custom (8) Ranch Wagon. $1.995. °'54 


Crest (§) coupe. $1.400*; Victoria, $1,- 
290; Custom (8) conv.. $1.48); 4-dr., $1,- 
160°, $1.135; 2-dr., $1,000, $970*; club 
coupe, $1.169*. ‘'53 Crest (8%) Victoria. 
$1,310*, $1,150%; 2-dr., $900*; 4- dr., 
$760*; Main (8) 2-dr.. $790. °52 Main 
(8) 2-dr., $640. ’51 Custom (8) 2-dr., 
$570; conv., $485*, $380 '50 Custom (8) 
2-dr., $390; 4-dr., $350*, $350, $310; 
conv., $310; Deluxe (8) 2-dr., $340; De- 
luxe (6) 2-dr., $180. '49 Custom (8) 2- 
dr., $260, $200, $140; Custom (6) 4-dr., 


$140. (8) 

$100. 
HUDSON—’52 Wasp 4-dr., $520. 
LINCOLN—’49 Cosmopolitan 2-dr., $100. 
MERCURY—’55 Custom 2-dr., $1,975*. '53 

Monterey conv., $1,450; 4-dr., $1,050, $1,- 


‘48 Custom station wagon, 


025*; Custom Sport coupe, $1,195*. ‘52 
4-dr., $800*, $770. ‘51 4-dr., $410°. °49 
4-dr., $125, $110. 

NASH—’51 Ambassador 4-dr., $400. ’50 


Ambassador 4-dr., $110*. 
OLDSMOBILE — '55 (98) coupe, $3,250* 
(ps); Holiday, $3,130* (ps); coupe, $2,- 


900* (ps). ’51 (88) 4-dr., $760*, $670°, 
$595*; (98) 4-dr., $600*. '50 (98) 2-dr., 
$410°; 4-dr., $360°; (88) 4-dr., $390*. 


"47 (78) 4-dr., $120*. 

PLYMOUTH—’54 Plaza 4-dr., $790. ’53 
Cambridge club coupe, $750; Cranbrook 
4-dr., $500. '52 Cambridge coupe, $525. 
"50 Special Deluxe station wagon, $490; 

4-dr., $360, $290. "49 Special Deluxe 4- 

dr., $2°0. 

PONTIAC—’53 Chieftain (8) Catalina, $1,- 
350°; Chieftain (6) 4-dr., $900. °50 Sil- 
ver Streak (8) conv., $575*; 2-dr., $350. 
"48 Torpedo (8) conv., $160. 

ee —’49 Commander 4 - dr., 
8150*. 

WILLYS—’590 station wagon, $400*. 

MISCELLANEOUS —'48 GMC 1% - ton 
dump, $270. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of June 14.) 

(Market continuing very active. Soid 
114 cars out of 156 offerings.) 


BUICK—’53 Super 2-dr., $1,250*, $1,135*; 
RM 4-dr., $1,150* (ps). °51 Special 2-dr., 
$540. '50 Super 2-dr., $325, $300. 

CADILLAC—’53 (62) 4-dr., $2,225* 
"47 (60) 2-dr., $195. 


CHEVROLET—’55 Bel Air (8) 2-dr., $1,- 
775, $1.755. °54 Bel Air 2-dr., $1,325; 
4-dr., $1.300. ’53 SL Deluxe Bel Air, 
$1.090*, $830; 2-dr., $850, $830, $800, 
$510; 4-dr., $830. °52 SL Deluxe 2-dr., 
$660, $615; 4-dr., $425. '51 SL Deluxe 
2-dr., $490, $470, $460. '50 SL Deluxe 
2-dr., $415. '49 SL Deluxe conv., $300; 
2-dr., $285. 


CHRYSLFR—’53 Windsor 2-dr., $1,160*. 
"52 Windsor 2-dr., $750*. °50 Windsor 4- 


(ps). 


dr., $380. 
DeSOTO—’53 Powermaster 4-dr., $985*. 
DODGE — '55 Coronet 4-dr., $1.725. °53 


Coronet conv., $1,030*%; Meadowbrook 4- 
dr. $975. 
FORD—’55 Fairlane (8) conv., $2,075*; 2- 


dr.. $1,725. $1.665. °54 Crest (8) 2-dr.. 
$1,100*. '53 Crest (8) conv., $975*; 4- 
dr., $710; Main (8) 2-dr., $620. ’51 De- 


luxe (6) 2-dr., $450. "49 Deluxe (6) 4- 
dr., $195; 2-dr., $155, $125. 

HUDSON—’53 Hornet 2-dr., $900, $875. 
52 Wasp 4-dr., $505, $500. ’51 Hornet 
4-cr. $475. '50 Hornet 2-dr., $225. 

KAISER—’51 Manhattan 2-dr., $250. 

MERCURY—’55 Custom 4-dr., $1,925. °'53 
Morterey 4-dr., $975*. ’°47 Custom 2-dr., 
$120. 

NASH — '52 Statesman 2-dr., $575. 51 
Staterrun station wagon. $345. 

OLDSMOBILE—’55 (88) Holiday, $2,560* 
(ps); 4-dr., $2.530° (pe). '54 (88) Su- 
per 4-dr.. $1,825* (ps). °53 (88) Holl- 
diy, $1.535*. "52 (88) Holiday, $890* 
"51 (98) Holiday $600*. °49 (88) Holl- 
day, $240*. °48 (88) 2-dr., $115. 

PACKARD—’53 Clipper 4-dr., $980. °51 
Clipper 4-dr., $450, $430. '50 Clipper 2- 
dr., $275. 

PLYMOUTH—'55 Plaza (8) 4-dr., $1,950°. 
’53 Cambridge 4-dr., $725. '52 Cambridge 
station wagon, $740; Concord 4-dr.. 
$550, $435; 2-dr., $425. '49 Deluxe 2-dr., 


$255. $210. 
PONTIAC—'55 Chieftair (8) 4-dr., §$2,- 
’54 Chieftain (8) 4-dr., 


000*, $1,950*. 
$1.225*. °52 Chieftain (6) 2-dr., $750*. 
$480 °50 Silver Streak (6) 4-dr., $335, 
$315. $255. 

STUDEBAKER—’55 President 4-dr., $1,- 
650. '54 Commander station wagon, $1,- 
155. °52 Commander 2-dr., $475. ‘50 
Champion 2-dr., $330. '48 Commander 2- 
dr., $140. 

WILLYS—’53 4-dr., $515. 

7 7 * 


— Auctions in Brief — 


WINDSOR, VA. 

Windsor Auto Auction, Sale every Thurs- 
day (June 16). There were over 200 cars 
at the sale this week, and over 85 percent 
of them were sold. 


* * * 


DENVER 
Colorado Auto Auction. Sale every Mon- 
day (June 13). We continue to run 400 
cars or more per sale, Buying active and 
prices steady on used units. Current mod- 
els hard to sell. 


* * * 


NEW YORK CITY 
Skyline Auto Auction. Sale every Tues- 
}day (June 14). A good crowd with active 
bidding this week. Market off slightly on 
’54 and ’55 autos; other years firm. 
|demand for clean and extra clean units 
with rough autos down. Sold 95 cars out 





of 160 offerings. 
* * * 


EBENSBURG, PA. 
Ebensburg Auto Auction Co. Sale every 
Thursday (June 16). Interest high and 
prices firm. Sold 89 cars out of 112 offer- 
ings. 
* * * 


MINNEAPOLIS 
Minneapolis Auto Auction. Sale every 
Wednesday (June 15). Market soft on late 
model light cars. Brisk action on °49s 
through ‘52s. A heavier consignment today. 
Sold 86 cars out of 133 offerings. 
* * * 


MASON CITY, IA. 

Central States Auto Auction. Sale every 
Wednesday (June 15), Retail still strong. 
We need more sharp units for wholesale 
buyers. Sold 82 percent of cars entered. 

* . * 


D. VA. 

Danville Auto Auction. Sale every Wed- 
nesday (June 15). Sale activity very strong. 
Not enough good autos to fill demand. Sold 
75 cars out of 102 offerings. 








ANOTHER NEW | 
SERVICE 


FOR THE 
AUTOMOTIVE 


EXPORT 
INDUSTRY 


AUTOMOTIVE Ex 
Por 
CONF IDEN 
SST maiarin 


e To further assist exporters 
in developing information about 
their overseas markets, and to keep 
them posted on events having a 
direct bearing on their trading 
operations, THE AMERICAN 
AUTOMOBILE and EL AUTO- 
MOVIL AMERICANO have 
created this new “Automotive 
Export Confidential Bulletin.” It 
is published monthly. Distribu- 
tion is to those directly concerned 
with automotive exports. A com- 
panion newsletter — the “Trade 
Lead Confidential Bulletin” — is 
distributed to advertisers only. 


Would you like to see copies of 
these bulletins? 


Write to 


Russell F. Anderson, Publisher 
THE AMERICAN AUTOMOBILE and 
EL AUTOMOVIL AMERICANO 


dl ad 
McGRAW-HILL 
INTERNATIONAL CORPORATION 


330 West 42nd St., New York 36,N.Y 


AUTO 
TURNTABLES 
* 


Manufactured by 


+ 
Macton Machinery Co. 
DYKE LANE 
Stamford 2, 
Conn. 








100 Feet of 48-12" x 18” Pennants 
All-Weather Ourafiim Only $4.50 
Money retunded if not satisfied. 

MYRLO COMPANY 


2168 W. 25th, Cleveland 13, Ohie, dept. N 
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Salesmen Accented .. . 





‘Gamble’ Pays Off for Coberly 


OS ANGELES, — J. E. Coberly 

Co. (Lincoln - Mercury) has 
claimed a “world’s record” in new 
Mercury sales for May and credits 
a “gamble on radical departures 
from standard merchandising 
methods.” 

In May, according to Carson E. 
Boone, general manager, Coberly 
sold, registered and delivered 1,050 
new and used cars, of which 522 
were new Mercurys. 

“The gamble paid off and the 
time has come to crow about it,” 
Boone wrote in a report to all 
Coberly salesmen. 

The gamble was taken, Boone 
said, five years ago “when an epi- 
demic of unethical practices spread 
to many auto retailers in highly- 
competitive Los Angeles.” 

He explained that Coberly had to 
make a counter-move, but were 
unwilling to “match fire with fire.” 
The answer decided upon was 
“yarious innovations that would re- 
duce expenses and make it possible 
for us legitimately to sell our cars 
to the public for about the same 
low cost some dealers falsely were 


claiming to sell theirs.” 
* * * 


Costs Rigidly Watched 
a said that rigid cost con- 
trols were installed and a sales 
force was built up that needed no 
supervision. As to the results, he 
cites the sales figure for May plus 
the earnings of the sales force. 
According to Boone, the top 25 
salesmen averaged commissions 
of $1,587.96 during May; the top 

10 averaged $2,044.87 and the top 

man—John Davis—earned $2,- 
946.92 during the month. 

“For four years now,” Boone 
wrote to the salesmen in his report, 
“we have demonstrated that we 
have found the formula. Cost con- 
trol at Coberly’s consistently is kept 
greatly ahead of the industry aver- 
ages. Our sales force is composed 
of ethical members who have 
clearly proven their ability to man- 
age themselves and cope with the 
chan, market. 

Year okill” he continued, “has 
grown rapidly because you daily 
enjoy using your intelligence (you 
have not been retarded in this re- 
spect by common ‘closing systems’ 
that would have you act as ‘bird 
dogs’ or mere go-betweens). A good 
example of this can be seen in last 
month’s (May’s) performance.” 

x . * 


Each His Own Manager 
oo said that at no time did 
any of the Coberly salesmen 
consult or have contact with a com- 
pany executive except during the 
15-minute daily meetings. The cus- 
tomers, he said, dealt entirely with 
the salesmen and each successfully 
functioned as his own manager, 
doing a better job of governing 
himself than would be the case of 
a tightly supervised staff. 

“We do not know of another 
dealership (large or small),” Boone 
wrote, “that does not have a gen- 
eral salesmanager, new-car sales- 
manager, assistant sales managers, 





Pontiac, Chevrolet 
Report Big Gains 
In Station Wagons 


DETROIT. — A rise in station 
wagon popularity has been reported 
by Chevrolet and Pontiac, ranging 
from 8 percent of production for 
Pontiac to 10 percent for Chevro- 
let. 

In separate reports from Pon- 
tiac and Detroit, both divisions of 
General Motors Corp. announced 
that station wagon production this 
year was more than some previous 
years’ 12-month output of the 
model. 

Pontiac said that the 4,668 pro- 
duced in May alone almost equalled 
its station wagon production for the 
year 1949. Chevrolet said that in 
the first four months of 1955 it pro- 
duced more than it did during 1953 
and four times the amount made 
in 1952; 

The “exodus to the suburbs” and 
“family appeal” were credited for 
the station n’s rise in popu- 
larity. 


turnovers or closers and it is sig- 
nificant that our organization does 
not have anyone who functions in 
these capacities. Our records prove 
that the good judgment you exer- 
cised in approving your own deals 
produced better results than we 
could have expected from a closely 
supervised arrangement.” 

Boone said that after the 1,050 
new cars were sold, the total 
used-car inventory at the end of 
the month was only 15 units. 

“You have réason to be particu- 
larly proud of having accomplished 
the above,” Boone summed up at 
|the end of his report to the sales- 
men, “because you did it without 
| the slightest deviation from our ‘no 
tricks’ sales policies and without 
the benefit of discount advertising. 
Every customer was given a copy 
of our buyer’s guide both before 
and after the sale. More important 
. . . you have established a record 
|for what we believe to be the most 
concerted effort for integrity ever 
brought to bear in the automobile 
business.” 

« + ? 


Full-Page Ads Stressed 


OBERLY is a consistent user 
of newspaper advertising and 
uses full-page ads to get its story 
to the public. In each full-page ad- 
vertisement the firm runs its buy- 
er’s guide and enumerates the cost 
savings that Coberly said is passed 
on to the customer. 

In a typical ad, the firm pub- 
lished a “statement of policy” as 
follows: 

“Without degrading our factory’s 
products, we aim to sell new cars 
honestly and for less—in the bold 
competitive spirit that has made 
our country great. 

“You won’t find us bragging to 
our factory about profits per 
unit. We’re proud that we offer 
our cars for less cost to the pub- 
lic. Through rigid cost controls 
and high volume, we are making 
a profit while drastically under- 


Willys Assumes 
Ohio Distribution 
As Worman Quits 


TOLEDO. — A mutual termina- 
tion agreement between Willys and 
Laurel C. Worman, Inc., Willys dis- 
tributor, has been announced along 
with plans of the auto manufac- 
turer to establish its own organiza- 
tion for the distribution of Willys 
products in Ohio. 

C. W. Grinstead, Willys central 
division manager, stated that dis- 
tribution in northwestern Ohio will 
be handled through the Detroit 
zone office. 

Sales in the eastern section will 
be served by the Pittsburgh zone 
and the company will open a zone 
office in Cincinnati for the southern 
Ohio territory formerly served by 
the Worman organization. 

“Recent broadening of the Willys 
commercial line and the extensive 
merchandising and dealer develop- 
ment program it entails make it 
desirable for the company to estab- 
lish its own sales organization in 
this territory,” Grinstead said. 

Worman said the move will per- 
mit him to devote more time and 
attention to other business inter- 
ests. He became associated with 
Willys in 1941. 


Studebaker Calls 
Dealer Council 


SOUTH BEND.—The first meet- 
ing of Studebaker’s new dealer 
council has been called for June 29 
by William A. Keller, general sales 
manager. 


The dealers on the council are: 
William Catlin sr., Jacksonville, 
Fla.; Carl F. O’Daniel, Louisville; 
Louis E. Baker, Pawtucket, R. L; 
J. R. Ponsetto, East McKeesport, 
Pa.; R. F. Lindenbusch, St. Louis; 
Edward C. Wehe, Milwaukee; H. 
E. Berrell, Fargo, N. D.; Oliver 
Cinnater, New Orleans; Don Ras- 
mussen, Portland, Ore., and Ansel 
J. Schloss, San Francisco. 











selling competition. The natural 
outcome of all this is that the 
public can afford more and bet- 
_ ter cars. 

“We urge that you carefully in- 
vestigate before you buy your next 
new or used car.” 

o + e 


Why Values Are Better 


F ANSWER to the question of 
how Coberly gives “better value,” 
the following was carried in the 
ad: 

“1. Costs are greatly reduced by 
volume. Coberly’s sells more new 
cars than any other Lincoln, Mer- 
cury or English Ford dealer. 


“2. Coberly’s leads the nation in 
parts distribution and service sales. 


“3. Coberly’s owns its own fi- 
nance and insurance departments. 


“4, Coberly’s owns its buildings 
and doesn’t borrow on inventories. 


“5. Coberly’s excels in modern 
cost controls and has substantial 
savings from revolutionary meth-. 
ods. (Example: Coberly’s does 
not have a general sales man- 
ager, new-car sales manager, as- 
sistant sales managers, profes- 
sional closers, etc.) 

“6. Coberly’s doesn’t waste time. 
Widest selection of colors and mod- 
els for quick delivery (bring your 
wife and papers on your car). 


“7. Coberly’s has approximately 
$93 per unit advantage simply by 
efficiency in marketing tradeins. 


“8. Coberly’s (since 1916) has 
pyramided its sales by the free ad- 
vertising it gets from shoppers who 
appreciate an ethical dealer who 
offers the greatest value.” 

* + * 


Check List for Buyers 


HEN, under “WARNING” in 

bold type, the firm tells pros- 
pective customers to “be careful” 
and lists its buyers’ guide advising 
buyers to save “the check list be- 
low.” 

The guide follows: 

“1. The safe way to buy your new 
car is to look only at what you are 

getting and what you actually have 
to pay after bargaining with the 
dealer (if you have a tradein, talk 
cash difference). Ignore list prices, 
discounts and tradein allowances. 
Example: You gain nothing when 
the dealer increases his list price 
by $200 so that he can give you 
$100 or $200 additional discount. 

“2. Make sure the new car has 
all the accessories and equipment 
that you should expect. Coberly’s 
gives many items on each car that 
are not standard equipment else- 
where. Ask for Coberly’s free 
printed ‘price sheet’ which gives a 
detailed breakdown of all extra 
items you get (undercoating, per- 
maseal, grille guards, guarantees, 
etc., 383-point preparation service, 
etc.). 

“3. Believe terms only if immedi- 
ate delivery can be made without 
any delays or last-minute charges. 
However, don’t be high-pressured 
into taking immediate delivery on 
a substitute deal that you haven’t 
had time to compare. (Example: 
Periodic over-supply, etc., some- 
times makes a more expensive 
body style temporarily worth $200 
less in the open market.) 

“4. Buy only when you are con- 
vinced that the car is new in 
every respect and has late motor 
number from Los Angeles fac- 
tory. 

“5. Do business only with a 
dealer who unquestionably will 
supply a clear title to the new car 
(when due) and, if applicable, pay 
off the full balance you owe on 
your tradein. 

“6. Do business only with a dealer 
who can be relied upon to stand 
behind your new car after delivery. 

“7, Be sure there aren’t any ex- 
cessive charges for insurance, fi- 
nance, etc. (there easily can be a 
hidden charge of $300 in finance 
charges alone). Never sign a blank 
form. Examine your contract care- 
fully to be certain that any pickup 
payments, balloon payment, side 
notes, pay-off on tradein, etc., are 
as agreed. Verify that you have 
been quoted the true net worth 
pay-off on your tradein and that 
you have been given credit for re- 
funds on unearned finance and in- 
surance charges.” 





ie be 


First L. A. Continental Deal— 


The first Continental selling agreement 
in the Los Angeles district is signed by 
T. H. Tupman, Tupman Motors (Lincoln- 
Mercury). Watching the transaction are 
George |. Boggs, L-M Los Angeles man- 
ager, right, and George S. Coats, Mercury 
western regional sales manager. Tupman 
will handle the new car in his present 
location. 








Allentown Fetes 
Mack Truck’s 
20th Birthday 


ALLENTOWN, Pa.—Transporta- 
tion must be accepted as a whole 
rather than a group of separate en- 
tities competing with each other, 
according to P. O. Peterson, presi- 
dent of Mack. 

“Railroads are foolish to try 
stopping truck progress,” he said. 

“While the two major branches 
of the transportation industry con- 
tinue to oppose each other, you will 
continue to pay for it,” Peterson 
told Allentown businessmen at a 
Chamber of Commerce luncheon 
highlighting “Mack Day” activities 
here. 

The daylong festivities commem- 
orated the 50th anniversary of the 
opening of Mack’s first plant here. 
The company, established in 1900, 
moved from Brooklyn in 1905. 


Peterson, in his talk, said rail- 
roads and truckers have an obliga- 
tion to iron out their differences 
and work together to increase 
transportation efficiency. 





Yarnall Among 38 Dealers | 
At GM Counceil Session 


DETROIT.—NADA President 
Frank H. Yarnall and 37 other Gen- 
eral Motors dealers conferred with 
GM executives here on factory- 
dealer relationships at the 13th GM 
Dealer Council. 


Yarnall, a Chevrolet dealer, was 
one of two Chicagoans attending 
the sessions. The other 36 dele- 
— each represented a different 
city. 

Factory-dealer relationships were 
discussed by the Council, first or- 
ganized by GM in 1934. > 

Two groups of dealers comprise 
the Council. Nineteen represent 
large cities and 19 are from medi- 
um-sized cities. 

Representatives of GM _ partici- 
pating in the council sessions in- 
cluded: Harlow H. Curtice, presi- 


dent; Albert Bradley and L. C.) 
| Floyd E. Hughes sr. Council Bluffs, 


Goad, executive vice - presidents; 


Anderson to Head 
All AMC Styling 


DETROIT. — Edmund E. Ander- 
son has been named director of au- 
tomotive styling for American Mo- 
tors Corp., it was 
announced last 
week by Meade 
F. Moore, vice- 
president of auto- 
motive research 
and engineering. 





Anderson will 
direct styling 
groups independ- 





ae = 6s nes of AMC 


cars—Nash, Hudson and Rambler. 

Anderson was chief designer for 
Oldsmobile from 1938 to 1942 and 
chief designer for Chevrolet from 
1945 until joining Nash. 


Chief stylist for | 
Nash since 1950, | 


ently working on| 





Roger M. Kyes, vice-president in 
charge of Dayton, Household Ap- 
pliance and GMC Truck group; 
Carl H. Kindl, vice-president in 
charge of Overseas and Canadian 
group; Charles A. Chayne, engi- 
neering vice-president; William F. 
Hufstader, distribution vice-presi- 
dent; George Russell, treasurer; 
Spencer D. Hopkins, director of the 
sales section, and Myrle E. St. Au- 
bin, director of the service section. 

Dealers on the council were: 

Large city group—Glen Camp- 
bell, Williamsville, N. Y.; C. E. 
Childers, Chicago; D. B. Cole, Co- 
lumbus, O.; W. A. Coleman, Wash- 
ington; Almond Cooke, Louisville; 
T. Kirby Davidson, Medford, Mass.; 
Arthur R. Gaines, Brooklyn, N. Y.; 


Ia.; Hess Kline, St. Paul, Minn.; C. 
R. Krajenke, Detroit; E. A. Neu- 
beck, Irvington, N. J.; R. A. Parker, 
Houston; John Riach, Seattle; M. 
A. Stewart, San Francisco; Jack 
Symes, Pasadena, Calif.; F. H. Ul- 


rich, Culver City, Calif.; Charles E. 


Vincel, St. Louis; M. B. White, Ok- 
lahoma City, and Yarnall. 


Medium city group—R. W. Bog- 
da, Green Bay, Wis.; L. L. Crusius, 
Bloomington, Ill.; L. K. Eymann, 
Forest City, Ia.; W. H. Foote, Flor- 
ence, Ala.; R. D. Gallafent, Poca- 
tello, Id.; John C. McKellar, Orlan- 
do, Fla.; Enrico Menapace, Gallup, 
N. M.; F. J. Murphy, Port Jervis, 
N. Y.; F. B. Peyton III, Charlottes- 
ville, Ca.; W. M. Robertson, Joplin, 
Mo.; Jesse A. Rogers, Amarillo, 
Tex.; John Roth, Merced, Calif.; R. 
Saidel, Manchester, N. H.; J. F. 
Scarborough, Statesville, N. C.; D. 
H. Smith, Washington, Pa.; Lou 
B. Vidal, Rapid City, S. D.; J. T. 
Vidmar jr., Pueblo, Colo.; C. Ken- 
neth Wilson, Salem, Ore., and D. 
J. Yoder, McAllen, Tex. 





Seattle Dealers Win Poster Award— 


In recognition for advertising excellence, Seattle zone Chevrolet dealers received 
awards in national competition. The dealers took first prize in the Poster Copy Idea 
division of the Local Outdoor Advertising Contest sponsored by the Outdoor Advertis- 
ing Assn. of America, Inc. Above, C. Robert Leach, center, sales manager of Foster 
and Kleiser Co., representing the association, presents a plaque to dealers Gene 


Fiedler, left, and Stanley Nelson. 
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s New-Car Business S 


Seat Coverers Focus 


On Used Cars Now 


(Continued from Page 4) 


mined by the “porosity” of the or- 
iginal upholstery and the “porosity” 
of the seat cover. 

Indirectly, upholstery manu - 
facturers, including Chicopee 
Mills, are working to reduce the 
need for seat covers by making 
better original upholsteries which 
will indefinitely resist fading, 
shrinking, tearing at the seams, 
rotting, leaking, staining, scuff- 
ing, stretching and cracking. The 
new tolex plastic made by Tex- 
tileather reportedly resists many 
of these actions. 

Discussing the recent business 
decline, a spokesman for a seat- 
cover manufacturer asserted, “Un- 
til two years ago, we had a won- 
derful business. Since they began 
using those fine upholsteries, we’ve 
been going downhill. We’re branch- 
ing into other products, now. 

“There’s still a market in the 
older cars, particularly with peo- 
ple who have dogs or a lot of kids. 
You have to remember that almost 
all the dust and dirt in a car is ab- 
sorbed by the seats except that 


which goes on the floor.” 
* * 


Dealer Charges More 


A DEALERSHIP parts manager 
estimated that between 1946 
and 1951, about 75 percent of the 
new cars purchased from his firm 
were equipped with seat covers. 
This declined to about 50 percent 
in 1952, to 25 percent in 1953, to 10 
percent in 1954 and almost to noth- 
ing in 1955. 

“Last month,” he said, “we sold 
147 cars and not a single set of seat 
covers. I mostly blame this on the 
beautiful car interiors these days. 
However, our prices, which are 
much higher than the seat-cover 
stores’, are partly responsible.” 

The manager of a seat-cover 
store said that the new auto in- 
teriors had reduced his business 
from $3,000 a week last year to 
$1,000 a week this year. 

“But my profit picture is about 
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|the same,” he continued. “While 
| the volume is down 67 percent, I’ve 
reduced my advertising 80 percent 
|and I’ve cut my help down to the 
| bone.” 

A Ford dealership parts manager 
commented, “We first noticed a 
serious drop in seat-cover business 
last year when the factory began 
using vinyl plastic on a lot of its 
production.” 

o 


Next to Nothing 


_ manager said that he put | 
covers on 20 percent of his deal- 
erships’ deliveries in 1954 and that} 
it has declined to less than one per- 
cent this year. 
A Chevrolet parts manager said: 
“We began noticing a big drop- 





Governor Signs Up— 


South Dakota Gov. Joe Foss, famed 
flying ace of World War Il, left, signs a 


| Studebaker dealer franchise as Charles 
|R. Steinmetz, general manager of Foss’ 


dealership, standing, and Michael M. Sco- 
vill, Studebaker zone manager, look on. 
The governor's firm, which handles Pack- 
ard as well, is in Sioux Falls. 


successfully resisted weather and 
other deteriorating forces. 





off in seat-cover business at about | 

the same time that Tom Keating 

(general manager of Chevrolet) 

remarked that ‘Our cars have 

beautiful trim; why cover it with | 
seat covers?’ ” 

A Chrysler-Plymouth parts man- 
ager said his dealership stopped | 
stocking seat covers a couple of | 
years ago when the demand fell 
off to nothing. 

Until its decline in the past few | 
years, the seat-cover industry had | 
experienced a fairly steady growth | 
since its inception in the late ’20s. 

* * oe | 








Scarce on Cars of ’20s 


ee 1924 most cars were 

open-bodied touring cars and 
roadsters and required little in the 
way of seat covers. The uphol- 
steries were either leather (for ex- | 
pensive cars) or imitation leather | 
(for cheaper models), both of which | 


A couple of years later when the 


|closed bodies became popular, the 
'manufacturers began using uphol- 


stery made of cotton, mohair and 
other materials less durable and 
more prone to get and stay dirty. 

By 1928 and 1929, there was a 
considerable demand for throw- 
over seat covers to protect the 
poorer materials. These were 
similar to the “Sloppy Joes” now 
being sold. 

In the early 1930s, auto buyers 
began equipping their cars with 
the first tailor-made seat covers for 
the first time. 

This business grew slowly until 
about 1938 when, according to one 
seat-cover official, about 25 percent 
of all cars in the U. S. had seat 
covers. This percentage expanded 
somewhat in the immediate prewar 
years, as motorists came to suspect 


Fate of Licensing Laws 
In State Court Hands 


(Continued from Page 3) 


and registrars are powerless to 


withhold licenses, it is stated. | 


x * * 


CG states requiring factories 
and dealers alike to obtain li- 
censes are Colorado, Florida, Lou- 
isiana, Minnesota, Mississippi, Ne- 
braska, Oklahoma, Tennessee, Vir- 
ginia and Wisconsin. Ohio and 
South Dakota license dealers only. 


The adjacent states of North 
Carolina and Tennessee adopted 
anti-factory-coercion measures this 
year, along with Arkansas and 
Minnesota. Colorado amended its 
licensing law to include factories. 


North Carolina’s law bars man- 
ufacturers from coercing or at- 
tempting to coerce dealers to 
take unwanted merchandise. It 
also strikes at unfair franchise 
cancellations and agreements 
forced on dealers by cancellation 
threats. 

A separate section of the North 
Carolina act outlaws factory de- 
mands that dealers handle their 





Orr Guides Sales 
At Nash of Canada 


TORONTO. — R. J. Orr has been 
appointed 


general sales manager 
and Reg A. Gib- 
son has been ap- 
pointed plant 
manager of Nash 
Motors of Can- 
ada, Ltd., Richard 


T. Purdy, presi- 
dent, announced 
last week. 


Orr formerly 
was a sales offi- 
cial with Ford of 
Canada and until 
recently served 
as sales manager of Rootes Motors 
(Canada), Ltd. 

Gibson, formerly general sales 
manager, has been with Nash for 
five years. 

The two appointments are part 
of an overall development and per- 
sonnel expansion program, Nash 
officials said. 





|retail finance business with speci- 
fied companies. 

Power to suspend, revoke or re- 
fuse licenses, following a hearing, 
is conferred on the State Commis- 


sioner of Motor Vehicles, who also | 


may obtain court injunctions to 
| prevent violations of the licensing 
act. Defendants may appeal penal- 
| ties to state courts. 
| * * 7 

* ee grounds on which North 
Carolina may deny state licenses 
are as follows: 





plication for license. 

2. Willful and intentional failure 
to comply with any provision of 
the Act or any lawful rule or regu- 
lation promulgated by the Depart- 
ment (of Motor Vehicles) under 
the Act. 

3. Failure on the part of deal- 
ers to have an established place 
of business, defined by the Act 
as a “permanent enclosed build- 
ing or structure.” 

4. Willfully defrauding any re- 
tail buyer, to the buyer’s damage, 
or any other person in the conduct 
of the licensee’s business. 

5. Employment of fraudulent de- 
vices or practices in the retaking 
of motor vehicles under retail in- 
stallment contracts and the resale 
of such vehicles. 

x * 


USING “unfair methods of 
competition or unfair decep- 
tive acts or practices.” 

7. Knowingly advertising an “un- 
true, misleading or deceptive” 
statement of fact dealing with the 
business licensed. 

8. Knowingly advertising a used 
motor vehicle for sale as a new 
vehicle. 

Licenses will cost factories $50 
each; factory branches, $20; deal- 
ers, $15 for each principal place 
of business, plus $5 for every car 
lot not adjacent to the dealer- 
ship; salesmen, $2, and factory 
representatives, $2. 

The law requires that every fac- 
tory or dealer advertising in “any 
newspaper or publication” must 
list the type and serial number of 
its license. 


* 


1. Material mis-statement in ap- | 


that their cars would have to last | from his winter home in Lakeworth, Fia., 


for some time. 
+ * * 


Postwar Prosperity 
FTER World War II, demand 
for seat covers was almost 
overwhelming, with something like 
75 percent of the car buyers taking 
seat covers with their cars between 
1946 and 1951. 

This situation, said one seat- 
cover manufacturer’s representa- 
tive, was the result of a national 
habit, developed in the war years, 
of conserving things, including 
upholstery. 

Another factor, he said, was the 
“loading down” of cars with equip- 
ment, including seat covers, during 
this car-scarce period. 

The seat-cover business received 
a shot in the arm in 1950 when the 
Korean war broke out and people 
again began to fear that they 
would have to make their cars last 
a long time. 

In 1952, the decline in the indus- 
try began with the introduction of 
the finer upholsteries which, al- 
though used on closed cars, were 
as durable as the upholsteries on 
the open-bodied touring cars of the 
1920s. 


Obituaries 


Rowan, 69, Old-Timer 


On Billings Auto Row 

BILLINGS, Mont.—(UTPS)— 
Peter H. Rowan, 69, president of 
Rowan Motor Co. (Chrysler-Plym- 
outh), died of cancer in a Billings 
hospital June 9. He was a charter 
member of both the Montana Au- 
tomobile Dealers Assn. and the 
Billings Automobile Dealers Assn. 
According to officials of the latter 
group, he was the only member 
remaining of the original group 
that established the organization in 
1934. 

Mr. Rowan came to Billings as 
a Franklin service man in 1912 and 
established a Franklin agency two 
years later. Subsequently, he added 
the Dort, Metz and Maxwell fran- 
chises. 2 ee 


Manson C. Carpenter, 


Holley Vice-President 
DETROIT.—Manson C. Carpen- 
ter, vice-president of Holley Carbu- 
|retor Co., died June 21 in Henry 
Ford Hospital here after a heart 
attack. 
A member of the board of direc- 


1930, Mr. Carpenter handled Hol- 
ley’s Ford Motor Co. account. He 


* * * 


manager. 


Roy L. deBrauwere 
LYNNBROOK, L. I.—Roy L. deBrau- 
were, assistant general manager of Schra- 
der division, Scovill Mfg. Co., Brooklyn, 
N. Y., died unexpectedly at his home here 
June 18. * * * 
M. A. Needham 
SINTON, Tex.—M. A. Needham, local 
Buick dealer, died June 14 after a heart 
attack. He was 43. 
* * 


* 
A. W. Kusch 
DENISON, Tex.—A. W. Kusch, 71, 
former Ford and Chevrolet dealer here, 
| died June 14. For the past several years 
he had operated an independent repair 
garage. » * * 
Harold Wellbaum 
MIAMI.—Harold Wellbaum, 59, general 
sales manager of Luby Chevrolet Co., died 
June 13. * * * 
John M. Lambert 
ERIE, Pa.—John M. Lambert, 77, one 
of the first automobile dealers in Erie, 
died of a heart attack June 15. Mr. Lam- 
bert years ago had been a dealer for the 
Baker Electric and the White Motor Co. 
of Cleveland. Later he entered real estate. 


™ * * 
Charles B. Barr 

KANSAS CITY.—Charles B. Barr, 
formerly manager of the Ford dealership 
in Atchison, Kans., died June 14 at St 
Luke’s hospital here. Before his retire- 
ment two years ago he was an inspector 
for Fedéral Mogul Bearing Co. He had 
been a car dealer in St. Joseph, Mo., 
more than 20 years before coming 
Atchison in the 1930s. 

* * * 


Ector A. Bagwell 
FAYETTE, Ala.—Ector A. Bagwell, 65, 
former automobile dealer and more recent- 
ly president of the Fayette Concrete Pipe 
Co., died June 16 





to 


* * * 


Louis Vignati 
AUGUSTA, Ga.—Louis Vignati, 73, re- 
tired auto dealer, died June 18 after a 
long illness. Mr. Vignati, a native of Rio 
de Janeiro, had lived here 50 years. 
n * * 


Herbert A. Halstead 

MIDDLEPORT, N. Y.—A co-owner of 
Middleport Sales Co., an auto dealership, 
Herbert A. Halstead, 44, died June 18 at 
his home. He founded the firm with his 
brother, Clarence, in 1951. Mr. Halstead 
was a past president of the Lockport Au- 
tomobile Dealers Assn. 


* * * 
Samuel E. Donaldson 

PITTSBURGH.—-Samuel E. Donaldson, 
85, one of the founders of Donaldson Mo- 
tors, died at Kenny Ross Chevrolet, Inc., 
after a heart attack. The Ross firm was 
successor to Donaldson’s firm and he 
maintained an office there. He had returned 





| You should get the facts of 


|tors and a vice-president since} 


joined the firm in 1920 as sales} 


70, | 


for | 








a few hours before his death. Mr. Donald- 
son retired about 12 years ago. 
- * * 


Charles A. Parker 
DENVER.—Charles A. Parker, 52, co- 
owner of Day Chevrolet Co., Aurora, Colo., 
died unexpectedly at his home. Mr. Parker 
had been employed by General Motors Ac- 
ceptance Corp. for 18 years before becom- 
ing a dealer nine years ago. 


ATTENTION 
all new car 
dealers 
who want 


extra profits 
of $3,600 to 


*12,000 
and more— 
per year’ 


the unique new plan being 
offered by United States 
Rubber Company and its 
Distributors. It requires 
neither inventory nor added 
personnel—yet it's proved 
to lift yearly car dealer 
profits by thousands of 
dollars. For all details, 


WRITE, 
WIRE or 


CALL 
M. C. CRAWFORD 


United States 
Rubber Company 


1230 Avenue of the Americas 
New York 20, N. Y. 





“HOOK ON” 


""ONE HAND" 





“ONE SECOND" 


LICENSE PLATE HOLDER 


NICHOLS & SON 
1994 Whitney Ave. Hamden, Conn. 


$1.50 Per Set Jobbers Wanted 
Name 

Address 

City STATE __O No. Sets 











44 


AUTOMOTIVE NEWS, JUNE 27, 1955 


Or Do You Peddle Only to Strangers? 


Sell More ‘Me,’ Less Hoozis 8 | 


(Continued from Page 1) 


worth waiting for anyway until 
some changes are made.” 

Looking around, he said that a 
good barber made more in five days 
than the dealer made working and 
worrying six days and all day 
Sunday. 


* * * 


i dealer spoke up and said 
the present deplorable plight 
was due to the lack of salesmen 
that know the business, that the 
business does not attract young 
men, and there were too many in 
it that should be out and nobody 
out that wanted in. 

“Thank God you’ve got any 
salesmen at all,’ Old Anonymous 
replied, striking a pose as the 
world’s greatest salesman, “You 
haven’t got enough horses to pull 
the wagon because the wagon 
has broken down.” 

Then he cited an incident of 


selling that he had picked up 


shortly after returning from Never- 
Never Land. 

“This salesman makes $2,000 a 
|month profit,” Anonymous said, 
|“and all he owns is a home paid 
|for, a 1955 auto and a wife and 
four kids, also paid for. He has no 
| business to keep him awake. Most 
\of his troubles are ‘deducts.’ 

“He is a man who has not run 
out of string. He has been selling 
automobiles for 20 years and has a 
book in which he has the name, 
| address, number in family and likes 
and dislikes of every customer he 
has ever sold. He sits at the tele- 
phone 10 hours a day and calls 
those names— people he has sold 
before. Thig guy’s selling cars? 
What brand? Don’t make no differ- 
ence. He can make $2,000 a month 


selling anybody’s cars. 
> + * 








beautiful delinquents with full- 
moon fever.” 

According to Anonymous, the | 
dealer should consider himself as | 
the purchasing agent for the | 
public instead of a selling agent 
for the manufacturer. 
With this viewpoint, he said to| 
keep records of the customer’s | 
preferences, build a personal fol- | 
lowing, learn customer’s key buying | 
motives, treat customers as individ- | 
uals, answer all customer questions, | 
answer objections skillfully, analyze | 
lost sales, show a personal interest | 
in each customer’s car buying} 
problem and give each customer | 
the best service he can get any- 
where. 


Old Anonymous criticized too|to make a square in Peoria strip 
much snap in dealer employes. He| his head gears.” 


said he took his Flanders 20 in 


for a tune-up and the flip i A 


formed mechanic said: “Do you 


Teens, 


SNOTHING DOWN 2 


OWE GIVE YOU A HUNDRED 
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BUCKS TOWARD GAS & OIL. 
AS YOU DRIVE OUT WITH 
YOUR NEW FOO-ATE & 7 
®NO PAYMENTS FoR THE 


FIRST YEAR ? 
®FIVE YEARS To PAY? 


® 25,000 MILE GARANTEE? 
@ and A FREE CoLoR TV 
SET WITH EVERY CARP 








| sible, 
| continuity is not volume but profit, 
|and net profit at that. The fac- 





more weight in the net profit 
statement,” he said. 

“The purpose of business is 
profit,” he said ag soberly as pos- 
“and the test of business 


tories have their problems but 


(% | profit does not seem to be one of 
+ 5 | them. 


| “Inventory, overhead and sales— 
|these are the retailers Big Three,” 
| Anonymous said, “and sales of any 
|number make profit go up when 
| inventory and overhead are re- 
|duced. If these two items are at 
a fixed minimum, then sales must 
go up but only if sales are made 
at a profit. 

“If volume is misconstrued as 
being synonymous with sales and 
a profit of 3 percent gross is made 
|on a fixed number, increasing vol- 


“I dunno, Jock, I’m uneasy | ume without increasing margin of 
about it somehow!” 


* 


* 





* 


| profit may increase inventory and 
|overhead and produce a loss in- 
| stead of a profit. 

| “It’s like this: If you have to sell 
|100 cars at a profit of $10 to make 
|/your ‘nut’ and you reduce your 


FTER his absence of 2,000 years | profit to a dollar to make volume 
from the American scene, John | you will have to sell 1,000 cars at 


want it good or do you want it|Q, P. was most amazed by the lack |@ profit of a dollar to make the 


Monday?” 


|of profit—the net. 


va A LOT of youse dealers,” Old 
Anonymous said, “act like “Egad,” said Anonymous, “enough | 


“A butterfly net would have 





HEIL > 
““NO-SAG” BODY~ 
a Ry ag ted 


SELLS MORE 
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NO-SAG body construction is a feature hard to beat when 
it comes to adding those extra points of superiority to your 
truck sales pitch. This one Heil “exclusive” makes more 
money for you by saving maintenance dollars for your 
customers. 


FLOOR CAN’T SAG—subframe cross members and long 
members are interlocked and welded into a single grid-like 
assembly. That’s extra strength for heavy loads! The entire 
interlocked assembly is welded integrally with the body 
floor, eliminating sagging! 


SIDES CAN’T BULGE — extra flange on the body side top rail 
and runboard, plus V-section side braces and rugged corner 
posts support the sides rigidly. There’s no bulging or spread- 
ing at the tailgate. 


cKS: 


There are many other Heil body and hoist features that help 

you sell more trucks. Weight-saving design permits hauling 

greater pay load. Fabricated (not cast) parts permit welding 

repairs instead of replacement of the entire part. Double- 
acting tailgate with offset hinges provides an extra 
large opening for fast, clean dumping. Dependable 
“low maintenance” Heil hoists, matched to the truck 
and the load. Ask your Heil distributor for the many 
other sales-clinching features. 


DEPT. 5965, 3059 W. MONTANA ST., MILWAUKEE 1, WIS. 


Factories: Milwaukee, Wis. — Hillside, N. J. — Lancaster, Pa. 


Heil Sales Offices: New York, Lancaster, Pa., Union, N. J., Atlanta, Cleveland, 
Milwaukee, Chicago, Kansas City, Denver, Dallas, Los Angeles, Seattle 


BH-517D 





| same Money.” 
+ * * 


. | ONEY,” said the Old Philoso- 


pher, “may not make many 


friends but it attracts a _ better 
class of enemy. 

“The time has passed when 
you could sell cars by passing 
out lifetime fly swatters. Don’t 

| wish for an age with dreams 
| other than ours, but get a cus- 
| tomer and keep him, otherwise 
you'll find yourself in the slip- 
| stream trying to get your para- 
| chute open.” 

Then the old character who 
|never in his life sold an icebox to 
an Eskimo, banged his way out of 
| the bar. 

Out in the street, he blinked at 
the traffic and muttered something 
jin his beard about two cars for 
|every family. Then, tapping impa- 
tiently with his cane at a red fire- 
plug, he said: 

“Lad, could you direct me to a 
tame psychiatrist?” 


13,000 Attend 
Auto Parts Show 
In Motor City 


DETROIT. — More than 13,000 
persons attended the Great Lakes 
Automotive Show, a regional ex- 
hibit held here and sponsored by 
jobbers in the area, it was disclosed 
last week by R. G. Wood, manager 
of the event. 

Wood said the show was a com- 
plete sellout with all available 
space in both the Coliseum and 
Exhibit Building at the Michigan 
State Fair Grounds taken by the 
exhibitors. 

The show was the last of five 
held throughout the nation. Other 
events were held in Los Angeles, 
San Antonio, Atlanta and New 
York. 

With Wood on the committee 
were G. Walter Kleinschmidt, presi- 
dent; E. R. Sluggett, vice-presi- 
dent, and R. G. Kemp, executive 
secretary. 

The attendance breakdown, as 
given by Wood, follows: 

Sponsoring jobbers and person- 
nel, 1,917; guest jobbers and per- 
sonnel (six states and Canada), 
432; guest manufacturers and man- 
ufacturers’ agents, 816; car manu- 
facturers’ executives, 1,510, and 
dealers and service station opera- 
tors, 8,673. Total attendance was 
13,348. 








New Tire Is Made 


| From Rock, Sand 
DETROIT. — Derivatives of 
rock and sand are the basic in- 
| gredients of an experimental tire 
that is said to withstand a tem- 
perature range of nearly 600 de- 
grees Fahrenheit. It was devel- 
| oped by U. S. Rubber Co. and 
Dow Corning Corp. 

Commercial application to au- 
| tomotive vehicles is unlikely at 
| this time due to high cost of the 
| materials. However, such tires 
| may be suitable for super-sonic 
| aircraft where temperatures in 
the 400 to 500 degree range are 
| encountered. U. S. Rubber said 
this was the first tire in which 
silicone rubber and glass fibers 
have been successfully combined. 
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By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 


Car, Truck Output Estimates 








Week Week dan. 1 dan, 1 
Ended Same Ended Total To To 
dune 25, Week, dune 18, June, June 26, June 25, 
1955 1954* 1955* 1955 1954* 1955 
AMERICAN MOTORS _ 3,430 1,962 3,452 13,465 48,396 102,220 
Hudson 990 818 346 3,333 13,891 33,291 
Nash : denies 2,440 1,144 2,606 10,132 35,005 68,929 
CHRYSLER CORP. 27,550 15,951 27,986 99,858 369,179 772,260 
Chrysler 4,250 2,205 4,282 15,006 55,514 108,392 
DeSoto 2,450 934 2,485 8,731 36,685 78,105 
Dodge ............ . 6,500 3,121 5,851 20,549 65,971 173,811 
Plymouth ..... .. 15,350 9,691 15,368 55,572 211,009 411,952 
FORD MOTOR —— 51,050 34,782 51,414 158,433 904,420 1,116,794 
Ford 39,110 28,530 38,869 123,060 733,398 868,902 
Lincoln . 250 734 1,024 2,328 21,525 21,856 
Mercury ........ .... 11,690 5,518 11,521 33,045 149,497 226,036 
GENERAL MOTORS .. 69,484 59,731 53,077 239,733 1,492,868 2,022,011 
SEE.) sawiCmacienieecu nat 13,160 11,005 14,208 50,494 280,351 412,178 
Cadillac . $8,000 2,786 iieeda 8,155 60,081 78,794 
Chevrolet .................... 30,400 29,404 17,832 100,479 743,514 908,751 
Oldsmobile 13,224 10,311 11,852 45,248 217,953 319,202 
BD esecncestviens 9,700 6,225 9,185 35,357 190,969 303,086 
KAISER MOTORS | 145 553 140 503 13,457 6,570 
Kaiser ..... Stdecerne 145 323 140 503 5,117 911 
I iiiccidiiciscvenivcecncies: onsite ae ee 8,340 5,659 
Br OORP. ..................... E438 907 3,570 12,509 59,677 112,749 
Packard ......... 1,800 667 1,750 6,295 18,506 41,962 
Studebaker .............. 1,633 240 1,820 6,214 41,171 70,787 
Total Cars, U. S. ........155,092 113,886 139,639 524,501 2,888,497 4,132,604 
*Revised 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week dan, 1 Jan, 1 
Ended Same Ended Total To To 
June 25, Week, June 18, June, June 26, June 25, 
1955 1954* 1955* 1955 1954* 1955 
CHEVROLET . 11,300 6,290 5,263 32,098 178,164 190,155 
DIAMOND T . 125 58 108 354 1,764 2,559 
ccc biniens Cds Cenesceka 80 79 80 288 1,345 1,770 
ID Xie chcsuciiécxeusastcniioees 2,900 1,919 3,032 10,705 46,831 52,894 
IT ais co Ginah seiviicevodibovianead 7,900 5,934 7,884 24,729 161,557 188,923 
a 2,700 1,339 2,662 9,438 45,411 48,393 
INTERNATIONAL 3,145 1,681 3,528 12,274 54,337 68,447 
EE eh hcaiencrdvorontntsneneats 380 195 348 1,328 3,377 6,472 
EE 120 1% 120 436 5,428 2,576 
TUDEBAKER ............ 338 352 353 1,303 6,820 10,596 
IE Mancini scseaneuivantosata seen 330 206 335 1,192 5,428 6,727 
a, ee 1,560 1,693 1,510 4,327 30,397 38,812 
MISCELLANEOUS 100 89 100 375 4,016 2,520 
Total Trucks, U. S. .. 30,978 20,010 25,323 98,847 544,875 620,844 
Total Cars, Trucks, 
DIN siccinxslyesvcriniinwveied 186,070 133,896 164,962 623,348 3,433,372 4,753,448 
Total Cars, Trucks, 
DD ciscostenanvensieansie< 11,200 6,574 13,034 48,380 248,276 272,515 
Grand Total, Cars and Trucks, 
U. S. and Canada .197,270 140,430 177,996 671,728 3,681,648 5,025,963 
*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Federal, etc. 


N.B.: All U. S. totals include cars and trucks for military orders. 
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| 2nd Quarter Also Tops... 


Nearly 3 Million Units 
Built in Peak Half 


«Continued from Page 1) 


cars and trucks, breaking the old 
high of 40,005 during the previous 
week. 

4. A new six-day record of 47,010 
cars and trucks, surpassing the old 
be maintained or quickened, it|high of 46,753 during the previous 
| would mean the 5 millionth vehicle} week. 
of 1955 will roll from the assembly a 
lines about July 7. The same mile- ORD division also set three new 
stone was not attained until the daily car and car-truck produc- 
third week of August in the record|tion marks, the latest being the 
production year of 1950. 6,781 cars and 8,158 cars and trucks 

7 ek on June 18. 
Last week also marked the sec- 


2,657,057 during the second quar- 
ter, or 151,321 higher than the rec- 
ord 2,505,736 units produced during 
the first quarter. 

Should the present output pace 





L= by Ford division, which es- 
tablished four new marks, auto 
production last week jumped back 
to 155,092 units. That was 151.8 per 
cent of Automotive News’ three- 
year index, as compared with the 
136.7 percent recorded on the pre- 
vious week’s 139,639 cars. Truck 
output last week totaled 30,978 
units, as compared to the previous 
week’s 25,323. 

With 524,501 cars produced 
through last Saturday, the industry 
is expected to complete June with 
an estimated 632,500 assemblies. 
That would be the makers’ lowest 
month of this year. Previous lowest 
mark was January’s 659,705 cars. 

Here are the new output marks 
established by Ford division last 
week: 

1. A new five-day record of 33,810 
cars, breaking the old high of 33,- 
203 set during the previous week. 

2. A new six-day record of 39,110 
cars, eclipsing the old mark of 
38,869 set the previous week. 

3. A new five-day record of 40,630 


‘Birth Certificates’ 
Mandatory for 
Arkansas Autos 


LITTLE ROCK, Ark.—Beginning 
Friday (July 1), Arkansas motor- 
ists must obtain “birth certificates” 
for their cars before buying state 
licenses. 

A new registration law passed by 
the 1955 Legislature requires a li- 
cense purchaser to provide the 
State Department of Revenue with 
a certificate of origin of all new 
vehicles in the State. 

The new law applies to all cars 
bought from new or used-car deal- 
ers in Arkansas or from out-state 
dealers for registration in Arkan- 
sas. 

Arkansas auto dealers have been 
notified by the State Department 
of Revenue that they should obtain 
a manufacturer’s certificate of ori- 
gin for each vehicle on hand July 1 
and thereafter to enable buyers to 


CLASSIFIED ADS 


Reaching an estimated 150,000 readers engaged in all branches of the nation's 


automotive industry. RATES: 
INSERTION. POSITION WANTED ADS, 


rates supplied upon request. 


WANT AD DEPT., 


HELP WANTED 


NEW CAR 
SALES MANAGER 


$10,000 to $12,000 per year 


Experience as new car man- 
ager with the desire to become 
manager. Salesmen with abil- 
ity and experience considered. 
Large “Big 2"' volume opera- 
tion located in the District of 
Columbia. 


Please attach complete resume 
and photo. 


Applicants under 40 preferred. 


Box 5036, c/o Automotive News, 
Detroit 26 





ASSISTANT SERVICE MANAGER, Per- 
manent position for a good technical man 
with opportunity for advancement in a 
large progressive organization. The man 
we are looking for must be a diagnos- 
tician and possess personality to meet 
and handle customer relations. Kindly 
address Box 5042, c/o Automotive News, 
Detroit 26, giving age, experience, pres- 


: ent employer, address and _ telephone 
obtain licenses without delay. number. Snapshot or small photograph 
caste aiininniseianiansiaseSelalinnaO if available. 


Pl 


ymouth Names 








AUTOMOTIVE NEWS, 2666 PENOBSCOT 
DETROIT 26, MICH. 


} thousands of additional good jobs 


#300 square feet to more than a 


Fhouse a reception room, executive 


4 methods department. 


Buick Heads for Million 


(Continued from Page 4) 


three-year agreement with the|at the same rate prevailing during 
UAW representing more than 400,- | the last five years. 
000 of its hourly employes. “There is widespread confi- 
; : =e > dence today,” Curtice said. “With- 
‘On new three-year agreements; out the stimulus of war or infla- 
hold out the promise of three} tion the national economy in 1955 
more years of industrial peace ...”| has reached an alltime peak. The 
Curtice said. “Under it we hope to| automobile industry is enjoying 
continue our forward progress and| its best year in history, exceed- 
we hope, too, to continue creating| ing even the record year of 

1950...” 

The new projects in the Ford 
plan, announced earlier in the year 
by President Henry Ford II, in- 
clude: 

1. A new engine plant will be 
built in Lima, O., employing about 
4,000. 

2. The Cleveland No. 2 engine 
plant will be enlarged and devoted 
entirely to six-cylinder production. 
No. 1 plant will produce V-8 en- 
gines. 

3. The Buffalo stamping plant 
will be expanded by more than 
200,000 square feet. 

4. The Walton Hills (O.) stamp- 
ing plant will be enlarged by about 
215,000 square feet. 

5. A 193-acre site near Sharon- 


Rochester Products 


Completes Expansion 

ROCHESTER, N. Y.—Rochester 
products division of Genera] Mo- 
tors announced completion of its 
4 two-story administration build- 
ng. 

Since the plant was established 
in 1939, it has expanded from 495,- 
million. The new building will 
offices, sales and service depart- 
ment, accounting and payroll, pur- 
chasing, and the standards and 


In 1947 the division added an en- 





Griffith in Parts 


DETROIT.—Appointment of Ben 


B. Griffith as director of parts and 
accessories sales for Plymouth has 


been announced 
by William J. 
Bird, sales vice- 
president. 

Griffith heads 
a new department 
and has responsi- 
bility for all as- 
pects of parts and 
accessories sales. 
He joined Chrys- 
ler Corp.’s parts 
division in 1934 
and has served 


Ben B. Griffith 


as regional manager in Greensboro, 
N. C., Cincinnati and Kansas City. 


Bill Would Ban 
Bait Advertising 


HARRISBURG, Pa. — A bill to 


outlaw bait advertising has been 
favorably reported to the Pennsyl- 
vania House of Representatives by 
the Judiciary Special committee. 


The proposed legislation would 





SALESMEN 


Young men with ambition and ability 
to sell automobiles in large “Big 2" 
volume operation. Can advance to 
sales manager and manager. Our 
wash-out plan can earn from $1,000 
to $1,500 per month if willing to work. 
Automobile experience helpful but 
other sales experience considered. Lo- 
cated in the District of Columbia. 


Please attach complete resume and 


photo. 
Applicants under 40 preferred. 


Box 5034, c/o Automotive News, 
Detroit 26 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 


Automotive News will not divulge the 
name of any classified advertiser using 
a box number. For our readers who 
wish to protect their identity when an- 
swering box number ads, we suggest 
you send your replies direct to Classified 





gineering building and in 1949 a 
> large section to the manufacturing 
= plant. More recently, a large L- 
shaped section, power house and 
185,000 square feet of parking space 


have been added. 





cinnati. 


ville, O.—the former Crosley air- 
port—has been purchased for con- 
struction of a new automatic trans- 
mission plant. This 
mately 12 miles northeast of Cin- 


is approxi- 


Manager, Automotive News. Enclose a 
note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
vertiser is one you have mentioned; 
otherwise it will be forwarded itm- 
mediately to the advertiser. 


make a person guilty of a mis- 
demeanor if he “by any means 
advertises or offers for sale any 
merchandise, commodity, service 
or thing with intent not to sel] it 
at the price advertised.” 
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ond consecutive week that Mercury 
established a new mark. Last week’s 
output totaled 11,690 units, break- 
ing the old high of 11,521 during 
the previous week. 


Ford Motor Co. also broke all- 


| time records three times during 
| the previous week, the latest be- 


ing the 10,370 vehicles built on 
June 16. It also set a new weekly 
mark of 59,298 vehicles, surpass- 
ing the old high of 57,204 set 
during week ended May 21. 


General Motors, still plagued by 


parts shortages due to the strike 
at Fisher Body, jumped output to 
69,484 last week, while Chrysler 
Corp. at 27,550, and the Little Three 
remained steady. 


Studebaker - Packard Corp. and 


American Motors were moving al- 
most on the same levels, AMC at 
3,430 units and S-P at 3,433 units. 
Kaiser scheduled 145 cars last 
week, a five-unit jump from the 
previous week. 


TWENTY-TWO CENTS (22c) PER WORD FOR EACH 
lle PER WORD. PAYMENT IN ADVANCE OF 
INSERTION REQUIRED. Ads may be signed with full name and address at regular 
rates. Add One Dollar ($1) per insertion for use of a box number. Replies to 
Box Number ads are forwarded to advertiser, unopened. Display ads: $12.30 per 
column inch. CLOSING: TEN DAYS IN ADVANCE 


OF PUBLICATION DATE. Contract 


BUILDING, 





HELP WANTED 


USED CAR 
SALES MANAGER 


$10,000 to $12,000 per year 


Young aggressive person with knowl- 
edge of the value of used cars and 
ability to handle sales personnel and 
who wishes to advance to manager. 
Salesmen with ability and experience 
considered. For large “Big 2" volume 
operation located in the District of 
Columbia. 


Please attach complete resume and 
photo. 


Applicants under 40 preferred. 


Box 5035, </o Automotive News, 
Detroit 26 





GENERAL MANAGER. EXCEPTIONAL 


opportunity with Chicago’s largest Ford 
dealership delivering more than 5,000 
new cars per year for thoroughly experi- 
enced man with proven record of capa- 
ble automobile merchandising and man+ 
agement. Must be especially well quali- 
fied in training and directing large sales 
organization and well versed in used car 
market conditions. This is a top-flight 
job for a top-flight man, not afraid of 
hard work, long hours, who is young, 
aggressive and has the stamina to as- 
sume the responsibility of this executive 
position. Top salary for right man. We 
are expanding our organization and our 
present general manager is being pro- 
moted to a vice presidency of other as- 
sociated enterprises. Please do not phone. 
Write, giving full personal and business 
history. All replies confidential. Barnard 
Burke, President, Burke Motors, Inc., 
6455 S. Western Ave., Chicago, Ill. 


Secretary- 
Treasurer 


to take complete charge of the 
financial end of large dealer- 
ship located in the Midwest 
handling fast selling line of 
cars. The man selected will be 
given compensation and bonus 
commensurate with ability. This 
position offers unlimited oppor- 
tunities for future advancement. 
This is not just a bookkeeper’s 
job. All replies confidential. 
Only complete resumes will be 
considered. 


Box 5065, </o Automotive 
News, Detroit 26 





For Quick Results 
Use Automotive News 
WANT ADS 














HELP WANTED 


(eine tae ae EC SESS 

NEED EAST COAST MEN: New York; 
Washington, D. C., and Atlanta, Ga. 
Nationally advertised chemical specialty 
line. Experience contacting automobile 
dealers. Can earn $10,000 and better a 
year. Commission up to 50%, drawing 
account, other benefits. Need good car, 
free to travel. Write Liquid Glaze, Inc., 
Box 627, Lansing, Mich. 


SALESMEN WANTED. Interested in a 
good, steady income. Sell to new and 
used car dealers, a strong repeat line of 
custom tailored auto seat covers and 
other fast selling automotive items. Many 
territories open. No objections to non- 
conflicting side line. Our representatives 
know of this ad, Fabric Mfg. Co., Box 
123, Newark, N. J. 


WANTED—A SERVICE MANAGER capa- 
ble of handling large General Motors 
retail service department, located in the 
middle west. Please state required sal- 
ary. Box 5043, c/o Automotive News, 
Detroit 26. 


AUTOMOTIVE NEWS, JUNE 27, 1955 


HELP WANTED 





Two Master New-Car Salesmen Wanted 
by the most progressive Old's dealer in the 
south, Located Ft. Lauderdale, Fia., the best 
town in the United States, with 8 acres and 
a million dollars’ worth of facilities, Act now 
if u have a proven volume sales record 
and are interested in making $15,000 to $18,- 
000 per year. Write or call direct to a 
he King, King Oldsmobile, Ft. Lauderdale, 
a. 





SALES PERSONNEL WANTED by coast 
to coast manufacturer. Sales are direct 
to dealers. Excellent salary and travel 
expenses. Protected territories. Send 
brief resume to: Utility Truck Distribu- 
tors, Inc., 2316 Jefferson Davis High- 
way, Alexandria, Va. 


A RARE OPPORTUNITY for a _ single 
man, 25 to 35 years. If you are alert, 
aggressive and want to learn the Ford 
business and move to Arizona write Box 
5061, c/o Automotive News, Detroit 26. 





HELP WANTED 


one of the ‘‘Big Three’’ dealerships for 
$12,000 to man qualified to operate suc- 
cessfully, Located less than 100 miles 
from roit in fast growing city of 
30,000 population, county seat. The man 
must have proven ability to make money 
and will have the opportunity to acquire 
entire control from profits. All replies 
strictly confidential, Write Box 5018, c/o 
Automotive News, Detroit 26. 


experienced merchandiser with success- 
ful record who can share profits. Have 
modern shops, reconditioning facilities, 
largest Chrysler dealer in 60,000 trading 


send details, 
letter promptly answered. Box 5041, c/o 
Automotive News, Detroit 26. 








LEADING USED-CAR AUCTIONS 
IN THE NATION 


Frequency Rates: Minimum space, 1 inch on 1 column—Maximum: 5 inches on 2 columns— 


Contact WANT AD DEPT., AutoMotive News, Detroit 26, Mich. 








MIDDLE ATLANTIO 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You ore 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, NY. 


Tel. EVergreen 3-4800 


Auctioneers—David B. 
John 


W. Becker 





AUTO AUCTION 


TIM ANSPACH 
"Midway," 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 


(NEW JERSEY'S ORIGINAL 
AND ONLY AUCTION 
LEBANON AUTO AUCTION, INC. 
On Route 22—3 miles west of N. Plainfield 
Sale Every Wednesday at 12 Noon 
Dunellen 2-0915 and Dunellen 2-9849 














MANHEIM AUTO 
AUCTION 
MANHEIM, PA. 

On Route No. 72—4 Miles Off 

Pa. Turnpike 
10 year continuous operation 


Exclusive dealer auction 
Checks & Titles guaranteed 


Sale every Friday 10:00 A.M. sharp 


Modern Bidg. & Restaurant 
Member of N.U.C.D.A. & N.AAA. 


Phone Manheim 5-2401 











EAST NORTH CENTRAL 


DEALERS SAY 
Our greatest dollar values are at 


CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 


Oldest in the Mid-West 

One of the Nation's Best 

Sale Every Tuesday 
12:30 P. M. 


OPEN ALL NIGHT MONDAY 


Phone E 1254 Phone E 5209 


324 West Main Street, Fort Wayne, Indiana 
- We Guarantee Checks 
Dealers Only 








WES COON 
AUTO AUCTION 


GRAND RIVER and Telegraph 
U. S. 16 and 24 


THURSDAY 
AT 12:30 P.M. 


Michigan's Fastest Growing 
Auction 


KE. 1-9694 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 
All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 9009 








Attention Dealers 
CLEVELAND 
AUTO AUCTION 


Held Every 


TUESDAY 


4305 EUCLID AVE. 
Phone Endicott 1-2100 


CLEVELAND, OHIO 


Member of NAAA 
Manny Weiser, Owner 








EAST NORTH CENTRAL 


Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 
Conveniently located 4 mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK 


WEDNESDAY AND FRIDAY AT 12 NOON 


, 


Fidelity Insured Checks 





DIX-TOLEDO HIGHWAY (U. $. ROUTE 25) 
MAELVINDALE, MICHIGAN 


Phone Dunkirk 3-0150 





EAST NORTH CENTRAL 


GRAND RAPIDS AUCTIONS, INC. 


On M2!—One Haif mile west of Grandville 
Mich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Deaiers Only 
Auctioneer: Col. W. E. “Bill Nagy 
“Michigan's Best’ 
Phone: ARdmore 6-4720 








EAST SOUTH CENTRAL 


MANEY 
AUTO AUCTION 


HUNTSVILLE, ALA. 


Every Friday 
Checks and Titles Insured by Fidelity 
lecated In “The Heart ef Dixie” 














MOUNTAIN STATES 


COLORADO 
AUTO AUCTION 


LITTLETON, COLORADO 
SOUTH DENVER 


Dealers Only 


Sale Every Monday— 
11:00 a.m. 


The best selection of both cur- 
rent and used models in U.S.A. 
First class service in auto trans- 
ports, driveaway and tow bar 
drivers. 


COLORADO AUTO AUCTION 
issues own check in payment of 
cars. All ‘51s and later are 
guaranteed against defective 
blocks, transmissions, differen- 
tials, motors, taxis and flood 
cars. 


Member of NUCDA and 
NAAA, Inc. 





— Owners — 
Francis R. Cassell 
Carroll Kopfer 


George A. Lamb, Mgr. 
Phone Denver, SUnset 1-782) 


Wire COLORADO AUTO 
AUCTION FAX 
Denver, Colorado 


AUCTIONEERS: 


Colonels Johnny Wood and 
Dean Davis 


Crossroads 
- + « where they meet .. . buyers 
and sellers .. . new and used-car 
dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 


You. will reach both groups through 
an ad in Automotive News. 


HELP WANTED 


WANTED 


Export Department of Automo- 
tive Manufacturer requires Ex- 
ecutive Assistant to principal 
operating official. 


Position requires man with following 
qualifications: (1) a degree in engi- 
neering or law from a European uni- 
versity; (2) command of at least 5 
languages in addition to English; (3) 
a minimum of 5 years of managerial 
experience with a European automo- 


tive manufacturer or assembler and a 
minimum of 2 years of managerial or 
administrative experience with an 
American automotive manufacturer; (4) 
age: 38-45. 

Remuneration low to medium five 
figures. Detailed replies should contain 
enough information for us to de- 
termine whether an interview would 
be mutually advantageous. All replies 
will be held in strict confidence. Our 
personnel know of this ad. Send re- 
ply to Box 5059, c/o Automotive 
News, Detroit 26. 


MANAGER 
$20,000 to $25,000 per year 


Must be young, aggressive and with 
ability to spark a complete organiza- 
tion. experience as sales 
manager with knowledge of used cars 
necessary. Prefer applicants under 40 
years of age. Large volume operation, 
one of the “Big 2," located in the 


District of Columbia. 


Previous 


Applications held confidential. 


Please attach complete resume and 


photo. 


Box 5033, c/o Automotive News, 
Detroit 26 





WANTED—A SALESMAN, who can close 
a deal, to sell Fords. Here is your op- 
portunity if you want to come to the 
Valley of the Sun. Salary and commis- 
sion guaranteed and a real opportunity 
for a good man. No alcoholics, Earn- 
hardt Ford Sales, 900 N. Arizona Ave., 
Chandler, Ariz. 


PARTS MANAGER. We want experienced 
Hudson parts man. Please do not apply 
unless you can qualify. Here is your 
chance to work and live in Miami. State 
experience, age, salary, references. Hud- 
son Trail Motors, Miami’s only exclusive 
Hudson dealer, 1305 S. W. 8th St., Mi- 
ami, Fla. 


POSITION WANTED 
To encourage this classificat 
benefit of those 
Position Wanted Ad 
en ao 
word : ELT ai 


yest 1s eA 


seeking 


are 


> of a box 
in advance Half 
to display ads in this 


att 





YOUNG MAN, 27, married, family, college 
graduate, experience as parts and assist- 
ant manager. Interested in sharing man- 
agerial responsibility in small dealership 
where I can buy in after ability is 
proven. Prefer east. Box 5044, c/o Auto- 
motive News, Detroit 26. 


GENERAL MANAGER or sales manager. 
Age 40, 15 years’ Ford factory and deal- 
ership experience. Complete knowledge 
Ford or Mercury operation. Aggressive, 
sober, hard worker. Would like to locate 
eastern Ohio or West Virginia. Box 5046, 
c/o Automotive News, Detroit 26. 














POSITION WANTED 


OFFICE MANAGER—GM accountant, age 
32, family man, desires position manag- 
ing office of metropolitan dealership. 10 
years’ experience in volume dealerships, 
including successful supervisory experi- 
ence, assures efficient office operation. 
Prefer Detroit or Chicago areas. Box 
5045, c/o Automotive News, Detroit 26. 


GENERAL MANAGER—SALES manager; 
Chevrolet and Ford experience, under 40. 
Highly successful. Best recommendations, 
Strong closer. Excellent promoter of 
sales, service, parts. Seeks opportunity 
to manage or buy into at least a 300 
unit Ford or Chevrolet agency. Prefer 
east. Box 5047, c/o Automotive News, 
Detroit 26. 


SALES OR GENERAL manager. Former 
status period—twenty years policy mak- 
ing level. Responsible to recruit, train, 
direct sizeable sales force. Supervise 
sales promotion — advertising new and 
used cars. Personal and business back- 
ground will bear searching scrutiny. 
Seeking position 450 to 1,000 car dealer 
—100 miles N. Y. City preferred, not 
essential. Box 5062, c/o Automotive 
News, Detroit 26. 


POSITION IN ATLANTA, Georgia area, 
as general manager or new and used car 
sales manager. 23 years top record, Can 
buy substantial interest. I am no war 
time inexperienced kid. P. O. Box 73, 
Station E., Atlanta, Ga. 


AVAILABLE -— EXPERIENCED genera! 
manager for automobile dealership wit! 
money to invest. Prefer northern mid 
west states. Box 4984, 
News, Detroit 26. 


DEALERSHIPS AVAILABLE 


c/o Automotive 


FOR SALE—DEALERSHIP handling Pon- 
tiac, GMC. Oregon, Willamette Valley 
metropolitan fringe. Sell or lease modern 
building; some terms; consider trade for 
property Box 5052, c/o Automotive 
News, Detroit 26. 


TRUCKS - TRAILERS handling Interna- 
tional-Gramm, sales $320,000 year, show- 
room, parts department, complete service 
equipment, 7-room_ suite, Ohio city, 
health compels sale, make offer. Apple 
Co., Brokers, Cleveland, Ohio, 





AUTO AGENCY HANDLING Chrysler- 
Plymouth, 1954 sales over $310,000, com- 
plete showroom, fully equipped service 
shop, modern building 65x78, used car 
lot, lease, priced right. Apple Co., Brok- 
ers, Cleveland, Ohio. 


FOR SALE—‘‘BIG THREE’’ auto dealer- 
ship. Established several years. Fast 
growing industrial and agricultural area 
—north central Washington. Parts and 
equipment—$22,000. Low rent. Used car 
lot. Write Box 5053, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING Dodge-Plym- 
outh—metropolitan area of northern New 
Jersey. Excellent opportunity for volume 
sales. Now selling at the rate of over 
500 new cars a year. No real estate. 
Box 5054, c/o Automotive News, Detroit 
26. 


DEALERSHIP HANDLING General Mo- 
tors, single dealer county seat town, cen- 
tral Michigan. 150 car class, above aver- 
age net profit, near new building leased. 
Adjoining used car lot, sell physical as- 
sets. Contact W. A. Batey, LaNoble 
Realty, 1516 E. Michigan, Lansing, Mich. 
Phone IV. 2-1637. 


ONE OF ‘BIG THREE’’ dealerships in 
large trade territory in lower Delaware. 
Marvelous deal for right man. Will fi- 
nance responsible party. All replies in 
strictest confidence. Box 5056, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP HANDLING BUICK. Rich 
section near Memphis. 150 cars yearly. 
Trading area 60,000. Good lease modern 
building. Equipment, parts, fixtures— 
$25,000. Box 5057, c/o Automotive News, 
Detroit 26. 





DEALERSHIP handling Chevrolet, established 
35 years with same owner entire time. Located 
in wealthy farm and lumber town in Central 
Kentucky. Zone of influence comprises of two 
entire counties. Attractive adequate brick 
building. Complete modern shop. Two offices, 
attractively furnished. Large used car lot, 
chosen by Chevrolet as most attractive lot 
in district for 1955. Adjoining beautiful land- 
scapped lot and modern 3 bedroom home. 
Building, shop equipment, parts and acces- 
sory inventory, house and lot, parts and of- 
fice furniture complete to continue operating. 
Guaranteed Chevrolet franchise approved 
before purchase $38,000. Books can be gone 
over on request, net profit before taxes for 
‘54 was $14,200. Must sell immediately because 
of dealer's health. 


Box 5068, </o Automotive News, 
Detroit 26, Michigan 





HELP WANTED 


OPPORTUNITY UNLIMITED 


General Manager for a large dealership in the midwest 
handling a fast selling line of cars. 


IMPORTANT: This man must be able to qualify for 
eventual ownership through a profit sharing plan. Must 
be a top flight manager with proven record, and able 
to stand rigid investigation. Only those sending com- 
plete personal and business resumes will be considered. 
All replies treated with utmost discretion. 


Box 5067, c/o Automotive News, 
Detroit 26 
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DEALERSHIPS AVAILABLE 


DHNALERSHIP BUYERS WANTED. No 
natter where you want to locate from 
Maine to California, we can serve you. 
Our services free to buyer. The seller 
pays our fee, Let us: (1) Find just the 
right dealership for you; (2) Negotiate 
its purchase without exposing you until 
you are ready; (3) Assist you with fao- 
tory approval; (4) Arrange for any addi- 
tional capital you may need, All in 
strictest confidence, Our success depends 
on that. Automotive Enterprises (Dealer 
Agents), 1042 National Bank of Com- 
merce Building, New Orleans, La. RAy- 
mond 4856. 


I teers 
PISTRIBUTOR ESTABLISHED 17 years 
handling Dodge-Plymouth for three 
northern counties of California, in the 
heart of lumber, cattle and farming in- 
dustries. Trading area over 25,000. 
County seat ideally located from com- 
petitive areas near hunting and fishing 
paradise. New facilities available, lease 
or sell, no accounts or used cars to buy 
—only parts and equipment. General 
manager available. Annual volume 





$1,000,000. Owners ad. Reply Box 5000, | 


c/o Automotive News, Detroit 26. 





--— —_——-- — | 
WELL ESTABLISHED DEALERSHIP, 


same owner 20 years, handling Ford 
100 units. In southern Wisconsin. 
ern building, excellent concrete used car 
lot adjacent. Modern and fully equipped 
Ford shop and office. Good schools and a 
growing community. Will sell parts and 
equipment for less than cost for I want 
to retire. Will sell or lease building. Box 
5049, c/o Automotive News, Detroit 26. 





DEALER HANDLING Pontiac in one of 
the largest cities in Ohio, established for 
20 years. This is a big deal with an 
eight hundred car potential. Buy parts 
and equipment only. Large, modern 
building and spacious used car lot and 
parking area. Will lease for a long term. 
Ambitious, automobile man can make a 
lot of money with this deal. Selling only 
because of ill health. Box 5050, c/o Au- 
tomotive News, Detroit 26. 





OLD ESTABLISHED AUTOMOBILE deal- 
ership handling Cadillac and Pontiac. 
Complete, new modern buildings, ample 
Cadillac quota, unlimited Pontiac. Mod- 
ern service facilities, now selling ap- 
proximately 230 cars a year, doing close 
to $1,000,000 business — having , done 
$110,000 the past month of May. Fast 
growing community in the south central 
region. Box 5051, c/o Automotive News, 
Detroit 26. 


DEALERSHIP AVAILABLE handling 
Low-Boy machinery and Pole trailers— 
semi dumps _ revolutionary swinging 
Gooseneck trailer. One man operation. 
The hottest low-boy trailer in its field. 
For further information contact Sabre 
Equipment Division, 8000 W. 47th St., 
Lyons, Ill. 


FOR SALE-— DEALERSHIP handling 
Chrysler-Plymouth in central Kentucky 
town of 4,000 population. Parts and 
equipment at inventory. Approximately 
$15,000. Will sell or lease modern build- 
ing. Near Lake Cumberland. Moving 
West. Box 5038, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING FORD in 
thriving Nebraska county seat town, 100 
to 150 units. Will sell or lease building 
and connecting used car lot. Wonderful 
opportunity for aggressive management. 
Priced to sell. Box 5024, c/o Automotive 
News, Detroit 26. 


SMALL DEALERSHIP handling 
Plymouth—northern Ohio. Population 5,- 
000, Fine farming and fruit area with 
large factory located in town. Low rent, 
price $9,000, working capital extra plus 
factory OK. Box 5025, c/o Automotive 
News, Detroit 26. 


DEALERSHIP FOR SALE handling Pon- 
tiac in one of California’s most prosper- 
ous cities. Population 65,000. 300 new 
car annual potential. Building and equip- 
ment at appraised value. Parts at inven- 
tory. Used cars at low book. Present 
owner retiring. Box 5055, c/o Automotive 
News, Detroit 26. 


Mod- | 








DEALERSHIPS AVAILABLE 


EXCELLENT “BIG THREE’’ dealership, 
well equipped and manned, for purchaser 
who can qualify financially and other- 
wise with factory. Strictly retail opera- 
tion in prosperous city of 150,000 in 
southwest. Excellent lease and no real 
estate to buy. This is a set-up in which 
you secure immediate possession 
and begin without a pause. Many years 


successful background. Because of this | 
being a large dealership, your inquiry | 
should reveal your ability to handle. 


This is owner’s ad—no agent. Box 5063, 
</o Automotive News, Detroit 26. 


OLD ESTABLISHED DEALERSHIP han- 
dling Dodge-Plymouth. Gulf coast area. 
Parts, equipment and fixed assets only. 
Unusual lease 50% under today’s mar- 
ket. Consider partial payment, balance 
monthly. Potential 1,500 units. Doctor | 
says retire. Opportunity of a lifetime for | 
a real operator. Box 5058, c/o Automo- | 
tive News, Detroit 26. 





FOR SALE 
Dealership 
Handling Buick 


in metropolitan Boston. Present franchise | 
calls for 300-400 cars per year. Parts, 
equipment, etc., between $40,000 and 
$45,000. No used cars or accounts receiv- 
able to buy. Will assign present lease on 
building. Factory approval necessary. Re- 
plies will be held confidential. 


Box 5060, c/o Automotive News, 
Detroit 26 
ED 


DEALERSHIP WANTED 


FLORIDA GM DUAL with Cadillac total- 
ing 125-200 units. Approval assured. Re- 
plies held in strictest confidence. Box 
5048, c/o Automotive News, Detroit 26. 


FORD OR GM 


DEALERSHIP 
WANTED 


By Man in Process of 
Selling Present Dealership 











$250,000 cash available 


500 to 2,000 car potential 


Factory approval assured 


All inquiries will be answered 


immediately and confidentially. 


Box 5031, c/o Automotive 
News, Detroit 26. 


gx , 


HELP WANTED 


WE NEED 3 
AUTOMOTIVE EXECUTIVES 


Right now we need three top-calibre men with 
sound automotive retailing experience, to work in 
executive capacities with a leading car manufac- 
turer. Men must be first rate, able to progress 


rapidly to top position in the company, or to own- 
ing profitable dealerships. 


All replies will be treated with strict confidence, 


and only replies containing complete personal and 
business history will be considered. 


Box 5066, c/o Automotive News, 
Detroit 26 
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DEALERSHIP WANTED 


CARS FOR SALE 





WILL PURCHASE General Motors, Ford 
or Chrysler product dealership, any size, 
southeastern or southwestern coast of 
Florida. Lease building or will buy. All 
cash; consider paying some blue sky for 
desirable dealership. Factory sepproval 
already assured. 4992, c/o Auto- 
motive News, Detroit 26. 


DISTRIBUTORSHIP WANTED 





AIR CONDITIONING 
( Automotive) 


DISTRIBUTORSHIP WANTED 


Arizona — New Mexico 


229 $. Hensen St. 


Nevada 


Substantial capital and adequate 


facilities 


TRAVIS H. CLOW 


1014 N. Central Phoenix, Ariz. 





BUSINESS OPPORTUNITIES 











DAYTONA BEACH, FLORIDA 


For sale: Modern air-conditioned ocean front 
court. 16 rental units plus living quarters for 
manager, Earnings 1953—$36,983; 1954—$38,- 
716, Selling price $175,000, $40,000 cash will 
handle. Will accept new cars at wholesale 
price as substantial part of initial payment. 
Inspection invited. 


A. E. Cleveland, Realtor 
Daytona Beach, Florida 





FOR SALE — GARAGE and service sta- 
tion. Stocked and equipped. Good all 
year location. Immediate income. Annual 
gross one hundred fifty to one hundred 
seventy-five thousand dollars. Write for 





pamphlet. Floyd Laird, Owner, Sharon, 
Conn. 

MAILING LISTS 

DEALERS’ MAILING LIST—Ford, Chev- 


rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Buick dealers. Complete national | 
list. April, 1955 checked. On addressed 
labels, 32M, $14 per M. Box 5064, c/o 
Automotive News, Detroit 26. 


DEALER SERVICES 








INVENTORY SERVICE 


Parts and Accessories 
* CERTIFIED REPORTS 


* 
Obsolescence Disclosed 
or Overage Established 
Inventory Investment Evaluated 
@ Analysis of Methods and Procedures 


Full time experts. No pick-up part time help. 
SAVE MONEY 
Call or Write for Service Details 
Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 


We have for 
fleet leased 1953 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardiess 
of location. Phone or write for informa- 
tion. 


HEAVY DUTY 15 ton wrecker. 


SOMETHING NEW 
USED CARS DELIVERED 


sale a nice selection of 


Robinson Auto Rental, Inc. 

Philadeiphia, Pa. 

1. E. Spatig, Used Car Manager 
Sherweed 8-1500 





CARS WANTED 


| CADILLAC, CHRYSLER, DeSOTO eight 


passengers wanted, Cash or liberal allow- 
ance. Sharp late models. McClintock- 
—_— Phone IV_ 7-5046, Lansing, 
ich. 


AMBULANCES FOR SALE 


1947-1948-1950-1953 CADILLAC am bu - 


lances. 1949 Cadillac 
Cadillac limousine — $2,150. 1942 Buick 
Ambulance — $350. 1948-1949-1950-1951 
Cadillac hearses. 1948 Packard hearse— 
$950. Photos and financing available. 
Box 5017, c/o Automotive News, De- 
troit 26. 


TRUCKS FOR SALE 


limousines. 1952 


Holmes 
model 525, twin boom and cradle on 
1949 Chevrolet COE. 2 speed axle. New 
tires. Used very little. Wilson Chevrolet, 
Morris Ill. 


FOR SALE 


Two 1950 33-ft. Whitehead and Kale 
auto transport trailers 


In service 18 months 


$975 each 


CLYDE WEATHERBY 
MOTOR CO., INC. 


Phones 25 and 700 Hamilton, Texas 





TRUCKS WANTED 





WANTED—USED WRECKER. Send photo 


and full details to Lew’s Garage, 4025 
Salem Ave., Dayton, Ohio. 


BUSES WANTED 





WILL BUY USED school buses—36 to 66 


Passengers. One or twenty, also airpor- 
ters. , Box 4993, c/o Automotive 
News, Detroit 26. 





For Quick Results 
Use Automotive News 
WANT ADS 








PARTS FOR SALE 


FOR SALE: 


FOR 
M. W. Hertel, Olivia, Minn. 


47 


SHOP EQUIPMENT FOR SALE 


FOR SALE—GONE OUT of business, New 


Allen distributor tester. Allen motor 
analyzer, Bear wheel aligner. Bear wheel 
balancer, McKaskey service station cash 
register. All equipment like new. 
Schreiber Motors, 234 Delaware St., Wal- 
ton, N, Y. Phone Underhill 5-5475. 


FOR SALE—WEAVER combination align- 


ment and brake tester. Model No. W, Y. 
25. New. Dealer cost—$962. Sacrifice 
$495. S. J. Reynolds Garage and Auto 
ag, hs ~ ao 633 Main St., Poughkeep- 
sie, N. Y. 





2 AUTO TURNTABLES. 
Heavy duty type. Never been used. Best 
offer takes. Sabre Metal Products, Inc., 
8000 W. 47th St., Lyons, Il. 


MACTON AUTO TURNTABLE equipped 


with display platform—used by ex-new 
car dealer three years. Present replace- 
ment value over $600. Today’s price $345. 
Can be seen at 22555 Grand River, De- 
troit next to Redford Post Office. Ken- 
wood 1-0271. 


SALE — LARGE Chrysler-Plymouth 
sign. Like new. Cost $419—sell for $298. 


MISCELLANEOUS 


Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meet 1.C.C. Requirements 
MOTO-MATIC 
TOW e GUIDE 

ind 


BRAKE-MOBILE 


TOW - PILOT 


with Automatic Brake 


Cannot Be Matched 
At Any Price 


Write Today for 
Illustrated Catalog 


Factory Sales Division 
PILOT DISTRIBUTING 


COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


“Leaders In The Industry" 
Since 1939 








DEALERSHIPS AVAILABLE 








BUICK PARTS 


All Other GM Parts Also 


UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


SAME-DAY DELIVERY 


If it's really urgent, our company- 
owned plane will deliver, at rea- 
sonable extra cost. 


GORDON BUICK 


Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ili. 
Phone WAbash 2-1030 


$20,000 WORTH OF DeSoto-Plymouth-Hud- 
son parts and shop equipment includes 
parts bins, steel shelving, counter and 
background display. Want to trade all 
for used cars. No junkers. Moore Bros., 
Inc., 618 Market St., Steubenville, Ohio. 


PARTS WANTED 


WANTED — STUDEBAKER PARTS. We 
buy complete inventories. Forward us 
your inventory list. Siebelts Motor Sales, 
3504 Hudson Blvd., Union City, 

Union 7-2213. 


CARS FOR SALE 


ATTENTION DEALERS ! ! 
SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Goed Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 
1951-1952 


Plymosths — Fords — Chevrolets 
1 to §0¢6 


MORRIS FREEDMAN 
Sth & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7.2800 














OLD ESTABLISHED DEALERSHIP 
HANDLING CHRYSLER 
PACIFIC COAST REGION 


Parts, equipment and fixed assets amortized to approximately $35,000, reflect- 


ing excellent financial condition. 


Will sell entire dealership, subject to factory approval; or if desired, will retain 
partial interest. Present franchise calls for 400-500 units. 


City and marketing area over 425,000 population. 
Fast growing community and an outstanding opportunity for a good merchan- 


diser. 


Box 5015, c/o Automotive News, Detroit 26 











| 
| 
| 
! 
| 
| 
! 
| 
| 
| 
| 
| 
| 
| 
! 
| 
| 
! 
| 
| 
| 
| 
| 
| 
| 
l 
| 
| 
| 
| 
! 
| 
-) 


New Subscription Order 


Send Automotive News to Address Below 


U. S., Canada and U. S. Possessions 


One Year $8 [] or Two Years $14 [J 
All Other Countries — One Year $12 [] or Two Years $20 [J 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


a odd kee ee as Rak nn de Re teneeaes Csaba ke badleauene 
TRADE CONNECTION: 
Gar Dealer [) Truck Dealer [) Manvtacturer [) 
Jobber [] insurance [] Financial [) Supplier 
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preferred by 28 
leading engine builders 


Sure, this is the age of chrome rings. But not 
just any chrome rings. Engine builders 

must be certain that the rings they use as 
Original equipment can endure the heat, friction 
abrasion and corrosion encountered in modern 
high speed motors. 

That’s why 28 leading engine builders use 
Sealed Power chrome rings. 

They know the castings back of the chrome are 
of highest quality, made in Sealed Power’s own 
foundry under strictest metallurgical control. They 
know Sealed Power’s distinctive method 
of applying chrome results in a heavy permanent 
plating. They know that this is factory-lapped 
to a light-tight finish for fast break-in. 

Let Sealed Power chrome rings help make your 
good engines even better! 


SEALED POWER CORPORATION 


Muskegon, Michigan «+ St. Johns, Michigan ¢* Rochester, Indiana 
Detroit Office: 5-164 General Motors Bldg. Phone: Trinity 1-3440 


Sealed Power Piston Rings 


PISTONS -CYLINDER SLEEVES 


Leading Manufacturer of Automotive and Industrial Piston Rings since 1911 
Largest Producer of Sealing Rings for Automatic Transmissions » Power Steering Units 








